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1 Nepcvoduct 


FOR CONVENIENCE OUTLETS IN THE FLOOR 


An Electrical mney made of STEEL for PERMANENCE — 
Greeny GROUNDED for SAFETY 


Nepcoduct is a steel raceway system com- 
plying with the requirements of the 
National Electrical Code and approved by 
the Underwriters’ Laboratories, Inc. It is 
a professional material for lighting, power, 
telephone and signal services. 

Pre-determined outlets will provide 
abundant service for desks and free-stand- 
ing equipment. 


@ A new simplified duct of ONE standard 
size—1%¢"' x 274''—for both high and low 
potential runs. A 60% reduction in fittings. 

















@ Eliminates confused specifications— 
easier to understand . . . easier to order... 
easier to install . . . easier to maintain. 


@ Outlets may be closed and re-opened 
without disrupting office routines. No fuss 
. . nO muss. 


@ Installed without excess labor or inter- 
ference in all types of conventional floor 
construction. 


STEEL 
for Permanence... 


GROUNDED 

for Safety 
@ Let us send you complete in- 
formation. Call our sales office 


nearest you, or write to the address 
given below. 


ooth, welded construction— 
agth in floor construction. 


ts Corporation 
ritspurgh 30, Pa, 
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eo) mip em ' Luminous plastic side panels and hinged 

THAT 2S ! = = t Y £9 J A ‘ ! i] { louver construction provides greater light 

= output with lower surface brightness. 
VF-296 for 2-F96T8 Slimline Lamps 
VF-496 for 4-F96T8 Slimline Lamps 

For 100 or 200 milliampere lamp operation 









VF-496 
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R-496 


For 4-F96T8 Slimline Lamps — Available in 1-2 and at -§ 
4 lamp Slimline units for F72T8 and F96T8 lamps. fa | o| 22% 
See) Slide Hanger Clamp 9 g@ Voll 
: 5 No. 400 for 2 light units R-196 R-296 R-496 


No. 450 for 4 light units R-172 8-272 R-472 






































od . 
The complete new Keystone Slimline Series are functionally PF + 
designed with Engineering Know-How’—the latest in stream- 
lined, efficient fluorescent lighting. They may be connected os 
in continuous rows and can be flush or suspension mounted. 
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NeYSTONE ELECTR ay ‘ 
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- MAXIMUM PROTECTION AND LONG LIFE - 





ESCENT 


Steet Taped 


PARKWAY 
CABLE 


Insulated with CRESCENT ENDURITE 
Heat-Resistant rubber insulation (75° C) 
in 600 to 5000 volt range. 

Or with Varnished Cambric for 
maximum current carrying capacity 
or higher voltages. 





No other protection required except at points of 
extreme mechanical hazard. Being well protected from ordi- 
nary mechanical injury and easy to install, they provide 
an economical permanent underground system. 





These cables are widely used for street lighting 


TYPE RLIF] 

Te COC TOR circuits, railroad yard lighting and signal systems, airport 

vs Pagan angel gnc power and lighting circuits and in industrial plants and 
Special cables to customer's speci- mines 


fications. 


CRESCENT 
WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 


ATLANTA, GA., Edgar E. Dawes, 401-402 Rhode: Building RICHMOND, VA, Robert W. Fishburne, 112-114 Exchange Bldg. 
NEW ORLEANS, LA., Paul Hogan, Jjr., 305 Lever: Building DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 
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MURRAY ATTIC FAN 


“lhe Fan 


be.5 Cat does ts work 
in a Whisper 


Silence is truly golden in an attic fan. And 
the Murray Attic Fan — the fan that does 
its work in a Whisper — is engineered to 
perform with maximum efficiency and 
minimum sound. Noise is eliminated by the 
special construction of Murray Attic Fans— 
curved flange orifice in housing, rubber- 
mounted motor, vibration-free bearings, 
balanced assembly. Murray Attic Fans 
are easy to install, are made in four sizes 
to meet all needs. Write for complete 
specifications. 


‘4 


resistance, eliminates noise. 


» Four, broad, deep-pitched blades provide 
i” maximum suction and steady flow of air. 


va Resilient base motor and rubber-insulated 
Oilite sleeve bearing on fan shaft eliminate 
vibration and operating noise. 





THE MURRAY COMPANY 


Established in 1900 


ATLANTA, GEORGIA 





Deep, curved flange orifice cuts down air 


L/ Economical, quiet operation 
assures owner satisfaction. 


MURRAY SALES INCREASERS — Write for these free 
booklets and sales helps. Installation Manual: Com- | 
plete step-by-step installation instructions. Consumer | 
Mailing Pieces: Sure-fire, sales-building folders to 
enclose in your mailings. Newspaper Ads: Complete 
mats furnished, including various fan illustrations and 
suggestions for use in building your sales. 
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You'll need NO other 
source in ’48 for 
ALL your Fluorescent needs! 





al * Slim line 
eh « Troffers 
LOOK TO Chche = * New shallow type louvers 
~  * New streamlined industrials 
FOR EVERYTHING NEW + Ceciieaiel 
IN FLUORESCENT a * Portable 


~« Desk lamps 
« Bed lamps 


Da §6ELE 
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ELECTRO er ACTURING CORPORATION 


2000 W. Fulton St. *¢ Chicago 12 
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THE AIR GOES 4p / 





















HORIZONTAL 


|| When you sel GIROFAN 


The Wew Idea in Tans 


GIROFAN MOVES MORE AIR per unit of power and per revolution! 
Due to its improved, patented Torrington blades and GiroFan’s 


eas 


spiral principle of air-movement. Compare its specifications with any 
other fan on the market! 


GIROFAN IS QUIETER because of its patented blade feature, 4-point 
heavy rubber mountings, and because in many instances a smaller- 
size GiroFan can be used to do a job that would re- 


quire a larger unit of the old-fashioned type. JACKSON 
BUILDS A 


COMPLETE LINE 





A PACKAGED UNIT—Complete with Suction Box and Grill 


LOW-COST, QUICK INSTALLATION MEANS MORE 
PROFIT FOR YOU! There's no costly plenum chamber 
to build because GiroFan is a complete packaged unit. 





Simply make ceiling opening, install necessary headers ween 


and set in: the GiroFan. 





Your Customer wants an “installed price”. You can 
deliver improved GiroFan installed at a price as low or 





lower than ordinary fans, and still make greater profits. 





e 
« 
. | WRITE OR WIRE for name of 
a distributor in your territory. 








JACKSON 


eee «VENTILATING COMPANY, INC. 


1501 W. FAIRVIEW AVENUE, MONTGOMERY, ALABAMA 
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LOW LIST PRICES and 
LC OM) GS DISCOUNTS 


WILL KEEP YOUR OLD 
CUSTOMERS AND GAIN :NEW-<ONES 


%& ‘White fon cataloque ® 


SOUTHERN LIGHTING Vice ee) 


ORLANDO, FLORIDA. 


Southorin 
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ANY WAY YOU LOOK AT IT. FEDERAL NOARK Motor Starters cut maintenance costs! 












-@| CONTACT RENEWAL... 


f as easy as signing your name! 
















Renewing the solid silver contacts in a Federal 
NOARK Motor Starter takes no time at all! 
No need for tools of any kind! Simply press 
one end of the contact down, and it slides out 
of its groove without effort. Slide in a new 
contact to finish the job. (And, once it’s in 
it stays in — vibration can’t loosen it out!) 








: Ee Simplified RESPONSIVE ELEMENT 
e Frictionless SOLENOID ACTION 
o Instant COIL REPLACEMENT 























Where maintenance wae money Wy ag Fe deral 
Save wu 
Morr Srerfers 






Federal Electric Products Company, Manufacturers of a Complete Line of 
Electrical Products, including Motor Controls ¢ Safety Switches ¢ Service 
Equipment ¢ Circuit Breakers ¢ Panelboards ¢ Switchboards « Bus Duct 







Executive Offices: 50 Paris Street, Newark 5, N. J. 
Plants: Hartford, Conn., Newark, N. J., St. Louis, Mo., L. I. City, N. Y. 
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1948 WINDOW 
EXHAUST FAN 








NEW ORLEANS LA. | 


1948 ATTIC HOME 
PACKAGE FAN 


ORLANDO, FLA] "Fan 





HUNTER has pioneered the development 
of cooling and ventilating equipment for 
over six decades and presents a complete 
line of fans to meet the exacting require- 
ments of discriminating buyers. 

The utmost in engineering skill and material 
has been employed to build into these fans 
the highest quality to give lifetime service. 
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HOME 
ATTIC COOLER 





16” OSC HAUST 
ERT!LATORS 


s 


Lovano, Fx. 
[eeeont tu] 


AIRSPREAD 
| CIRCULATOR 
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atic For Better Fan Ventilation: * ~ fi 
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HUNTER is proud to offer a line of fan 
equipment possessing all the desirable 
characteristics made available by years of 
experience. 


HUNTER FAN & VENTILATING CO., INC. 
General Office and Plant Memphis 


Branches 
NEW YORK, CHICAGO, ST. LOUIS AND NEW ORLEANS 
Sales Offices in Principal Cities . 
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ARE YOU A VICTIM OF “ORPHANITIS"? 


Are you “stuck” with heavy 
inventory on practically paralyzed 
heating units? Of course you have 
to turn these war-time “ghosts” into 
cash ... but don’t stake your repu- 
tation on them! Unload them on 
“price” buyers who expect grief 
with their “bargains.” BUT, be sure 
to stock Electresteem for the quality 
buyers who hold the key to your 
continued success. That’s just good 
business! 





DEALERS WHO LOOK AHEAD WILL BE AHEAD 
WITH Slectresteem PORTABLE ELECTRIC STEAM RADIATORS! 


REG, VU. S. PAT. OFF 




















It pays to recommend and sell 
Electresteem. Sales-resistance is 
lowest because we have long been 


INSIST ON GENUINE 
one of the most aggressive national 


advertisers in the field. Proved per- “ ; 
formance and trouble-free operation Li (ZA if 
are the secret of Electresteem’s over- 3 a4 


whelming popularity. In each Elec- REG.Ui SiePAT OFF 


‘erage nS ag CTRIC STEAM RADIATORS 





We'll be in Booths 
411 and 413 


National Housewares 
Show Amphitheatre 
CHICAGO 











to te a 





ESRC 


ELECTRIC STEAM RADIATOR CORPORATION, Paris, Kentucky 


IN CANADA: ELECTRIC STEAM RADIATOR COMPANY OF CANADA, LTD., WINDSOR 
ALSO MANUFACTURERS OF ELECTRESTEEM BABY CHEFS, 8 BABY-BOTTLE STERILIZERS, ELECTRIC SERVANTS AND VAPORIZERS 
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., n0 other range 
offers such versatile 





For Example: Mrs. A has no children, 
Piust she and her husband. The built-in 
¥ curface oven is perfect for most of her 
meals. The smaller, surface oven saves 
electricity, and it also saves stooping. 
Yet, when she entertains, the large 
, regular oven gives her plenty of re- 
serve oven space so everything can be 
served hot. 


Mrs. B has a large family. She uses 
both ovens almost daily. She’s never 
crowded for oven space. Often she 
needs two baking temperatures si- 
multaneously. She has them! Actually, 
she wouldn’t know how to go back 
to the inconvenience of having just a 
single oven. 





Yes, indeed, Monarch Roaster Range 
dealers have the most powerful story 
to tell in the entire electric range field. 


MALLEABLE IRON RANGE COMPANY 


4818 Lake St Beaver Dam, Wis 

















j i f BETTER HOMES 
dvertised in the Janvary issves © <n 
“i prone HOUSEHOLD, HOUSE BEAUTIFUL, and HOUSE AND GARD 













No other electric range offers so much 
ing, the built-in surface oven is perfect 
table dinners, biscuits, etc. 

oven space is needed — or wh 
the same time — or when y 
oven is always ready for insta 
Monarch Roaster Range at y 


practical flexibility! For small-family cook- 

for everyday use — complete meals, vege- 
Saves stooping, saves electricity. When additional 
en two different baking temperatures are required at 
ou have a broiling operation — your regular, large 
nt use. Both ovens are timer-clock controlled. See the 
our Monarch dealer—or write the factory for literature. 


MALLEABLE IRON RANGE CO., 618 Lake Street, Beaver Dam, Wisconsin 


‘ 
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Heavy mo 

sided contacts; pla 
designed for eas 
quicker installation. 













No. 120 














10A-250V wnetsnih 
Available iiied Plastic 
gt sarasy | OSNBTICE per 10000, 
pepe Oe in Ivory and 





Brown Molded Plastic 







° rox. 
ipping weight opP 
“— Ibs. per 1000) 









ivory and tren; 
FLUSH PLATES 


eee F OR EVERY NEED 


First quality heavy plastic — will not 
warp. Engineered to prevent ‘‘splits"’ 
when installing. Each plate pack- 
aged in an individual envelope com- 
plete with METAL screws. 

One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 






























ORDERS SHIPPED 
IMMEDIATELY : 
j WRITE FOR SAMPLES AND PRICE LISTS | 


i (We supply electrical wholesalers and 
jobbers only) 









ALL-PLASTIC MANUFACTU 


501 N. Figueroa Street ¢ Phone TRinity 0851 © Los Angeles 12, California 


Address all correspondence to P.O. Box 2135; Terminal Annex, Los Angeles 54, California 
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calling 


system 
t 
you’re 


planning @ © 





GraybaR can tell you—and will supply it 


Whether you need a trumpet blast, a clang, buzz, howl, or whir-r-r-r 
— Graybar distributes the signal device that will produce it at the 
level required to penetrate any noise in your plant. 

A Graybar Signaling Specialist can help you plan the best signaling or com- 
munication system for any requirements. We distribute industrial horns, sirens, 
howlers, buzzers, electric bells; annunciators; fire-alarm systems; public- 
address systems; Webster Teletalk intercommunication systems; Edwards 
Lokator code-paging or calling systems and interior telephone systems; and 
accessories for all signaling systems. 

Our near-by office can simplify your job of getting everything electrical. 
It’s still impossible for us to maintain complete stocks today — but, if you plan 
ahead with us now, chances are the items you want will be available when you 
need them. Graybar Electric Company, inc. 


1802 





Amarillo ® Asheville © Atlanta © Beaumont @ Birmingham ® Charlotte @ Chattanooga ® Columbia ® Corpus Christi 
Dallas © Durham ® Fort Worth © Houston @ Jackson ® Jacksonville @© Knoxville © Miami ® New Orleans ® Noriolk 
Orlando ® Richmond ® Roanoke ® San Antonio © Savannah © Tampa ® Winston-Salem 
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Who's a 
Graybar 
Specialist? 





Every Graybar Representative, of 
course, is an electrical specialist — 
with the intelligence, knowledge, 
and experience to make sound rec- 
ommendations on everyday elec- 
trical applications. But even a super- 
man couldn’t be an expert on all the 
items we handle! That’s why, at each 
of our 18 key houses, there are 
Graybar Specialists in lighting, 
power apparatus, signaling and com- 
munication, inside and outside elec- 
trical construction. These men have 
intensive experience in their respec- 
tive fields and are competent to 
handle complex technical problems. 
The services of both your Graybar 
Representative and near-by Special- 
ists are always available to you. 





CALL OUR NEAREST OFFICE 
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STOCK AND STYLE FLEXIBILITY 


Engineered on a unique “basic unit” principle to save 
money on inventory. .. . A modest stock does a big 
job! Sixteen smart, super-efficient combinations avail- 
able in 2 and 4-light, 40 and 100-watt. Louvered or 
dustproof glass or plastic enclosures fit the same 
basic unit. Interchangeability of these light distrib- 
utors gives maximum variety with minimum stock... 
added exclusive feature permits 40-watt and 100-watt 
fixtures in same line for area intensification. Union 
made, U.L.-approved. Write today for full informa- 
tion. Address MOE-BRIDGES Corporation, Dept 901 

Sheboygan, Wisconsin. 





RS for every 


te) 


16 ST AR PER ; 
P/L Ne: il these 

“ENCLOSURES 
Same cross-section for 40-W and 100-W Units 








LOUVERSHIELDS 


ry ULs/ \ 





- IL 
SJ J 


GLASSHIELDS ee 











TWO-LIGHT 
40-W 










TWO-LIGHT 
100-W 


FOUR-LIGHT 
40-W 
* 
FOUR-LIGHT | 
100-W 
LOUVERED 
40-W 
* 
LOUVERED | 
100-W 





PLASTIC 
40-W 


PLASTIC 
100-W 


LOUVERED 
40-W r 
* 
LOUVERED 
100-W 





PLASTIC 
40-W 


PLASTIC 
100-W 


*40-W and 100-W fixtures may be usea in the some 


line for area intensification. 
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: Here’s proof that wire and cable installations with Aleoa E.C.* 
Aluminum Conductors present NO CONDUIT PROBLEMS! THE BIG DIFFERENCE 
Compare the conduit sizes for identical requirements of aluminum 

and copper motor leads! In four out of five cases, the conduit sizes iS IN YOUR COSTS ! 


are identical. In the remainder, only a simple change to the next 





conduit size is required. 

And insulated aluminum wire and cable are lighter—easier to 
pull. Not only in conduit, but on overhead, service entrance, or 
anywhere a conductor must go, you'll reduce your distribution 
investment if you figure it in aluminum. ALUMINUM COMPANY OF 
America, 2164 Gulf Building, Pittsburgh 19, Pennsylvania. 


1 *E.C.: Electrical Conductor Aluminum 
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. co pont motors 
\ UV 
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" _— 
} qHREE P _ ‘ —_ 
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Raw _Type SB . “Size Coble \ size \ 
RU ye -— eo Coble on AWG | om \ 
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ne 125% wc, Site or Con | cm | ot - ’ 4 4 14 \ ‘ 











Guebiicomesy! ALCOA gi.) ALURAINUM ; ~ 
|) ee Be @ = 

iW yi 

- > Dy 






FOR ELECTRIC WIRE AND CABLE 
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Get Your FREE 
-TWI Blue Catalog 


Page after page, packed 
with hundreds of items 
you use every day for 
better service, all clearly 
listed and priced for easy 
finding, easy ordering. 


Send For Yours 
Today! 


Get It Fast From 
Iwi 


One source, one order, 
one delivery! Complete 
warehouse stocks of 
everything you need — 
ready for shipment im- 
mediately. Wi has what 
you want, and ships it 
when you want it. 


- 


— 


a 
—_— 


a 
-_ 


INSULATION AND WIRES INCORPORATED 6 


Offices and Warehouses in: ST. LOUIS 3, MO. 





ERVICE 





b E y 
IMMEDI AT 


— MATERIALS, TOOLS AND EQUIPMENT 





FOR MOTOR SERVICE OR REPAIR 


VARTEX CLOTH AND TAPE 
— The Peak of Zuality! 


With VARTEX CLOTHS AND TAPES you get all the features you want 
— flexibility at any temperature — easy workability — great mechanical 
strength — excellent dielectric property — maximum resistance against 
grease, oi!, acid, alkali, heat, moisture and abrasion. 


VARTEX is made from the finest, strong long-staple cotton and the best 
insulating varnish — is made to guarantee perfect uniformity — is thor- 
oughly dependable and low in cost. VARTEX protects your work against 
failure, safeguards against comebacks, insures customer satisfaction. 


VARTEX in all sizes and thickness is carried in stock for immediate 
delivery. Ask for samples and prices. 


PEDIGREE INSULATING VARNISH 
— The Product With a Pedigree! 


PEDIGREE VARNISHES give you the finest tough, flexible protective 
coatings you can get — against acid, alkali — against oil, grease — against 
moisture — against heat. You always get the right product to do the job 
right with PEDIGREE. 


They’re the best in the field — service-proved and used by many of the 
largest electrical manufacturers — constantly tested in Pedigree’s modern 
laboratories. No matter which PEDIGREE product you buy, it’s guar- 
anteed to satisfy — varnishes for baking or drying — impregnating var- 
nishes — protective sealers — sticking varnishes — insulating compounds 
—or machinery enamels 


Any PEDIGREE VARNISH you want, IWI has it in stock. Write for 
Application Chart And Catalog. 


IDEAL TOOLS AND EQUIPMENT 
— Meet Every Sewice Reguirement { 


For over thirty years IDEAL TOOLS AND EQUIPMENT have been 
helping motor repair men save time and money, and turn out better work 
with less trouble. Every piece of IDEAL EQUIPMENT is engineered to 
do its job with utmost efficiency, and to give long, dependable service 

without expensive upkeep. Ask for details and prices on each of the fol- 
ces IDEAL labor savers: 


Air Gap Gauges 

Armature and Stator Holders 
Armature Slotter and Scrapper 
Balancing Ways 

Coil Tampers 

Coil Winder Drive and Heads 
Commutator Saws and Cutters 
Grinding Wheel Dresser 


Growlers 
Insulation Former 
Insulation Tester 
Mica Undercutters 
Milling Cutters 
Portable Blowers 
Precision Grinders 
Resurfacers 


Revolution Counter 
Slotting Files 

Soldering Irons 
Tachometer 

Test Glo Test Lite 
Thermo-Grip Soldering Sets 
Wedge Drivers 

Wire Strippers 













\on an, » 
se Se 






e ATLANTA, GA. « HOUSTON 3, TEXAS 
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WHEN YOU INVEST in power lines and equipment, it’s 
“ i , , : ALWAYS REMEMBER: 
wise to insure against line failure—and to provide long 


range economy—with corrosion-resistant copper wire and 
cable. 

For many years and over many thousands of miles, cop- 
per lines have been giving trouble-free service. For your 














new lines, specify copper through your local Anaconda 
distributor. BARE COPPER WIRE AND CABLE 


Anaconda Wire and Cable Company, 25 Broadway, New COPPERWELD-COPPER COMPOSITE CONDUCTORS 
York 4, New York. 4744 WEATHERPROOF SERVICES 


LOOK TO uatontla FOR CONDUCTORS THAT LAST! ““S™ 
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Made by 
the makers of 
the world-famous 


HOOVER 


Y% horsepower and up Pinatas 


HOOVER 


USERS LIKE THESE HOOVER MOTOR FEATURES 


Induction run... single phase... 60 cycles... dual 
voltage—110/220...1725 R.P.M. 

Capacitor start . . . more than 300% full load 
starting torque with minimum current flow. 


YOUR CUSTOMERS KNOW “HOOVER” MEANS QUALITY 


You can be sure of giving your customers 
the finest in fractional horsepower motors 
when the name “Hoover” appears right on 
the name plate. 


These great new motors are built with the 
same engineering skill and dependability 
that go into the world-famous Hoover Clean- 
ers. Compact, precision made, they deliver 
their power with work-horse stamina. 


A Hoover fractional horsepower motor 
will give your customers vears of efficient 
trouble-free service. 


No vibration or ‘shift’ . . . integral feet, care- 
fully machined to give solid mounting and 
quiet operation. 

Low temperature . . . electrical and mechanical 
design for low-temperature operation. Ven- 
tilated open type. 40° C. Rise. 

Laminated steel rotor . . . carefully ground and 
balanced for maximum efficiency. 

Centrifugal starting switch . . . designed and built 
for years of trouble-free operation. 
High-grade ball bearings . . . sealed against dust 
and grit, give smooth performance and long 
wear. 


Rotation . . . clock or counterclockwise. 


Sold only through retail outlets 
THE HOOVER COMPANY, Electric Motor Division * North Canton, Ohio 


Hamilton, Ontario, Canada 
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You can make more money, build volume more est to sell because it has what your customers want, 
easily with the Mertland line. Mertland makes when they want it. There is a Mertland wholesaler 
nothing but water heaters. Mertland is first to bring near you who will be glad to show you your advan- 
you latest features, first to shift production to follow tages in selling the Mertland. On request, we will 
consumer requirements. Thus the Mertland is easi- be glad to give you his name and address. 


CHECK THESE MERTLAND FEATURES for quality, durability, convenience and economy 


= q UL APPROVED * Heavy gauge galvanized steel tank, hot dipped. Made and galvanized in Mertiand's ultra-modern tank and galvanizing plant * Fully 

\ ‘eoukcueerar /4 automatic, adjustable, snap action temperature control * Chromalox quick heating immersion type heating unit * Working pressure guaranteed 150 Ibs. 

\ = é (Tested 300 Ibs.) * Protected from corrosion by Mertland Magnesium Anodic Rod (optional equipment) * Thick, blanket type Fiberglas insulation all around 

tank * Eights coats of white enamel baked on heavy steel jacket * Inlet baffle evenly distributes incoming water * Heavy gauge copper wiring * Internal 

| — heat trap prevents hot water circulation through house system except when drawn. Saves fuel * Wattoges and voltages to your specifications. Can be fur- 
| MAGNESIUM nished wired for limited demand * Black base conceals mop marks; flush to floor. 


} ANODIC 


Se) \. M. M. HEDGES MANUFACTURING COMPANY, Inc. 


Optional 4 e WATER HEATER SPECIALISTS ° 
eee ws CHATTANOOGA, TENNESSEE 


\ 


eo? extra cost =| 


948 







































Look at your books 
before you come to the show 


D° YouR ledgers show profits in keeping the headaches out of retailing. Let us 

with the rosy pictures of radio retail- | show you how Sparton’s policy of exclu- 

ing that were painted a few years ago? sive dealerships, factory-to-dealer ship- 

Or have they been chiseled away by ments, and fair-play tactics can mean real 
price-fights, dumping, back-door peddling profits for you. 

at your source of supply? Drop in at the Sparton booth anytime 


If you’re not making the profits you during the January Furniture Market 


deserve, why not have a talk with us? (Chicago, Jan. 5-17) and talk over your 
Let us tell you about the SCMP—Spar- | problems with us. 
ton Co-operative Merchandising Plan— Maybe that visit will be the most profit- 


the system of radio distribution that takes able call you’ve made in your life! 





#3 THE SPARKS-WITHINGTON COMPANY 
JACKSON, MICHIGAN 


va 
Mon RADIO’S RICHEST 
VLG FRANCHISE 











- US UP One SPARTON dealer in each community 







; at | = : 
| ao Check these profit-increasing features 
| 
| BOOTH 509-B, | ©One exclusive dealer in each ¢ Factory prepared and distrib- 
community uted promotion helps 
January ¢ Direct factory-to-dealer ¢ Seasonal promotions 
Furniture Market, shipment ¢ Uniform retail prices 






* Low consumer prices * Products styled by outstand- 


¢ National advertising ing designers 


Chicago, | 
Jan. 5th to 17th 
| WHY NOT write us today and ask whether the Sparton franchise 
is still available in your community? 
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MODEL 1010. Automatic 
radio-phonograph with 
built-in Giantenna, en- 
closed dust-proof back, 
vacuum-lift lid. Mahoy:- 
any veneer finish. 


MODEL 1037. Tilt-front 
cabinet, automatic rec: 
ord changer. In mahog- 
any veneer (shown) or 
modern blonde finish 


(Model 1035). 





MODEL 10-BM-76-PA. 
Automatic radio-phono- 
graph with FM. “Roll 
out” phonograph drawer, 
10” speaker. In mahog- 
any or walnut veneers. 





















Kearney me 


PRESSURITE Two-Bolt Clamp 





matic for Connections in Highly Corrosive Atmospheres 
with 
Beg and Get Better Performance at Less Cost 


thog. 
Connections made in corrosive atmospheres require high 


pressures capable of breaking through the corrosive film on 
conductors. This is particularly necessary in cables of greater 
than seven strands where the inner strands cannot be cleaned 
mechanically. 

The Pressurite Clamp has two high strength, fine pitch, threaded 
bolts that exert equalized high pressures on large size stranded 
cables. 



















Use them for the tough assignments where contaminated air 
and high short circuit values put heavy demands on connectors. 
Sizes 4/0 through 1000 MCM. 
—_—O— 

All Kearney Con-Nec-Tites in sizes #8 through #4/0 are 
now made from the new specific connector material, 
tough, high conductivity Kearnalloy, made to match post 
war improvements in power line construction. 


EARN EY For the Job 


PRODUCTS 


JAMES R. KEARNEY CORPORATION «+ 4224-42 Clayton Ave. * Canadian Plant, Leaside, Ontario 





VANAARAARAA 
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rec: 
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or 
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housand 
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Always Specify 
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FOR SAFETY’S SAKE .. . USE CONDUIT (Full Weight Rigid Steel) 


Wherever it’s “SAFETY FIRST” 


Depenp on Youngstown’s Buckeye Conduit for safety in 
electrical wiring. It is a standard-threaded, full-weight, rigid 
steel conduit of uniform, high quality. It provides the surest 
known protection against moisture, vapor, dust, crushing, vi- 
bration, and tampering by unauthorized persons. 

Remember that this type of conduit is the only wiring sys- 
tem approved for hazardous locations by the National Electri- 
cal Code. So for Safety First, look for the underwriter’s label 
bearing the name Youngstown on every length of conduit. 

“Buckeye” is sold by leading electrical distributors in 
every industrial market. 


- a os vs — 
* * * 


Con POISE s “SSASSAKS * MAM * 





YOUNGSTOWN 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


GENERAL OFFICES - YOUNGSTOWN 1, OHIO a Ask your distributor for 


Export Offices . 500 Fifth Avenue, New York City gounemea, buckeye Conduit tar 


Coke Tin Plate Bars...Rods...Cold Finished Carbon 


Manufacturers of \ 
4 and Alloy Steel Bars...Wire...Tie Plates and Spikes 


CARBON - ALLOY AND YOLOY STEELS 
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SHUTLBRAK AK SWITCHES | 


FRANK ADAM ELECTRIC _co. 
B\ ST.LOUIS,MO.U.S.A 





BUSDUCT 


\. FRANK ADAM ELECTRIC CO./ 
a BETTER JOB... 


A\ ST.LOUIS,M0.U.S.A 
The @ Trade Mark has been a sign of quality 
in the electrical world for more than 56 years. 
.)/THe sien OF A ) stften-s08Y To the Architect, this @ quality means mod- 
Prank “Adam ern, product design...to the Contractor, 
dl @ quality means dependability and ease of 
" PANELBOARDS installation ...to the Engineer, quality is 
AC SERGR ADAG ECECT RN a down-to-earth expression meaning less 
mmm $7 1005 0.2 5 ge maintenance and longer-lasting service. 

You'll find quality in all products 
whether they are safety switches or switch- 
boards, panelboards or busduct. So for a 

quality job, specify Frank Adam. 








| 





+5 yee, Bulletins on all @® Products are 
THE SIGH OF A BETTER JOBS available... send for your copies. 


' Frank Adam 
| SWITCHBOARDS | 


\ FRANK ADAM EvecTRic _CO./ 
mam \ ST.LOUIS, MO0.U.S 

















pent ware 


Mathers of 


BUSDUCT SERVICE EQUIPMENT 

PAWELBOARDS SAFETY SWITCHES 

SWITCHBOARDS LOAD CENTERS 
ELECTRIC QUIKHETER 


Srank eldam 


ELECTRIC COMPANY 
ST. LOUIS, MISSOURI 
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HEROES 
] 


POLE LINE CONSTRUCTION 





Simple things, CROSS ARM BRACES; just a strip of flat steel with  ¢ a 











a hole punched in each end, but most important to a pole line. —- - 

Hubbard Braces are fabricated from the best, new, open-hearth steel = ¢ 3 ——— 2 . 

and all corners are rounded to protect linemen from sharp projections. = “——~ saan _ — I 
For the engineer who wishes additional strength on the compression . 
side of the arm, the ribbed brace is provided and offers approxi- HUBBARD FLAT AND RIBBED aS 
mately 25% added protection. CROSS ARM BRACES 

HUBBARD ANGLE CROSS ARM BRACES, for heavy _ A prea 
construction, are supplied in a range of spreads and drops s y A aa 
to meet the requirements of any standard construction. “Se y 4 na a 
Angle size’runs from 1!4% to 2-inches. At the pole attachment AS , 4 Trai 


: : : bee 3 Win 
hole, the angle is so formed that wrench clearance is pro ee 


vided. Attachment is by 5s-inch Machine Bolt at the pole 




















and '4-inch Carriage Bolts at the arm. HUBBARD ANGLE CROSS ARM BRACE aa 
ro 
Sim 
Stic 
DRIVE POINT MACHINE OR CROSS ARM BOLTS are roll- Ele 
threaded to provide a ‘“‘finger-fit’’ for the full length of the thread. ; . Cay 
The “Drive Point’’ feature enables the bolt to be used as a drift pin You 
for the alignment of holes slightly off center. This operation must be Bos 
carried out with caution so as not to injure the threads. “Drive Point" Ney 
also facilitates the application of nuts and allows bolts to be driven Nai 
out of the pole for reclamation without injury to the threaded end. HUBBARD DRIVE-POINT Sil 
The major portion of Hubbard bolts of all types have this feature. CROSS ARM OR MACHINE BOLT Sp 
HUBEYE BOLTS are furnished for attachments of any Cor 
kind where a thimble would normally be used. The eye of * 
the bolt is drop-forged to a shape which provides a perfect => ihe 
“built in” thimble. Strand may be looped around the 
Hubeye with complete protection. Side walls of the eve 
retain the roundness of the strand. There is no possibility 
of kinks or strains at the loop. Hubeyes are a thoroughly 
tried and prover. product. HUBEYE DRIVE-POINT BOLT 
L. 
L. 
L. 
W 
WwW 
STANDARD HUBBARD OVAL-EYE BOLTS are an old line rt 
item still much used in many sections. Hubbard Eye Bolts are all 
drop-forged with an eye that is stronger than the shaft of the bolt. 
Made from the best, new, open-hearth steel and Hubbard Double- 
Dip Hot Galvanized. HUBBARD OVAL-EYE 
DRIVE-POINT BOLT 
Vv 
T 


HUBBARD 4*° COMPANY 


PITTSBURGH OAKLAND 
CHICAGO CALIF. | 
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TRADE MARK 


t ave Attic Fans 





The firm foundation of Greater Value inherent 
in Coolair Fans is the basic reason for increasing 
consumer demand for this product. It is also your 
opportunity to build a greater list of satisfied customers 
+ «+ « to inerease your profits because of ease in 
selling and faster turnover. 


No other fan offers all of the features found in 
Coolair Fans. Your customers are assured of greater 
satisfaction because Coolair Fans are: 

1. QUIETER . . . Patented spring mountings 

and streamlined inlet absorb vibration noise! 


2. LONGER LIVED .. . Oversize ball bearings 
in fan hub, welded-steel frame and precision 


manufacture add years of life! 


3. MORE ECONOMICAL . . . Eight-blade design 
means slower fan speeds, less wear, longer 
trouble-free performance! 


Your Coolair distributor or agent has full infor- 
mation on Coolair superiority . . . and the oppotunities 
awaiting the wide-awake dealer. Get in touch with him 


at once, or write us direct. 





A full description of the Coolair line, with tables 
showing models, dimensions, performance data, 
ete. can be found in 


SWEET’S CATALOG SWEET’S CATALOG 
FILE FILE 
For Builders 
ELECTRICAL BUYERS 
REFERENCE 


Architectural 
A.S.H.V.E. GUIDE 











3604 MAYFLOWER ST., JACKSONVILLE 3, FLORIDA 
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1, CIVE IMMEDIATE DELIVERY 
2. GIVE THE VERY BEST 


For Plates, Chrome, Brass, and Aluminum 
—any combination up to and including 
Five (5) Gang. Your choice can be only 
D&M. D&M Plates are precision-built 
of the finest materials with none of the 
after affects of chipping, cracking, or 
breaking, therefore, a Happy Customer 
Makes a Happy Contractor. 


NOW AVAILABLE FOR’ IMMEDIATE 
DELIVERY — HIGH GRADE T-SLOT 
DUPLEX RECEPTACLES IN BROWN OR 
IVORY. 


Write today for full details and prices. 


Dew 


MANUFACTURING COMPANY 


* INCORPORATED * 
Largest Manufacturers of Finishing Plates in the World — 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA 


WATCH THIS SPACE FOR ANNOUNCEMENT OF NEW ITEMS 


ELECTRICAL SOUTH for JANUARY, 1948 

















HE YEAR ANEAD 


For Every 


Industry Problem: 


An Opportunity 


By Charles E. Oakes 


President 
Edison Electric Institute 


Hicuiicurs of 1947 in the clec- 
tric utility industry were the heavy 
growth of power consumption, a rec- 
ord increase in the number of cus 
tomers, the successful meeting of in 
creased power demand without seri 
ous difficulty, and the sharp rise in 
the last quarter of the vear of dé 
liveries of generating equipment from 
the manufacturers, in quantities ex 
ceeding the rate of growth of power 
consumption. 

Of long-term, far-reaching import 
was the beginning of a five-vear con 
struction program to keep ahead of 
the enormously expanding load 
growth, and re-establish normal rc 
serves of generating capacity which 
had been depleted by the long di- 
version of electric manufacture to 
war needs. 


Outlook for 1948 


The continued high rate of sales 
of electric appliances, the completion 
of new factories and the increase of 
homes, particularly in certain sec 
tions of the country, indicate a con- 
tinued high rate of expansion in usc 
of electricity in the coming year. 
The electric companies estimate a 
7.2 per cent growth of load average 
for the countrv with some areas es 
timating double that percentage. 
The percentage of reserves for the 
country as a whole is expected to 
increase from about 5 per cent to 
about 8 per cent. Some areas, how- 
ever, are expected to continue to be 
hard pressed for generating capacity 
during the summer peak load season 
and possibly a few will be short of 
reserves in December, 1948. 
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Total output of electricity in 1947 
from all generating sources in the 
country passed 305 billion kilowatt- 
hours, 25 billion above electricity 
output in 1944, the greatest of any 
previous year and 13 per cent above 
1946. 

Over 2 million new customers 
came on the power lines in 1947, 
making the largest increase in any 
one year of the industry’s history. 
Since VJ-Day more than 4% mil- 
lion new customers have been added. 
Supply of construction materials has 
improved and the backlog of custo- 
mers awaiting service has been sharp- 
ly reduced. The total number of 
customers at the end of 1947 was ap- 
proximately 38,400,000. 

About 500,000 additional farms 
were added to power lines during the 
vear, bringing the total to over 3,- 
800,000 farms served with electricity, 
or 68 per cent of the nation’s occupi- 
ed farms. Another 14 per cent are lo- 
cated on power lines, but not yet 
taking service, thereby making service 
available to 82 per cent of occupied 
farms. 


Huge Construction Program 

The delivery of generating equip- 
ment for power stations was resumed 
in volume in 1947. Manufacture of 
this equipment had been diverted by 
the War Production Board to war 
purposes until a few weeks before 
VJ-Day. Since that time, except for 
a few months’ work lost in strikes, or- 
ders for equipment have fully loaded 
the capacity of manufacturing estab- 
lishments. About 2.8 million kilo 
watts of generating capacity were de- 
livered by manufacturers in 1947, the 
greater part of it in the last six 
months. The rate of delivery in the 
last quarter of the year began to out- 
distance the rate of growth of power 
consumption. 

Approximately 2 million kilowatts 
were installed and operating by the 
year’s end. The growth of load on 
utility systems, however, during 1947 
was approximately 4 million kilo- 
watts. This narrowed the margin of 
spare and reserve capacity from 5.- 
300,000 kilowatts at the end of 1946 
to approximately 3-1/4 million at the 
end of 1947. 

In 1948 expected additions to gen- 
erating capacity exceed 5 million kilo- 
watts against an expected increased 
demand in that year of about 3-1/2 
million kilowatts. These additions 
will materially improve the margin of 
reserves but will still leave in many 
sections of the country a closer mar- 
gin than desired. 

Generating facilities of the busi- 
ness-managed electric companies will 
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Charles E. Oakes 


be increased during the next four 
vears by 35 per cent through a long 
planned construction program which 
got under full headway during the 
latter half of 1947. Some equip 
ment orders covered by this program 
were placed as long ago as 1941. The 
program will entail expenditures of 
approximately $6 billion and add an- 
other 15 million kilowatts of gen- 
erating capacity by the end of 1951 
to the lines of the business-managed 
companies. This increase alone rep 
resents 5 million kilowatts more new 
generating capacity than is installed 
in all the governmentally-owned 
plants in the United States. It is 
designed to keep ahead of estimated 
load growth and to re-establish by 
1951 a normal reserve margin. 

Additional construction by govern- 
mentally-owned power projects will 
bring total new construction of all 
electricity producers to more than 
17 million kilowatts of capacity with- 
in the next four years. 

Construction expenditures for 
1947, were approximately $1,400, 
000,000 and are expected to total 
more than $1,750,000,000 in 1948. 
These construction expenditures cov- 
er not only generating stations but 
transmission lines and _ distribution 
facilities to serve the record number 
of customers being added. The war 
period had sharply limited line exten- 
sions, damming up a huge demand 
for service. In two-and-a-half years, fa- 
cilities for servicing 4-1/2 million 
new customers were installed. It re- 
quired 33 years, the first half of the 
industry’s history, to attain custo- 
mers totaling this number. 

Generating facilities in the United 
States at the end of 1947 total 65 
million kilowatts. Of this total, the 
business-managed_ electric __ utilities 


have 42 million kilowatts. Govern- 
mentally-owned systems account for 
10 million, and industrial plants, 
strect railways, and miscellaneous es- 
tablishments account for an addition- 
al 13 million kilowatts. 


Electricity Production 


Production of electricity during 
the year was divided approximately as 
follows: 

By business-managed electric com- 
panies, 204 billion kilowatt-hours. 

By governmentally-owned systems, 
50 billion kilowatt-hours. 

By industrial plants, street railways, 
and miscellaneous producers, 51 bil- 
lion kilowatt-hours, for their own use. 

Total sales of electricity by all uti- 
lity enterprises, both company and 
governmental, approximated 216 bil- 
lion kilowatt-hours, a 12 months’ in- 
crease of 13 per cent above the vear 
1946. The largest growth was in the 
residential and commercial classifica- 
tions, both up 15 per cent. Indus- 
trial use remained at a fairly constant 
level throughout the vear. 

Average annual residential 
sumption of electricity increased 106 
kilowatt-hours per customer over 
1946 to set an all time high national 
average of 1435 killowatt-hours. This 
figure in 1937 was 805 kilowatt-hours. 
In 1927 it was 446, and in 1917 it 
was 268. New consumption records 
were set by all major classes of con- 
sumers except industrial customers 
and even these approached their wat 
time peaks. 

Average annual farm usc rosc in 
1947 to about 1800 kilowatt-hours 
per customer. Commercial customer 
use reached a new high of approxi- 


con- 


mately 7500 kilowatt-hours per cus 
tomer. 
Increased sales again caused the 


clectric industry to show a decline in 
the average price of electricity to the 
residential consumer, despite rising 
costs of labor, of fuel, and of other 
items entering into the production 
cost of electricity. Revenue from 
electricity sales to householders aver- 
aged 3.06 cents per kilowatt-hour at 
the end of 1947. In December 1946, 
it was 3.22 cents. In 1937, it was 
4.30 cents. 

The trend which has been in evi- 
dence the past few years against pub- 
lic ownership of electrical power sys- 
tems continued during 1947. A small- 
er percentage of elections favored 
municipal ownership than in any year 
since 1936. Localities which favored 
public ownership contained less than 
1 per cent of the total population of 
the areas in which the question was 
voted upon in the first eleven months 
of the year.. This was a new low. 
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Contractor 
Viewpoint 


By R. W. McChesney 


President, National Electrical 
Contractors’ Association 


VEXING PROBLEMS confront us at 
the start of the new year. They ar 
problems of readjustment from war. 
Chere is no reason to be awed by 
them. ‘They can be solved if we ap 
ply ourselves to them and work to 
gether. 

Our big immediate job is to con- 
trol inflation. The electrical industry 
has an obligation to help in this con 
trol, and, by so doing, we have th« 
ypportunity to perform a real pub 
lic service. Each individual or group 
must contribute to this and not de 
pend on the other fellow to do it. 





R. W. McChesney 


This opportunity and obligation is 
to maintain a firm price and definite 
delivery condition in the industry so 
that the consumer may know how 
much he will have to pay and when 
he will get it. The electrical contrac- 
tor must insist on this. The suppliers, 
must comply. Unless this condition 
is brought about and maintained, 
building will price itself from the 
market, and we will have economic 
stagnation. 

If we have the practical business 
statesmanship to keep costs down to 
levels that will stimulate demand, 
the future of the electrical contract- 
ing industry in 1948 and for years 
to follow seems assured. The back- 
log is immense, but back of the back- 
log are breathtaking vistas of expand- 
ing electrical use. 

It is a challenge to electrical inter- 
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dependence. ‘The full exercise of 
that concept in 1948 is of primary 
importance to each of us. For our 
part, we must be bolder and more 
active in our business promotion and 
we must work together to develop 
facts to show our importance to the 
public and to the other interdepen- 
dent branches of the electrical in- 
dustry. 


Wholesaler 
Viewpoint 


Arnoucn 1948 appears likely to 
be a more difficult year for electrical 
wholesalers than 1947, sales volume 
in both the appliance and apparatus 
and supply fields should show a sub- 
stantial increase if all branches of our 
industry become fully aware of the 
importance of electrical interdepend- 
ence and undertake aggressively to 
promote and sell all available prod- 
ucts. 

rhis forecast was made by E. B. 
Ingraham, president of the National 
Electrical Wholesalers Association, in 
a statement released early in Janu- 
ary. 

“The coming vear,” Mr. Ingraham 
said, “will probably be a more diffi- 
cult year than last because of the con 
tinuing shortage of major products 
using sheet steel and the possibility 
of still further restrictions in the 
amount of available steel due to re- 
quirements overseas. 

“Further, there is the possibility, 
if not the probability, that time pay- 
ment controls will be re-established.” 

“Another adverse factor,” he said, 
“is the serious lack of trained retail 
salesmen. ‘Today most salesmen are 
taking the easy way. This problem 
is not going to be solved overnight. 
It is difficult to get dealers to concen 
trate on sales and promotion on easy- 
to-get products. This, however, is 
something that must be considered 
as the only sure way—and not an 
easy one—to step up sales volume in 
the face of continuing shortages. 

“NEW A’s new sales booster pro 
gran,” Mr. Ingraham asserted, “is a 
big step, and a practical one, in the 
direction of improving sales techni- 
ques and increasing sales of all kinds 
of electrical products. It is a direct 


follow-through supplementing the 
EEI-NEWA Basic Sales Training 


Program. These printed bulletins are 
designed specifically to help the 
wholesaler’s salesman help his cus- 
tomers and, in consequence, assist 
both the wholesale and retail branch- 
es of our industry to boost sales 
volume. Subjects covered by the 


1948 


Appliance Sales Booster have been 
“Time Payment Selling,” and “Use 
the User.” In the Supply Sales Boost- 
er, “Lighting” and “Adequate Wir- 
ing” have been discussed. 

“During the past year the Asso- 
ciation’s Program for Progress has 
been amplified by some noteworthy 
activities and services. ‘These have 
already been publicized and several 
more are to be announced later. | 
should like to take this opportunity 
to refer to the excellent work of our 
committees and their able chairmen. 

“The programs of projects relat- 
ing to our two Divisions have been 
given real initiative and skillful guid- 
ance by D. M. Salsbury, Westing- 
house Electric Supply Company, New 
York, chairman of the Apparatus and 
Supply Division; and George F’. Kind 
ley, Edgar Morris Sales Company, 
Washington, D. C., who heads the 
Appliance Division. 

“During the five years that Char 
les G. Pyle has been NEWA’s man- 
aging director, the membership has 
grown from a total of about 500 
houses to more than 900 houses at 
the present time. The value of his 
leadership is self-evident in the great- 
ly increased scope of our membership 
service program. It is especially per- 
tinent to the fact that this year will 
mark the 40th anniversary of NEWA 
—an occasion that will be celebrated 
during the annual convention.” 

Mr. Ingraham concluded with the 
assertion that, although the problems 
facing electrical wholesalers may mul 
tiply as the year progresses, the com- 
prehensive NEWA program dealing 
with scientific hiring, sales training, 
sales promotion and many other 
specific subjects will be recognized by 
all active and progressive wholesalers 
as a practical forward-looking effort to 
serve and assist the industry. 
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WatTcH your costs, but don’t cut 
down vour sales efforts! That is my 
advice to the nation’s appliance-radio 
dealers. 

The cra of easy selling and high 
volume of income in the hands of the 


public experienced during 1946 and 
9ose PROFIT-33.59 
aN OPERATy 
AS \ COSrs'G , 
f & ON \ \ e459 \ 
Qn ) . 


7, 


COST OF MERCHANDISE 
66.5% / 


TABLE 1: NATIONAL AVERAGE 1946 


(All figures are in per cent 
Gross Profit: 33.9% 
Net Profit 8.5% 
Operating Costs 25.4% 


Occupancy expense 
Cost of salesme 
Other sales 
Sales costs: 







en 


total 


Newspaper advertising & direct mail 


Other advertising 
Total advertising costs 
Administrative expense 
Servicing 

Other costs 


Total 


oe) 


{ sales) 


Operating Cost Trends 


the first six months of 1947 may nev 
er come again, but -the alert retailer 
can prepare himself for the future by 
keeping accurate records and by care 
fully watching his costs. ‘This fact is 
brought out by the Cost-of-Doing 
Business Study recently completed by 
the National Electrical Retailers Asso 
ciation. 

When the National Electrical Re- 
tailers Association began its study of 
trade discounts early in 1946, they 
immediately saw the need of having 
factual information regarding deale: 


t 
i 


costs of doing business as a means « 
learning just what 
should be. 

The association further recognized 
the great need for dealers to know 
their costs in order to operate more 
efficiently and more profitably. This 
survey provides facts to aid dealers in 
that respect. 

Actually the need for a nation-wide 
cost survey has been apparent for 
some time, since the last reliable sur 
vey of this scope was made in 1939 
and has long since become obsolete. 
Association members were asked to 
submit confidential reports of theit 
for 1946 and the 
1947, three 


average cost figures were developed 


| 
dealer discounts 


expenses first Six 


months of ind sets of 
from these reports: 
National 


enable individual dealers to compare 


average cost figures—to 


The chart at the left shows graphi- 
cally the figures given in Table 2 
below for first half of 1947. 


TABLE 2: 


Gross Profit: 
Net Profit: 
Operating Costs: 


Sales costs: 


| 
| 
} 
' 
> 


~3J 
eg 


Servicing 
Other costs 


| =e 
© w 


rt 
wow 
es 
we 


total : 
LS Newspaper advertising & direct mail 1.8 
4 Other advertising ; tote 0.5 
Total advertising costs Siew i —-—~ yf 
Administrative e 6 


their own costs with the national 
average of all dealers. 

Average costs by regions—so each 
dealer could compare his costs with 
the average in his geographical areca. 

Average by various sized dealers 


for the dealer to relate his costs to 
those of dealers in his same volume 


bracket. 


Net Profits Increase 

The data accumulated in the study 
are significant. While it is readily 
admitted that the seller's 
market will be of short duration, the 
figures reveal that the higher volume 
during the first six months of 1947 
not only kept most dealers’ percent 
age costs down but also permitted a 
slight increase in net profits over the 
year 1946 

Further indication that 
were unusual during the 18 months 
under study is the fact that few deal 
ers reported net losses, contrary to 
the situation which invariably exists 
in a normal business year. 

Tables 1, 2 and 3 show national 
average cost figures for the year 1946 
and for the first six months of 1947, 


pi esent 


conditions 


with corresponding percentage 
change. _ 
Business was much better in the 


first half of 1947 than it was in 1946, 
1s shown by the reports of the NERA 
members. 

Nine out of ten dealers had sales in 
the half of 1947 
more than half their volume 
entire year 1946. 


show ed mor; 


First which were 
for the 
Some 10 per cent 


of the dealers sales in 


NATIONAL AVERAGE—lst 6 MONTHS 1947 
(All figures are in per cent of sales) 


33.5% 
9.0% 
24.5% 


Occupancy expense rs 3.5% 
8 Cost of salesmen oe 5.8 
8 Other sales costs 


ss 1.6 
peters — 7.4 


xpense 


Total 
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for Applianee Dealers 


the first half of 1947 than they had 
in the entire year 1946. 

On the average, the January through 
June sales in 1947 were three-quarters 
of the sales for the whole year 1946. 
Phis means that for every $100 worth 
of merchandise sold for the cntire 
vear 1946, the average dealer in only 
six months of 1947 sold $75 worth 
lable +.) 


of merchandise. (Sec 
What Appliances Were Sold 


More refrigerators were sold during 
1946 and 1947 than any other majo: 
In 1946 refrigerator sales 
19.4% of the total 
dealer sales, the NERA survey tc 
veals. In the first six months of 
1947, this figure rose to 20.3% of 
total sales. ‘Lable 5 shows the rela- 
tion of various appliances in per cent 
of total sales. 

Washing machine sales were sec- 
ond in sales volume. Only vacuum 
cleaners and miscellaneous items 
showed a sales decrease. 

While trade-ins were a negligible 
factor in 1946 sales, dealers reported 
a slight increase in trade-ins during 
the first six months of 1947. Some 
dealers reported no trade-ins at all. 
However, the number of trade-ins 
undoubtedly will show a steady in- 
crease in the future, particularly in 


ippliance. 
accounted for 


TABLE 3: PERCENTAGE CHANGE FROM 1946 
TO Ist HALF OF 1947 


Increase 


Gross Profit: 

Net Profit: 

Operating Costs: 
Occupancy expense 
Sales costs: total - 
Total advertising costs 
Administrative expense 
Servicing 


Other costs 


uw 


the field of refrigerator and automa 
tic washer sales. Table 6 shows the 
per cent of sales of major appliances 
involving a trade-in. 


Make Your Own Comparison 


Valuable lessons are to be learned 
from the NERA study. ‘lo do sv, 
cach individual dealer should com 
pare his operations with the average 
for his region and the size volume ot 
his store, as well as comparing his 
costs with the national average. 

For sake of ‘brevity, when reference 
is made to 1947, the first six months 
of the year are meant. 

Gross profit as used in this survey 
is the difference between the cost of 
goods and net sales. 

Nearly all dealer profit margins 
ranged between 30 and 40 per cent. 
As a matter of fact, a large number of 
dealers had margins very close to the 
average margins for the entire group. 

Gross profit was less in 1947, how 
ever, than in 1946. For 1946, the 
figure was 33.9% of sales, and for 
1947, 33.5% of sales, or a gross profit 
decline of 1.2%. 


Dealer Operating Costs 


While some costs went up during 
the period under study, other costs 
went down. Important conclusions 


27.8 





This 
Study 
dealer « 
business” 


comprehe 
of appli 
Costs-of-. 

is 


nsi ve 
ance 
doing 


ased 
returns made by ineae. 
etn a 
ae of the Natio 
€ctrical Reta; ay 
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S section of 4 
more 4geressive rode 


dealer should m Every 


against such ave 
€ ” 
48es as these 


can be drawn by careful study of the 
following cost summary. 

For purposes of this analysis, occu 
pancy expense is designated to in- 
clude the amount spent for rent, 
light, heat, power, water, janitor, etc. 
In short, all expenses incurred in oc 
cupying the dealer’s premises, wheth- 
er store or warehouse. 

Occupancy expense during 1946 
accounted for $3.70 for every $100 
worth of merchandise sold. In 1947, 
however, the dealer spent an average 
of only $3.50 on occupancy expense 
for each $100 in sales. ‘The decline 
of 20 cents for each $100 worth of 
merchandise sold can be dircctly at 
tributed to the relatively greater 
volume of business in 1947 


TABLE 5: APPLIANCES SOLD IN RELATION TO 


D TOTAL SALES 
ecrease 
1.2% Appliances PER CENT OF TOTAL SALES 
- _— 1946 1947 (Ist 6 mo.) 
wis Washing machine sales it.1% 18.3% 
3.5 Refrigerator sales 19.4 20.3 
ee Vacuum cleaner sales 3.2 2.1 
” Radio sales 17.2 18.9 
21.5 Range sales 12.1 12.2 
aa Other sales 32.0 28.2 


PER CENT OF TOTAL SALES OF EACH ITEM 


INVOLVING A TRADE-IN 


TABLE 4: SALES IN Ist 6 MONTHS OF 1947 TABLE 6: 
AS COMPARED WITH 1946 
Sales in lst 6 months of 1947 in Per cent of reporting Appliance 
Per cent of 1946 sales dealers in each group Refrigerators 

25 — 49% 10% Washers 
50 — 74 46 Vacuum Cleaners 
75 — 99 34 Ranges 
100 — 124 6 
125 — 149 4 





75.3% 





Average: 
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1946 1947 (Ist 6 mo.) 


3709 0% 
4 9 
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iU 1Z 
9 4 
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Considerable variation in this item 
of occupancy expense was noted from 
one dealer to another. Some dealers 
had occupancy expenses that were far 
out of line with the average. Small 
dealers reported relatively high occu- 
pancy expense, and so did the very 
largest dealers. 

There were also 
in occupancy between high and low 
profit dealers. However, all such 
differences bv size and profits will be 
discussed in another section of this 
report. 

Cost of salesmen includes all 
monies paid to men or women for 
selling appliances — whether salary, 
commission, drawing account, bonus 
or other incentives—as well as cost 
of sales supervision and expense ac- 


some differences 


counts. 

‘lhe general average for 1946 was 
$4.80 for every $100 of sales, and for 
the first six months of 1947, it was 
$5.80. ‘This means that the average 
dealer spent 1/5 more of his sales dol- 
lar on salesmen during the first six 
months of 1947 than he did during 
1946. 

Obviously this cost will show an 
additional increase when the period 
of casy selling is ended. As the sell- 
er’s market becomes a thing of the 
past and compctition becomes keen- 
er, the dealer will have to pay com 
mission on many items which now 
sell themselves, more or less. 

Miscellaneous expenses in connec- 
tion with selling expense—such as 
cost of sales supplies, delivery ex- 
penses, and delivery equipment up- 
keep—averaged $2.80 of each $100 
of sales in 1946 and only $1.60 in 
1947. Again the decline may be 
chalked up to higher volume. 

Included in total sales costs are 
costs of salesmen and other sales 
costs. ‘I'his item showed a decline 


from $7.60 per $100 of sales in 1946 
to $7.40 in 1947. Although this de- 
cline is very slight, the figures clearly 
show that dealers were putting more 
effort into their selling, when the 
larger volume of business in 1947 is 
taken into consideration. 

At the same time, the remarkable 
fact is that all dealers, whether very 
large or very small, spent about the 
same proportion of total operating 
costs on selling. 

Changing market conditions and 
an increased importance on promo 
tions is clearly indicated by the fact 
that there was a 20% increase in the 
expenditure for newspaper advertis- 
ing and direct mail in 1947 compared 
to 1946. 

The aggregate amount spent, how- 
a small item—only $1.50 
1946, and 


ever, Was 
of each $100 of sales in 
$1.80 in 1947. 

Nearly all dealers reported some 
outlay under this heading. Some deal- 
ers spent as high as 5% of sales, 
while others only showed newspaper 
advertising and direct mail expense 
as low as %2 of 1%. 

The cost of other advertising, such 
as bill boards, window trimming, ra 
dio advertising and advertising agency 
issistance, is low because most dealers 
reported no expenses at all under this 
heading. The over-all average, there 
fore, is only 40 cents per $100 of 
sales for 1946, and 50 cents for the 
first six months of 1947 

The increase of 25% is note 
worthy, however, because it is rela- 
tively large. It would seem to re 
flect that with the availability of 
more merchandise and the anticipa- 
tion of the end of the seller’s market 
boom, those dealers who do go in 
for this type of advertising have de- 
cided to spend more money on this 
expenditure. 


The total cost of all advertising 
jumped to 2.3% in 1947, from an 
average of 1.9% of sales in 1946. 

Variation among dealers was great, 
some reporting expenses of this type 
as much as 15% of sales, and others 
less than 1%. 

Administrative expense is what the 
dealer paid himself or someone else 
as manager of his business; also sal 
aries of his office staff, collection ex 
penses, and the expenses incurred for 
office supplies, etc. Like occupancy 
expense, this is an “overhead” item, 
and a relatively large one for most 
dealers. 

For 1946, administrative expense 
averaged $7.10 per $100 of sales, and 
in 1947 came to $6.50. This de 
cline was to be expected in the light 
of the relative increase in sales volume 
in 1947. 

Servicing costs covers the total a 
mount of money paid for the main 
tenance of the dealer’s service depart 
ment, including the salaries and cx 
penses of service men. 

Since many dealers do not main- 
tain service departments, they report- 
ed no expense for this item. General 
average for 1946 was $3.20 of each 
$100 of sales and $2.50 of each $100 
of sales in 1947. 

As the direct result of higher 
volume, the dealer's total operating 


costs declined 3.5% from 1946 to 
1947. In 1946, total operating costs 
were 25.4% of sales, and in 1947, 


24.5% of sales. 


One of the largest increases in op 


erating costs was the cost of. sales- 
men, which was up 20% in 1947 


over 1946. Dealers who look to the 
future must realize that the cost of 
salesmen will increase progressively as 
competition increases. 
In addition to cost of salesmen, ad- 
(Continued on page 48) 











TABLE 7: ANALYSIS OF AVERAGE 
Gross Profit 1946 
1947 
Total Costs 1946 
1947 
Net Profit 1946 
1947 


Region !: 


National 

Average 
33.9% 
33.5 
25.4 
24.5 


8.5 
9.0 


o 
/O 


NM & Ww 
Or £FO NW = 


2. 
2. 
3. 
5. 
8. 
7. 


Virginia, North Carolina, South Carolina, Georgia, Florida.) 
II: East and West North Central States (including Ohio, Indiana, Illinois, Michigan, Wisconsin, Minnesota, Iowa, Missouri, 
North Dakota, South Dakota, Nebraska, Kansas.) 
III: East and West Central Statés (including Kentucky, Tennessee, Alabama, Mississippi, Arkansas, Louisiana, Oklahoma, 


Texas.) 


GROSS PROFIT, AVERAGE TOTAL COSTS AND AVERAGE NET PROFITS BY REGIONS 


Regional Averages 


II ill IV 
33.2% 34.9% 35.7% 
33.0 31.8 36.3 
22.4 26.3 26.3 
22.7 29.9 23.7 
10.8 8.6 9.4 
10.3 4.9 12.6 


New England, Middle and South Atlantic States (including Maine, Vermont, New Hampshire, Massachusetts, Rhode 
Island, Connecticut, New York, New Jersey, Pennsylvania, District of Columbia, Delaware, Maryland, Virginia, West 


IV: Mountain and Pacific States (including Montana, Idaho, Wyoming, Colorado, New Mexico, Arizona, Utah, Nevada, 
Washington, California, Oregon.) 
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 |What Deal Think 
‘cat, | WW MRED ealers im 
type 
|About H KF 
ADOU ome reeZers 
the 
else - - - o 
cal Combination units and larger 
CX 
for home freezers are favored... 
ncy 
Cll, 
10st \.TrHoucH the combination type comments showed that 48 qualified 
gerator-freezer is almost un- their preference by saying “if popu 
nse wn, 65 per cent of appliance deal- larly priced.” 
ind think that consumers would buy A combination refrigerator will be 
de 1 a unit in preference to a stand- used in conjunction with a conven- 
ohit refrigerator. Approximately 50 tional model in some homes in the 
me cent of the dealers believe that opinion of 33 per cent of the dealers. 
sale of such combination refrig- Comments suggesting a choice be- 
4 rs will lead to the sale of a sep- tween single or double door from 73 
in e home freezer. ‘The dealers be- dealers indicated their awareness of 
rt e that a two-door model, with the the effect of possible differences in 
on compartment for the freezing and selling prices. Despite the strong senti- 
storage of frozen foods, and the ment shown in both the figures and 
in om a conventional refrigerator comments for the combination box, 
rt- find the greatest market. 131 dealers said that their customers 
-al [hese figures are projections of would prefer a conventional model. 
“h vers to a questionnaire from 2,832 Of approximately 100 dealers who 
10 tric dealers sent by Hotpoint, 
Inc., in a continuing research activity 
er lealer opinions. 
1g he questionnaire was divided into 
0 - groups of questions asking which 
ts would be wanted; how combina 
7 boxes would be selected; about 
farm market; and about the type 
) dealer store. ‘The questionnaire 
;- wht answers and comments on 
7 zerator and freezer capacities 
e ted, and credit conditions, as well 
f pes of units. 
5 1 tabulations showing which type 


frigerator dealers thought their 
mers would want, only eight per 
believed that a single door com- 
ion model would be favored, 
18 per cent thought that the 
ntional old single compartment 
frigerators would out-sel] all others 
n each type is in sufficient supply 
ustomers to choose. The average 
of the refrigerator compartment 

1 combination should be seven 
» feet, 41.4 per cent of the deal 
thought; while two cubic feet is 
most wanted freezer compart- 
nt size, according to 55.9 per cent. 
‘he questionnaire was sent by 
approximately 10,000 
ers with answers coming from 29 

r cent, according to L. C. Trues- 
lell, Hotpoint’s vice-president of mar- 
ting. Interpreting comments that 
re “written-in,” he said these deal- 

; were more than 10 to one in favor 

f a two-door box over a single door 
combination. Tabulations of the 





Hotpoint to 
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wrote in comments about the de- 
mand for home combination models, 
one-half of them felt that this type 
would be in greater demand than con- 
ventional refrigerators. 

In a series of questions on the farm 
market, only three per cent of the 
dealers felt that there was a market 
for a four foot or smaller home freez- 
er in rural areas, while 84 per cent 
said that farmers want freezers with 
capacities between eight and 12 cubic 
feet. Commenting on this figure, 
Truesdell said that sales results have 
shown that the customers of all class 
es have wanted larger models than 
the industry and trade had anticipat- 
ed. 

A preference for 12 cubic foot and 
larger farm freezers was expressed by 
1,120 dealers, representing 51.9 per 
cent of the answers to this question 
Because some dealers indicated more 
than one possible preferred size, the 
iggregate percentage of their answers 
to this question was greater than the 
number of dealers answering 

A query as to the capacity, where a 
walk-in type freezer is used, revealed 
that 47.6 per cent of 1,200 respond 

(Continued on page 102 


Many dealers increased profits from home freezer sales during the holiday 

season by spotlighting the use of the freezer to store holiday dinners in 

advance. Placing a well-stocked freezer in window or prominent spot in the 

store, with an aitendant loading and unloading such holiday items as turkey, 

mincemeat pies, rolls, and cranberries during heavy traffic hours, created 
considerable interest in this appliance. 
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TRAINING SALESMEN 


FOR THAT 


THE HIGH SALES records of floor 
and house-to-house appliance sales- 
men employed by electric appliance 
dealers in Washington, D. C., may 
be attributed largely to the great de 
mand for appliances at the moment. 
But Washington dealers are confi- 
dent that the sales training given 
their representatives by the Electric 
Institute of Washington will enable 
them to mark up similar records af 
ter the competitive situation becomes 
much more severe. 

More than 90 per cent of the ap 
pliance dealers in Washington, in- 
cluding departments in hardware 
stores, furniture stores and depart- 
ment stores, are members of the In 
stitute, and send their embryo and 
experienced salesmen there for train- 
ing. 

There were 537 enrollees in last 
year’s Institute program and 520 
completed the course, Wm. G. Hills. 
managing director of the Institute, 
told Exvrecrricat Sourn, and since 
the enrollment is entirely voluntary, 
this represents a high record of ac- 
complishment. 

The third consecutive — training 
school program has shown a!most 
phenomenal results, and a greater and 
bigger fall program has been started. 

One of the features of the fall pro 
gram is training in house-to-house 
selling for both beginners and ex 
perienced salesmen ~ Newcomers to 
appliance sclling are required to take 
the basic course and to thoroughly 
ground themselves in selling know 
ledge, product knowledge, knowledg« 
about electrical terms, and other 
things peculiar to the electric appli 
ance selling business, even to the 
cost of operation of various appli 
ances on local rate schedules. 

Here are some of their pointers on 
house-to-house selling as emphasized 
in the study course: 

The salesman should have even 
thing ready before he starts out, such 
as application blanks, sales forms, 
credit application forms, demonstra 
tion kit, descriptive literature, etc. 


He is then ready to approach the 
house confidently in the manner of 
an expected guest. The name of the 
prospect is not essential but it is 
handy to know if it can be obtained 
in advance. 


34 


“BY” DAY 


Use a knock or ring that will 
arouse curiosity but not one that will 
knock the house down. Some sales- 
men shave found that three quick 
rings on the bell produces better re- 
sults than other combinations such 
as a short and a long. It is essential 
to make ,the first try loud enough 
to get results since repeated rings 
often cause impatience on the part 
of the customer and the salesmen 


which is detrimental to good selling 

The Institute advises the prospec 
tive house-to-house salesman to stand 
a few feet from the door and to bx 
ready to smile the moment the doo: 
opens. No foot-in-door technique is 
recommended. Then make even 
second count—introduce yourself 
and your company, and ask if you 
can come in as you have something 
of real interest for the prospect. 

At this point the salesman is ¢ 
tioned to use all the courtesies of 
good breeding. In wet or damp 
weather, leave umbrella and over- 
shoes outside. Remove the hat the 
moment the door is opened. 

Do not address the person who 
comes to the door as, or ask for, the 
“lady of the house.” Assume that 
she is, and if you're wrong, she'll let 


Two sales students rehearse some of the 
sales approaches they have learned in 
the basic sales training course at the 


Electric Institute of Washington, D. C. 
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Ask chil- 
speak to their 
Ask a servant if you may 
speak to her employer. 


vou know quickly enough, 
dren if you may 
mother. 


Are you one of those house-to- 
house canvassers who thought you 
need always go to the front door? 
In the Institute course salesmen arc 
advised to try back doors when there 
are an unusual number of outs on 
Mondays. Women are in their laun- 
dies. and it makes it more conven- 
ent for everyone to go to the back 


door. This point alone has led to 
volume sales on blue Mondays. 
Many salesmen trying house-to- 


jouse selling expect discourtesies and 
rough treatment. If the right ap 


proach is used, and all the small 
courtesies are observed, it is surpris- 
ng how many nice and polite people 





—— -——— 





<a. 





predicted “‘buyers’ 





Washington dealers have no fear of that often 
°° market. They are meeting 
the challenge with a sales training program. 














you will find who will smile and say, 
“Do come in.” 
Don’t abandon your dignity. The 
customer likes to keep his, and he is 
mistrustful if you abandon yours. 
The classes are told that the dif 
ference between outstanding success 
in selling and mediocrity is personal 
ity and for this reason students are 
advised to learn the basic techniquc 
and the whys and wherefores, and 













































































































































A man who can bake a cake on an electric 


range is a much better appliance salesman 
than the man who can’t. Recognizing this fact, 
the Electric Institute of Washington, D. C. 
teaches cake baking to appliance salesmen, 
along with sales technique and market facts. 
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then to practice different approaches 
of their own in order to find out 
which works the best for each indi 
vidual personality. 

Never let down while you're on 
the job; a brisk and business-like at 
titude throughout the working day 
will help to hold the sales curve up. 

Particular study is given to answers 
for the most common excuses that 
will be encountered in_ house-to 
house canvassing. 

The most obvious excuse, and most 
often used, is “I haven’t time.” This 

valid only when the lady of the 
house is dressed to go out. Other 
wise, you can promise to be brief 
and then proceed to make your offer 
sound so inviting that she is convin 
ced it is worth her while to listen, 
no matter how busy she may actual 
lv be. 

Other common excuses to get rid 
of a salesman are: “Talking on the 
telephone,” “something on the stove,” 
“baby’s screaming.” Embryo sales 
men are urged to bear in mind that 
these are temporary distractions. 
Offer to wait until they have been 
attended to. 

Some excuses may be used as an op 
portunity to demonstrate your prod 
uct. If the housewife tells you she 
is doing the laundry, or the place 
is upset or she is cleaning house, 
offer to demonstrate a product that 
will relieve her of some of this worry. 

If the housewife says she is enter 
taining and the house is full of 
guests, do not try to gain admit 
tance. Introduce yourself and product 
and tell her that you will call again. 
Then do call and at the same time ask 
the housewife how the party went. 

If the party appears to be four or 
five ladies who have dropped in for 
a chat, ask the housewife if you can’t 
demonstrate your product and make 
a little lecture to the group. More 
than one sale have often been gained 
by such tactics. 

Another point stressed in the sales 
training courses is the importance of 
knowing the trade geography of his 
territory. The salesman may not real- 
ize the sales weight of being able to 
tell a customer what a kilowatt is, how 

(Continued on page 100) 
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Cold, Yes: But Not Too Cold for 


WINTER FAN PROMOTION 


REAL SELLING advantages are being 
discovered by many Southern con- 
tractors and dealers in the promotion, 
sale, and installation of attic ventila- 
tion during winter and early spring 
months. One dealer who has found 
a pay-off in such a policy is The Du 
Bois Company, Inc., of Beaumont, 
Texas. 

C. Keys, general manager, reports 
that this firm sold 200 attic fans in 
1946 and another 300 in 1947; but 
a more important consideration than 
the sale of 500 fans is the fact that 
90 per cent, or 450 fans out of the 
500, were actually installed by The 
Du Bois Company. 


General Manager Keys _ believes 


An attractive home-like appearance is one of the outstand- 
ing features of the show rooms of the Du Bois Company, 


that installation by the firm selling 
the fan is one of the most valuable 
phases of promotion available, for in 
his experience, nearly 2 more sales 
have resulted from contacts made 
possible by each installation. 

“We do not favor cold canvassing 
for our salesmen,” he explained, “‘be- 


cause we believe it is more profitable. 


for a salesman to spend his time with 
a user. 

“A salesman might travel three 
blocks and find no prospects on a 
cold canvass. Then, abruptly, he 
might pick up several prospects. But 
time spent with users develops pros- 
pects much more readily. Further- 
more, prospects developed in this 


way have little sales resistance, a fa 
tor that must be contended with in 
the cold canvass. They have, gen 
erally, already sold themselves by con- 
versation with, and through a demon 
stration by, the user, who is a friend 
of the prospect. 

“The user will have nothing but 
praise obviously, for your fan, for he 
is proud of his new acquisition, pro- 
vided, of course, the fan has been 
properly installed and its performance 
is what vou have led the user to ex- 
pect. 

“That’s why installation by the 
firm making the sale is so important 
That’s why we can trace one or tw 
sales to each installation. That 





of Beaumont, Texas, which has been so successful in 
winter sales of attic ventilation. 
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the average. Sometimes four or five 
sales result from one installation.” 

Without expert installation, off- 
season promotion would be of little 
value, from the viewpoint of Keys, 
but such promotion, when backed up 

conscientious installation, offers a 
number of advantages to the dealer 
or contractor. 

First, it is easier on the crew mak- 
ing the installation. If the fan is in- 
stalled during the cool months, attic 
working conditions are much more 
acceptable to members of the crew 
Hence they do not hurry the job to 
escape from a stuffy attic, thus insur- 
ing a better job. 

Installation in the cool months is 
less expensive. During the summer 
months, because of excessive heat, 
The Du Bois Company has found it 
necessary to suspend work from noon 
until 4 p.m. It might be added, par- 
enthetically, that when installation is 
made in the summer, this firm does 
as much of its “make ready” work 
as possible on the ground floor, which 
reduces actual time spent in the attic. 

Another advantage resulting from 
installation during cooler months is 
that jobs may be arbitrarily spaced 
ut, thus enabling the company to 
observe a schedule of installations 
made well in advance. An appoint- 
ment can be made with a purchaser 


to begin installation on a specific day, 
and spacing out of jobs makes it pos- 
sible to keep the appointment as 
agreed, which pleases the customer. 
Breaking such an appointment, Keys 
points out, generates a surprising a- 
mount of irritation in a customer. 

Still another advantage benefits 
both the customer and the dealer- 
contractor. This is the advantage of 
being able to point out to the cus- 
tomer that if his fan is installed dur- 
ing the cool months, he will have full 
benefit during the hot months. 

“We can promise a customer,” 
comments Mr. Keys, “that we will 
install his fan on, say, March 15, and 
we can keep that promise. But we 
can also caution him that if he waits 
until he actually needs the fan, then, 
because of the seasonal rush, there 
will be considerable uncertainty about 
the date of installation. 

“The idea that having the fan in- 
stalled ahead of the season will give 
him full benefit always appeals to a 
customer. And when we sell him 
that idea, we have sold him an idea 
that makes possible the advantages to 
us that I have already pointed out.” 

Although there are half a dozen 
avenues of promotion open to the 
average dealer or contractor, The Du 
Bois Company has found newspaper 
advertising most effective. 
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General Manager Keys, of the Du 
Bois Company, Beaumont (right), 
points out some of the features of 
the attic fan handled by his firm. 


Du Bois advertising begins in Feb 
ruary and runs to August. During 
that period an advertisement two 
columns wide by ten inches deep ap 
pears twice weekly in the local news 
paper. 

Other Du Bois advertising also ap 
pears during the period, but the 
twice-a-week, two-by-ten advertise 
ments are devoted exclusively to attic 
ventilation, and they hammer contin 
ually at an “installed price” for the 
fan. This advertising does not at 
tempt to get business beyond a dis 
tance of 15 to 20 miles from the 
heart of Beaumont. 

Du Bois promotion also empha 
sizes that a guarantee goes with each 
installation and the installation is 
guaranteed even when made by the 
purchaser — provided he complies 
with Du Bois specifications. 

With each fan, the firm supplies a 
set of specifications, giving recom- 
mended openings and including dia- 
grams. These specifications are fol- 
lowed religiously when the fan is in- 
stalled by the company and the cus 
tomer’s possession of specifications 
permits him to check the installation 

(Continued on page 99) 
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Restrictive Eleetriecal Codes -- 


By Albert F. Metz* 


President, Chamber of Commerce 
Passaic, N. J. 


THE PURPOSE of this testimony is 
to inform the Housing Subcommittee 
of the Committee on Education and 
Labor of the general effect on electri- 
cal installation costs of restrictive in 
stallation requirements incorporated 
into electrical installation codes and 
ordinances, and to cite, as an exam 
ple, the requirements of the Electri 
cal Code issued by the city of Pater 
son, New Jersey and contemplated for 
incorporation into the electrical codes 
of other New Jersey municipalities, 
including the city of Passaic. 
Conclusions 

1. Electrical inspection laws and 
ordinances are gencrally recognized as 
desirable for the purpose of safeguard- 
ing the public. 

2. The National Electrical Code is 
generally recognized as providing ac- 
ceptable standards to serve the public 
interest by providing practical stand 
ards for the safe installation and use 
of electrical equipment. 

3. Municipal ordinances and codes 
such as those discussed in this report 
that contain requirements which are 
more restrictive as to methods and 
materials for the installation and use 
of electrical equipment than those of 
the National Electrical Code have 
the effect of increasing unduly the 
cost to the public of electrical in- 
stallations. 

4. Such restrictive ordinances and 
codes which prohibit or unduly re 
strict the use of wiring materials and 
electrical equipment as recognized by 
the National Electrical Code consti- 
tute a form of boycott. 


Introduction 


The purpose of electrical inspec 
tion laws and ordinances is to protect 
the public from electrical hazards to 
persons and property. In order to 
fulfill this purpose, the law or ordi- 
nance, in addition to providing for 
proper administration, must require 





*Exeerpts from testimony before 
the Congressional Housing Subcom- 
mittee of the Committee on Education 
and Labor, held in New York City, 
November 14th, 1947. 
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ANY factors have combined to hold back much needed 
housing in all parts of the country, but the restrictive 
building, electrical, and plumbing codes in effect in many 
localities have certainly been among the most important 


factors. 


Business men in many communities are beginning to 
awaken to the need for giving their local ordinances a 
thorough going over to make certain that they really safe- 
guard the public rather than to make more work for workers 
or to sell higher-priced devices for short-sighted contractors. 

Here is testimony given by the president of the Passaic, 
N. J., Chamber of Commerce before a congressional sub- 
committee which includes facts and figures supporting his 
contention that the Paterson, N. J., Electrical Code has 
doubled the cost of many types of installations over safe 
practice permitted by the National Electrical Code. 

In the article that follows, on page 40, we present a story 
of how one southern city has broken the bonds of its 
restrictive electrical ordinance.—Editor. 


that electrical installations shall be in 
conformity with suitable standards 
developed to safeguard persons and 
property and to promote the public 
welfare. The National Electrical 
Code, an American Standard devel- 
oped through democratic procedures 
by informed representatives of all 
branches of the electrical industry, 
provides these standards. 

The National Electrical Code is a 
widely accepted standard applied to 
inspection laws and ordinances. It 
covers the installation and use of elec- 
trical equipment in public and private 
premises with minor exceptions, not 
pertinent here, and is designed to 
provide for the practical safeguarding 
of persons and of property from elec- 
trical hazards arising from the use of 
electricity for light, heat, power, ra- 
dio, signaling, and other purposes. 

The National Electrical Code is 
formulated under the sponsorship of 
the National Fire Protection Associa- 
tion, a nonprofit, technical and edu- 
cational membership — organization 
dedicated to reduction of loss of life 
and property by fire. It is adopted 
as a standard by the National Board 
of Fire Underwriters. It is also sub 
mitted to and approved as an Ameri- 
can Standard by the American Stan- 
dards Association, an organization 
that is nationally and international- 
lv recognized as the foremost agency 
in the United States for the develop- 
ment of industrial standards and safe- 
ty codes, and whose procedure for 
such work requires that all parties 
in imterest shall have an opportugity 


to have their views considered in the 
formulation of a standard or safety 
code. 

The National Electrical Code 
formulated and revised periodica 
by the Electrical Committee of the 
National Fire Protection Association 
The same committee membership 
comprises the Sectional Committee 
on the National Electrical Code of 
the American Standards Association 
This committee is composed of 
balanced representation of the vari 
ous interests in the development of 
the electrical art, particularly as re 
gards methods and materials used in 
the wiring of homes, factories, com 
merical buildings and other structure 
of all kinds. 

Represented on _ the 
Committee are: 

(1) utility group 

2) manufacturing group 
3) insurance interest group 

4) governmental group 

(5) inspection group 

(6) specification and customer group 
installation group 

(8) general interest group 


Electrica! 


Extent of Application of 
The National Electrical Code 
The National Electrical Code 

unique among safety codes in the 
wide acceptance and application it 
has had. In almost every state, 
county and municipality where elec- 
trical installations within its scope 
are regulated by law, the National 
Electrical Code is applied as the basis 
of the regulations enforced. It is 
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also applied as a standard by the elec- 
trical inspectors of all fire under- 
writers’ inspection bureaus. 

This code has been in the process 
§ development for fifty years and 
represents the results of a vast 
mount of study, research and dis- 
cussion by highly qualified and in- 
formed individuals. Its provisions 
yre to a considerable extent influ- 
enced by the practical experience of 
electrical inspectors whose daily work 
is to enforce its requirements. Among 
the members of the electrical indus- 
try and those outside the industry 
who are well-informed on such mat- 
ters, the opinion is practically unan 
imous that in any law or ordinance 
regulating electrical installations to 
which the National Electrical Code 
plies, this Code should be recog- 

d as the basic standard for such 
installations. 

In practice, there are three meth 
nds of application of the National 
Electrical Code as the basic installa 
tion standard for local ordinances 
ind codes: 

The National Electrical Code is 





adopted either directly or by refer 
ence in its entirety. 

2. The National Electrical Code is 
co-ordinated with building code or 
zoning law requirements, recognizing 
in the electrical ordinance the appro- 
priate wiring materials and methods 
applicable to the building construc- 
tion requirements of established fire 
zones. 

3. The National Electrical Code is 
adopted directly or by reference, to 
gether with supplemental rules and 
regulations governing the installation 
and use of electrical equipment. It 
is the introduction of such supple- 
mental rules and regulations in muni- 
cipal codes and ordinances that of 
ten results in increased installation 
costs of electrical equipment. 


Nature and Effect Of 
Supplemental Rules 


Supplemental rules which restrict 
or prohibit the use of wiring mater 
ials and electrical equipment, recog- 
nized as providing adequate safety by 
the National Electrical Code, con- 
stitute a form of boycott in that the 





Cost Comparisons Of Some Items Of Wiring Installations Estimated Under Proposed Paterson 
Electrical Code As Compared With Cost Under National Electrical Code 





hese costs apply to a six-room, single-family dwelling of wood-frame con 


struction and include labor and material estimates only 


profits are included 


N. E. Code 
Material Labor Total 

Wiring for 

lighting in 

basement . 703 6.50 13:53 
2. Service 

Entrance 

Wire .... -». 30 1.25 4.25 
3. Oil Burner 

Wiring ........ 2.42 


2.50 4.92 


No overhead or 


Total 
Paterson Code Dollar Percent 
Material Labor Total Increase Increase 


14.69 18.00 32.69 19.16 141 


6.89 5.00 11.89 7.64 180 


4.54 5.50 10.04 9.12 104 











Estimated Additional Cost For Service Equipment For A Large Commercial Building Or 
Industrial Installation Under The Proposed Paterson, N. J., Electrical Code As Compared 
With Cost Under The National Electrical Code 


N. E. Code Material 
2—600 ampere switches..... 388.00 


Paterson Code 
]—1200-ampere circuit 
breaker, including 
labor for installation....... 935.00 


Labor Total 
130.00 518.00 nes = 


Total Total 
Doliar Percent 
Increase Increase 


80.00 1015.00 497.00 100% 


While the dollar figures involved in this cost comparison are not staggering 
in magnitude, the percentage increase in cost is of extreme significance 
and country-wide, such costs would run into substantial figures. Also of 
considerable significance is the estimated increase in labor required under 
the restrictive provisions of the Paterson Code for residential wiring 





The costs shown here are for Paterson, N. J., but similarly 
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unfavorable comparisons could be made for many southern cities. 











ordinance is used as a tool in pro 
hibiting or restricting the use of such 
materials. Such prohibitions or re- 
strictions are for reasons not required 
by safety considerations, such as to 
provide more man hours of labor, or 
to restrict materials to those pro- 
duced by a local manufacturer. Cer 
tain matcrials are thereby legislated 
out of the local market without due 
cause. Barriers are thus erected to 
free and open market for nationally 
approved products which meet the 
requirements of the National Elec- 
trical Code and other recognized 
standards. Such barriers to free and 
open markets result in increased 
manufacturing and distribution costs 
which are ultimately reflected in in 
creased costs to the public. Where 
such restrictions exist, low cost ma 
terials which can be generally instal 
led with a minimum amount of la- 
prohibited or unduly 
restricted in their application 


bor are either 


Electrical Code For The 
City Of Paterson, N, J. 


As a specific example of an elec 
\s a specif xam] f an el 


trical code containing supplemental 
restrictive regulations, the Electrical 
Code for the city of Paterson, pub- 
lished with an effective date of Sep 
tember 1, 1947, is used. Following 
protests from industry against the 
promulgation of this restrictive Code 
without public hearings, the Mayor 
of Paterson postponed the effective 
date of the Code to January 1, 1948. 
Interested and affected groups of in- 
dustry have been assured an oppor- 
tunity to comment and register pro- 
test against the provisions of the 
Code before its final adoption. 

My interest and concern over this 
code situation, which leads me _ to 
present this testimony, arises from in- 
formation that this Paterson Code 
was developed by an organized group 
of electrical inspectors representing 
various New Jersey municipalities for 
promulgation as municipal codes in 
their respective cities, including the 
city of Passaic. As president of the 
Passaic Chamber of Commerce, a 
member of the New Jersey State 
Chamber of Commerce, and a mem- 
ber of the United States Chamber 
of Commerce, I am concerned from 
a local, state and national point of 
view that such restrictive codes and 
ordinances exist or may become ef- 
fective. 

The provision of this Code has 
been examined critically, and no 
justification for the restrictions can 
be found from cither a safety or en- 
gineering viewpoint. Almost every 


one of the restrictive measures con- 
tained in this Code tends toward in- 
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creasing the cost of electrical installa- 
tion. Cumulatively, the effect is to 
impose a formidable economic barrier 
to the increased use of electrical en- 
ergy. Added to today’s already ex- 
cessive building costs, the prospective 
homeowner, merchant and manufac- 
turer is brought a step nearer to the 
“impossible” in acquiring necessary 
homes, stores and factories. 
Actually, such restrictions may 
tend to increase hazards to persons 
and __ property. Postponement or 
abandonment of plans for adequate 
wiring installations because of unnec- 
essarily costly wiring may not only 
deprive the public of desired heavy 
duty electrical appliances, but may 
provide a hazard which would not 
otherwise exist by connecting these 
<levices to present circuits inadequate 
for the purpose. 
The ¢ Ith 
surrounded by municipalities, largely 
but containing varying 
industry. In general, 


cr ) 1 
of Paterson is completely 


residential 
amounts of 


streets divide the suburbs from the 
city of Paterson and from the ad- 
jacent city of Clifton, so that unless 
one knows the dividing streets, one 
may drive through several towns and 
through sections of the city of Pater- 
son without knowing when the muni- 
cipal boundary lines have been cross- 
ed. In all of the surrounding terri- 
tory, electrical inspection is carried 
on by the Middle Department Rat 
ing Association of Fire Underwriters, 
an insurance inspection organization 
which uses the National Electrical 
Code in its entirety and without sup- 
plemental requirements as the stand- 
ard for electrical installation. The 
behavior of electricity is not affected 
in any way by city or state bound- 
aties; consequently, what constitutes 
a safe electrical installation in one 
town should also constitute a safe 
installation in the adjacent town or 
| 

One of the outstanding cities in 
the country where the National Elec 





trical Code is used as the electrical 
installation standard without supplc 
mental requirements is the city « 
Philadelphia. And it might be not 
worthy that Philadelphia is proud 
one of the lowest fire loss records 
the country. 

There are three low cost wiril 
methods recognized in the Nation 
Electrical Code that are suitable f 
use in buildings of wood-frame coi 
struction; these are known as arm 
ed cable, nonmetallic sheathed cab! 
and knob and tube wiring. All thr 
methods have been extensively us 
and have been proved to be entire 


safe if properly installed. The Pat 
son Code prohibits the use of n 
metallic sheathed cable and p! 
necessary restrictions on the use 
the other two methods; thus we | 
a situation where recognized wit 
methods and materials are permitt 
on one side of the street, and 


1 
r+} r 
OUNCI 


prohibited on the 
Continued on page 96 


Restrictive Code Scrapped 
By One Southern City 


ELECTRICAL CONTRACTORS in San 
Antonio, Texas, are busily preparing 
for a peak of activity which they anti- 
cipate will surpass anything since the 
war peaks of a few years ago. This 
stepped-up industry is expected to 
come as the direct result of scrapping 
a stringent, hampering electrical city 
ordinance. 

Conservative estimates place the 
amount of new building to take 
place within the next six months at 
between four and five million dollars. 
his will take in approximately 1,500 
new homes as well as factories, ware 
houses and office buildings. 

Much new _ construction work 
would have long since begun except 
for the fact that San Antonio elec- 
trical contractors were stymied when 
it came to bidding because of a shack- 
ling city ordinance. This law went 
gto effect in 1936 and was based 
on conditions which prevailed dur- 
ing the depression, when materials 
were over-abundant but when work 
was decidedly lacking. As a conse- 
quence, the framers of the ordinance 
built up the individual job to raise 
the cost of electrical work. 

During the war; San Antonio op- 
erated for a while under an emer- 
gency ordinance. But after V-J Day 
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the former city regulations went bac! 
into effect, and harried electricians 
were forced to make varied explana 
tions as to why it cost so much more 
to install an electric range in San An- 
tonio than in 2,800 other cities 
Finally, a group of citizens, with the 
aid of members of the National Elec 
trical Contractors’ Association, staged 
a minor rebellion. Enlisting the help 
of representatives of the building 
trades, they drew up a proposed or 
dinance and presented it to the city 
council. They pointed out, as an ex 
ample, that the San Antonio Trans- 
it Company, in process of construc- 
ting over a million dollars ‘vorth of 
idministration and garage buildings, 
could save at least $50,000 if the city 
requirements were less exacting. 
Builders declared they could save $25 
m each 5-room house by the elimina 
tion of separate circuits for every four 
base plugs, a requirement of the exist 
ing ordinance. 

The city council, composed of 
Mayor Alfred Callaghan and four 
commissioners, went into executive 
session and on November 15th adopt- 
ed a drastically changed ordinance. 

With only a few exceptions, elec- 
trical work in the Alamo city will 
now revert for rulings to the Na- 


tional Electrical Code and the N 
tional Safety Cod« 

A. C. Lloyd, head of the Lk 
Electric Company, and one of t 
members of the n 
amining and Super 
of the new ordinance: 

“Tt will be instrumental 
ting from 30 to 40 per cent of 


CTC ited 


Ising Board, 


cost of all industrial work. For 
ample, in the installation of a 5 ho 
power, 3-phase motor, it will effe 


a 53 per cent saving on material 
lone, not figuring labor.” 

To those who declared it seem 
strange that electrician 
reduce prices and thus effect th 
own economy, Lloyd answered tl 
the slash would be more than o\ 
come by the increase in work 
will be made available as a result 
this action. To prove this statem« 
Lloyd exhibited inquiries frém_ bu 
nessmen out of the state, desirous 
settling in San Antonio but hesita 
because the former cost of indust1 
work seemed prohibitive in compa 
son with other citics. 

Under the terms of the new regu 
tions, the city’s chief electrical 
spector is stripped of most of hi 
power, a drastic changeover from thc 
old law, wherein he was not even 


would try 
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ured to consult with the Examuin 
ind Supervising Board. 


Says: 


1 


The electrical inspector shall re 
to the Examining and Supervising 
rd all disputed questions pertain- 
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Id. This section reads as follows 
‘It shall be unlawful for any per 
n, firm or corporation to sell, of 
t for sale, or display for sale, any 


ctrical materials, wiring devices, 


The new 


electrical appllances or apparatus de- 
signed or intended for use on, or at- 
tachment to, any system of electric 
wiring, or to any electric circuit for 
the purpose of light, heat or power, 
to use thirty-two volts or more, with 
in the corporate limits of the City 


f San 


: , 
electrical material, devices oO! 
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Antonio, ‘Texas, unless said 
appli 
ices shall conform to the standard 
yproved by Underwriters’ Laborator 
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Alfred Callaghan, 

Antonio, affixes his signature to the 

new electrical ordinance that re- 
moves hampering restrictions. 


mayor of San 


ire most itisfactory t those who 
have long believed that the interests 
of the trade and the public are best 
served when the National Electrica 


Code is made the basis of such local 
electrical These provi 
ions in San Antonio’s new ordinanc¢ 
in part: 

“It shall be unlawful for any pet 
son, firm or corporation to use any 
electrical material, devices or equip 
ment unless such material, devices or 
equipment are in conformity with the 


ri 
OTAIMANCCS. 


1 
read as follow 
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provisions of this ordinance and un- 
less they are in conformity with ap- 
proved methods of construction for 
safety to life and property as pro 
vided in the National Electrical 
Code... <-. 

“All installations of electrical 
equipment shall be reasonably safe 
to persons and property and in con 
formity with the provisions of this 
ordinance and the applicable statutes 
of the State of Texas. Conformity of 
electrical installations with the appli 
cable standards set forth in the Na- 
tional Electrical Code, National Elec 
trical Safety Code, or electrical provi- 
sions of other safety codes which have 
been approved by the American 
Standards Association shall be evi 
dence that such installations are rea 


11 
sonapbiy\ S 


fe to persons and proper 
bee 7? 
t 

Only two exceptions to these re 
quirements are recorded in the new 
rd 
that all 


One of these provides 
commercial and industrial 
buildings in the first fire zone of the 

; 


nance. 


itv shall be wired in metallic race 
iys; the other exception provides 
that the number of convenience out 


lets or base plugs installed im any 
building in the city may be deter 
mined by the owne1 

Praise has been heaped upon the 
heads of the city fathers by almost 
every leading citizen in San Antonio 
Electric comp iny exccutives are 
beaming as they ready their stock 
i of no future slowdown 
in work are keeping employees con 
tented. All in all, the Alamo City 

* 


is rolling 


piles; visions 


1 up its siceves and starting, 
it is believed, on one of the greatest 
clectrical work programs in it’s his 


tory. 





4. C. Lloyd, head of Lloyd Electric 

Company, and member of the new 

examining board, reports that the 

new ordinance will reduce the cost 

of industrial electrical work by 30 
to 40 per cent. 
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Answers to These Code Problems 
Are Not Found in the Book 


By Jefferson D. Brooks* 


(From his broad and varied 
experiences, Mr. Brooks relates 
a number of interesting incidents 
about electrical codes and their 
enforcement. As his subheads in- 
dicate, electrical problems in- 
volve all branches of the industry 
as well as political subdivisions 
and the courts. Drawing upon 
his knowledge of both the Code 
and the Law, Mr. Brooks brings 
out some _ interesting points. 


—Editor. ) 


The City 


A LARGE ciry in the eastern part 
of the United States decided about a 
year ago to adopt a licensing law to 
regulate the electrical contracting 
business. It seems that a licensed 
and bonded gasfitter was required 
for the removal of old abandoned 
gas fixtures in a building, while any 
one could secure a permit to install 
the electrical lighting equipment 
From there on it was up to the in 
spector to keep on inspecting un 
til the job was finally approved. ‘The 
city made little or no provision for 
transportation for the inspector. 
Since the city rewrites the National 
Electrical Code fi its purposes, it 
naturally rewrote the model laws sub 
mitted for consideration. ‘The law, 
as enacted, made no provision for 
persons already in business, that is, 
it had no “grandfather’s clause.” 
The examining board comprises a gov 
ernment official, a contractor and a 
labor union member. ‘The examina 
tion is based upon a code written in 
1940, different from the NEC, and 
many times amended. Both code 
and amendments have been out of 
print for several years. 

Applicants are notified that their 
examination “was acceptable” or 
“was not acceptable.” No grades are 
given and no one but the examining 
board members may see the examina- 
tion papers after a license has been 
granted or denied. The result is that 
some contractors who have been in 





*Mr. Brooks is principal electrical 
engineer, Office of the Housing Ex- 
pediter, Washington, D. C. He is a 
Member of the Bar, and was formerly 
electrical inspector for Washington, 
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business from ten to forty years arc 
either out of business or have been 
forced to take on partners or em- 
ployees who have obtained a “mas 
ter’s” license. The cost of new house 
wiring frequently runs as much as six 
dollars an outlet; commercial work is 
more expensive. 

The union and non-union contrac 
tors’ associations have set up “code 
schools” and employed instructors. 
Ihe schools have been refused per 
mission to use the 1947 NEC, so the 
obsolete and out of print codes are 
bringing five to ten dollars each and 
are seldom available at that price. 
These difficulties are of some im 
portance because the code require 
ments are sometimes strange. For 
instance, while underground service 
entrance conductors may be brought 
in by means of flexible conduit, any 
extension to one or more service 
equipments must be in rigid conduit 
Overhead service entrance conduits 
must be installed on stand-off brac 
kets so as not to touch a frame build 
ing except where they enter the 
buildings. ‘The method of calculat 
ing single-phase range loads on three 
phase systems is different from th 
accepted method given in the NEC. 

Oddly enough, the city fathers 
have agreed to “assist in every way 
possible” in getting more homes 
built. 


The Inspector 


An elderly gentleman was some 
what fearful of his newly-wired hous¢ 
and asked the city inspector to look 
into an outlet box where he thought 
the electrician had not soldered the 
splices. He was curtly told to “Mind 
your own business; I am making this 
inspection.” 

A contractor called the county in 
spector to find out why the current 
had not been turned on. He was 
told he had used the wrong connec 
tors. “Which ones?” the contractor 
inquired. “Look in the book and 
vou’ll find out,” he was told. An 
other contractor complained of this 
same inspector and the contractor's 
license was summarily suspended. 

In three northern cities, inspectors 


approved three-wire lighting circuit 
connected to two-wire services, de 
spite the engineer’s suggestion that 
both the contract and the code had 
been violated. 

An inspector in a_ northwestern 
city approved an open 4600-volt pole 
meter eight feet above the ground, 
with steps on the pole, adjacent to 
children’s play area. In the same dis 
trict another inspector was fired for 
being “too technical”; he wanted an 
approved ground clamp installed fo 
a system ground. 

A government inspector rejected 
thousand metal boxes installed out of 
the contractor’s stock and then s« 
cured a priority to assist the contrac 
tor in obtaining a thousand porcelai: 
boxes three weeks later. ‘This wa 
to “‘aid the war effort.” The sam 
inspector caused the replacement of 


several thousand ‘“‘set-screw” typ 
connectors because he “didn’t lik 
them.” 


A city inspector suggested that 
some LB condulets on service con 
duits be built into a brick wall. Thi 
was done! Another accepted som 
one-conductor lead sheathed cable fo 
two-wire 2400-volt circuits ‘“‘becaus« 
they were underground” although th 
plans and permit required two cot 
ductors. This job is still in service 
using the lead cable sheath to suppl 
lighting to 300 homes. 

Another city requires a type A main 
switch to be installed ahead of the 
main service circuit-breaker ‘“becaus 
they once had some trouble with 
circuit-breaker.” Then there is th 
southern city that requires a sing 
pole “disconnect switch” ahead ot 
the three-way switches controllin 
the light in a residential garage. 

The chief inspector of a large city 
was recently visited by a contract 
who showed him a metal closure fo 
1/2-inch knockouts. The item 
sold by several wholesale houses in 
the area. It was reported that the 
inspector had rejected a_ residence 
wiring job on which a half-dozen of 
the “hole closers” were used and the 
family was then without light. The 
contractor has been in business for 
15 years, the inspector and the chief 
inspector have had their jobs for 
more than seven years, and the “hole 
closers“ have been sold in their terti- 
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tory for many years prior to the war. 

Nevertheless the chief got out his 
code and read where it required that 
‘Unused openings in boxes and fit- 
tings shall be effectively closed to af- 
ford protection substantially equiva- 
lent to that of the wall of the box 
or fitting.” After gauging the outlet 
box as No. 14 and the “hole closer” 
is No. 16, he announced that it could 
be used to close holes in cabinets 
ind cut-out boxes but not outlet 
xes. About an hour later he was 
finally convinced that the “hole 
loser” “would probably be all right’ 
id, with the co-operation of the lo- 
il utility company, the lights were 
1 in the new house by nightfall. 
lronically, the city is just 6,000 in 

ctions behind in their work. 

Another — chief read 
Where fixed multi-outlet assemblies 

- emploved, cach five feet or frac 

n thereof of each separate and con 
tinuous length shall be considered as 
ic outlet of not than 1-1/2 
ampere capacity.” To the contrac- 
tor who has just completed an entire 

idence, using a multi-outlet assem- 

for receptacle outlets, he an- 
inced, “And I hereby declare two 
feet to be the ‘fraction thereof.’ 
You must count each two fect as onc 
nitlet. So get on back and put in 
four more circuits and heavy up the 
der.” The ruling stood for sev 
ral years until the inspector retired 

The incident of the circuit-break 
‘rs installed in metal cabinets on the 

itside of a large number of build 
igs is interesting. The carrying ca 

ity of a 15-ampere circuit varies 
rom day to night and from summet 
to winter. : 

On a hot summer day an electric 
ron will trip a breaker; but when 
now is on the ground, a No. 16 
amp cord will burn in two and the 
breaker will not trip. The same pro- 

t has a private generating plant. 
[he yard lighting is controlled by 
nchronous, astronomical, time 
witches. To get the system to work, 
lowever, it is necessary to have a 
Western Union clock and an ordi- 
ary electric clock installed on the 
vitchboard, near the speed regulator 
f the engine driving the generators. 
When the frequency is high or low, 
the electric clock is fast or slow. 
The speed of the engine is decreased 
or increased as required to bring the 
clock back to the proper time. The 
yard light clocks respond similarly, 
and the lights go off and come on 
properly. 


inspec ctor 


less 


The Contractor 


The contractor whose job had 


been turned down approached the in- 











spector and timidly said, “Mr. In- 
spector, it is worth $5.00 to me to 
get lights on in that house tonight.” 
He was told, “That is not the way 
to get your job passed. Go back and 
fix it up, and I will come by late 
this afternoon. You know what you 
have to do. Now try to obev the 
rules.” The contractor lisped. He 
said, “Mr. Inthpector, if I knew all 
these durn wules and wegulations, | 
would be an inthpector, not a con 
twactor.” He is still in business. 
Contrast this with the colored boy 
who tried the same thing with a 
policeman after committing a minor 
traffic violation and_ received six 
months for attempting to bribe an 
officer. 
Another contractor purchased some 


«s): ° La oe Wy . 
liquid solder,’ a non-metallic ce 
ment with an iron-gray color. He 
was very indignant when caught us 


ing it on his splices. 

A contractor ran a picce of type C 
lamp cord across some water pipes 
in a store basement and plugged it 
into a ceiling light. The lighting 
circuit was not polarized, so with the 
switch off, the cord grounded, got 
hot, ignited the floor and meltcd ice 
in an icebox above. The water put 
out the fire but left the floor pret 
ty well charged the next morning. 

An inspector was very much dis 
gusted with a sloppy direct-current 
job, so he slammed the service equip 


ment door shut. The conductors 
shorted and burned a hole in the 
box and ignited the wall. Phe 
inspector beat out the flames, held 
the conductors apart, and_ yelled 
for help. He had to stand there 


until someone telephoned for the lo 
cal utility service crew to disconnect 
the underground service conductors 
The same inspector disconnected un 
metered current in a vacant store, 
only to encounter a very wrathful 
plumber who was caught with a ladle 
full of hot lead when his lights went 
out. 

A contractor complained of an in 
spector’s refusal to approve a job of 
old house wiring. The inspector in- 
sisted that a circuit was grounded, 
while the contractor insisted that it 
was not. The electric light company 
had installed the service conductors 
but had not set the meter. The 
controversy was quickly settled by 
the inspector. He bridged the meter 
loop and all fuses and turned on the 
current. In about two minutes the 
lady of the house ran out screaming 
that the house was afire. The fire 
was easily found in the hall light 
fixture and quickly quenched. The 
contractor replaced the outlet and 
fixture, and the job was approved. 
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He had not taken the trouble to 
check the job himself. 


The Electrician 


The electrician that installed lock- 
nuts and bushings on one conduit 
and cut the others off with a hack- 
saw because he was using four-inch 
square boxes with switch covers was 
quickly fired when his short-cut was 
discovered by an inspector. 

Another installed the system 
ground with No. 18 bell wire, using 
No. 6 armored conductor at the ex- 
posed ends of the run. He didn’t 
know that the inspector carried an 
ohmmetcr. The same _ inspector 
sometimes discovered conduits in 
close, concealed places, to be instal- 
led without fittings such as elbows. 
His meter didn’t show up a piece of 
homemade “BX” though. Scraps of 
cable armor had been _ butt-soldered 
to make a piece 12 feet long. No 
19 telephone wire had been drawn in, 
with scraps of No. 14 wire connect- 
ed at the ends. ‘This material was 
fished into a wall by a carpenter who 
wanted an extra receptacle outlet. 

A lady telephoned the inspector 
to report that her maid had received 
a bad shock while scrubbing the 
porch floor. Inspection disclosed no 
metal and no outlets adjacent to the 
porch. When questioned the maid 
became indignant, got a pail of wa- 
ter and insisted that the inspector 
take his shoes off and wash the porch, 
just as she had done. He refused to 
do this, but having an indulgent dis 
position, he took the rag and swished 
some water around on the concrete 
floor. Immediately he received a 
shock that brought tears to his eyes. 
Then he got busy. He discovered 
that a metal weatherstripping thresh 
hold was grounded, and a spot in the 
concrete was effectively charged. He 
removed the sill plate and baseboard 
near the door. There the mystery 
ended. A recently installed conven 
ience outlet in the room below was 
wired with concealed silk lamp cord, 
and one conductor had made con 
tact with a steel reinforcing rod 
which extended into the concrete 
porch and lay near the surface. 


The Owner 


When a six-year old youngster 
turned the hose on an_ inspector, 
his mother did not reprimand him. 
The same inspector was refused ad 
mission to a house to inspect the wir 
ing because the lady of the house 
was the wife of the Director of In- 
spection, and she “didn’t think it 
necessary.” A man employed as 
bailiff in the Courthouse wanted to 
throw his weight around. He sent 
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the inspector to the back door of 
his home, and when the inspector 
did not go, the bailiff reported the 
inspector to the police as a suspicious 
character. 

The lady of the house offered to 
make love to the inspector in one 
case; fished a bottle of spirits out of 
its hiding place in the garbage can, 
to offer him a drink, in another case. 
In an old, disreputable apartment 
house, newly wired, the real estate 
agent notified the tenants in advance 
and then passed the inspector into 
each apartment with a pass key, af- 
ter first knocking and receiving no 
response. The inspector still blush- 
es at the recollection of some of the 
things that he saw. 

A man was electrocuted by an ex- 
tension cord when he stepped into 
water in his basement. ‘The brass- 
shell socket tested 230 volts to 
ground, although the house was pro- 
vided with 115-volt two wire service. 
The street circuit was 115/230 volt 
three-wire, without any grounds. <A 
house on the opposite side of the 
street was found to have one of its 
wires grounded in the kitchen fixture. 
which was hung on an abandoned 
gas drop. This wire was the op- 
posite side of the 230-volt secondary 
circuit to the side in contact with 
the brass-shell socket. Two defects, 
lack of grounds, water and the way 
the attachment plug was inserted in 
the receptacle added up to death. 


The Court 


A contractor was fined $300 for 
installing empty conduits in a con- 
crete building without a permit, al- 
though his plans and application had 
been in the inspector’s office for 
more than a week. The inspector 
had not finished checking them. 

Another contractor was fined $25 
for replacing a large motor in a laun- 
dry. He had no permit and could 
not get one until an “occupancy per- 
mit” had been issued; the laundry 
had been there for fifteen years. 

An out-of town contractor did a 
hundred jobs without permits. 
When finally caught, he was fined 
$25 and ordered to obtain permits 
on all jobs, at a cost of $1.00 each. 

One locality is inspected by three 
agencies: town, state and county; 
the county utilizes the scrvices of 
an underwriters’ agency. A contrac 
tor may secure two approvals and 
be taken to court on the third in 
spection. One of these inspectors 
requires conduit threads to be paint- 
ed to make them water-tight; an- 
other inspector will not approve the 
painted couplings “because they do 

(Continued on page 47) 
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SIMPLE FORMS -- 
BETTER RECORDS 


(Second article of a series) 


A siMPLE and efficient record sys 
tem has been developed by the Stan- 
sell Electric Company, a Nashville 
electrical contracting firm. Manage1 
James N. Stansell has improved and 
simplified it over the years as experi 
ence disclosed new methods of bet 
tering it. 

Mr. Stansell’s firm uses 20 elec 
tricians on all kinds of construction 
jobs from small residences to large 
commercial! He says 
no job is too big or two little for 
his firm to handle, and he usually 
has a number of them going on at 
the same time. 
tricians he 
work, he has 6 
shop and 
ployees who handle service calls, plus 
3 girls and one man who carry on 
the office work. 

In handling t 


establishments. 


) 1 “/ 1 
Besides the ZU elec 
contracted 


motor 


employs On 
apprentices, 


TWIT ] , ++ 
service department em- 


he work of the vari 


ous contracts that are given his firm, 
keeping up with material and labo: 
incidental to each job, Mr. Stan 


sell finds his system most satisfac 
vy. It fills a need which is some- 
what critical—a compromise between 


little. 


tory. 


too much bookkeeping and too 


In keeping track of the various 


Stansell 


contracts, Mr believes in 





keeping as complete a record on a 
few forms as possible. This saves 
lot of time in checking back. H 
has only three record forms for cac} 
iob—the job form, time ticket fo 
labor, and the materials form. 
(he job form is when th 
deal for a piece of work is made wit 
Che form sheets for-th 
ire numbered consecutively for th 
different jobs as the deals are madc 
Let us suppose, for example, that 
Joe Harris comes in and contract 
with Stansell for wit 


His name, address and the date 


used 


1 customer. 


] 


4 ] 
ing a residenc 


[a a Sen or # ] ha 
the de@ai are enrered, Sav On JOD Snec 
299, which it is the 299t 
job Stansell has contracted for dit 
ferent customers within a given pe 


od. 


micans 


This form is 
one for the job 
the other for the office record. | 
is kept on file as a reminder of 
iob to be done as soon as it can | 
reached, and it is the only form 
sued until work actually starts. 
ns, the time ticket 


made in duplicat 
superintendent an 


After work beg 


ind materials form are brought in 


to play. Every day during the cour 


of work a time ticket is issued f 





James N. Stansell, of Stansell Electric Company, Nashville, Tennessee, and 
two of his office staff. His job record system, described in the accompanying 
article, has proved itself to be simple and efficient. 
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each workman showing number of 
hours of labor with which he is 
edited. Each time ticket is made 
carry the name “Harris” and job 
sumber 299 to correspond with the 
ime and number on the job sheet 
the office. These tickets are at- 
hed to job sheet 299 as issued 
itil the work is completed. Then 
is an casy matter to total up the 
1c charged to the work by adding 
» the amounts shown on the tick 


[he materials form must also cat 
same name and number as 

Harris job sheet, so that the ma 
ial won’t be mixed up with som« 
ther customer’s job. This 
ide in duplicate, one kept by the 
» foreman and the other by th 
fice. As the material is loaded on 

truck for the Harris job. it is 


the 


: 
aiso 1s 








ted on this form as taken out of 
k roo The colume on lef 
cK room he column on lett 
ws the number of each item tak 
out. ‘The column on the right is for the items used. Added in at 
ws the number of each item actu the bottom is the total labor cost 
used in the completed work. The plus any other charge that may have 
ferences between the numbers in entered into the work. The grand 
“used’” column and the corr total of $61.67 is what the custo 
ynding numbers in the “taken out’ mer is billed 
imn indicate the amount of ma All the folio records on the com 
ils returned from each finished pleted jobs are bound together in 
to the stock room binder stacks about 18 inches high 
[he dollars and cents figures ind stacked away for any needed fu 
vn at the Jeft of the “used” co ture reference Thev are bound to 
1 are the charges made to Har scther in their regular consecutive 
a 
— 
Stansell Electric Co. DAILY | See ee 
ELECTRICIANS Time Ticket | 
| CHARGE TO 
408 CHURCH STREET NASHVILLE. TENNESSEE “cde -. Company | 
Stancell Electric ComP# ' 
| 110/47 10/16 19 42 DELIVER TO 
| ‘ Joe Harrie | : so CUST. ORD. NO 
Address 1531 Main Street | . __ Harris aren 
eal eee 200 ft. 
were 
Matena | igt on 
| | 2 
| | én 
, 
| H Too | 7 2 lbs 
i 2 i 
} } Green 
1 
& 
| 
| 
} 
Time__ Alexander § 15,00 
Green 8 8.40 
23.40 
2A 
25.74 } 
REMARKS ON REVERSE SIDE 
Signed ~ ‘wy - 


N° = =299 














These are the three principal forms 


= used by 
Electric to keep job cost records. The sheet at the left is 
the “job” sheet carrying a serial number. In center is 
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As jobs are completed, the job records are filed in numerical order in 


binders. 








such as 


these, 


which provide a ready reference to jobs over a 
considerable period. 


job numbcr form, so 
easily flip through to 
folio he is sceking. 
For ordinary office 
however, a summary 


anyone 
the 


can 
specific 


convenience, 
record of these 


folio accounts is kept in a book ledger 


giving such information as 


might be 


needed under ordinary circumstances. 
Where detailed facts about any job 
are needed. the ledger indicates the 
binder stack in which they may be 


found. 























Stansell 





STREET 


Jos Harris 


1671 Main Strest DATE 
ADDRESS 
MATERIAL 
1/2" BB. Conduit $11.02 
4" Oct. Boxes 7 
1/2" Bushings -38 
1/2" Lociomts -38 
4" Blank Covers 
1/2" Tin Straps +24 
4 Cir, Fuse Panel 2.50 
30 amp 3 PSH Switch 2.76 
Plug Fuses +26 
Permit 60 


RECEIVED BY 


STANSELL ELECTRIC CO. naswvnce 


soe No. _299 


t. Ww Sou 


TENN 


10/17/47 














the daily time ticket used for charging labor hours to the 
various jobs, At right is the material record showing amount 
of materials taken out and amount used. 
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STICK TO A PLAN 
CONTRACTORS SAY 


ONE CAN SEE by looking at the 
new brick-and-steel ‘building of the 
Crook and Dunn Electric Company, 
located at 2021 Ist Avenue, South, 
Birmingham, Alabama, that the busi- 
ness minds of the two partners are 
concentrated on streamlined, efficient 
operations. 

It’s a new building, and a relative 
ly new firm—the partners, L. A 
Dunn and John Crook having form 
ed their organization three vears ago. 
But they weren’t novices at the elec 
trical contracting business, for their 
total experience in contracting adds 
up to about 50 years! 

As usual in such cases, there was 
no other single item in the formation 
of the business that had more in 
trinsic worth than their experience 
and “know-how,” and by cool delib 
eration and pooling of their know 
ledge, the partners have formed 
steamlined organization and have dc 
veloped principles of operation from 
which they seldom deviate. 

Simple Principles 

Those principles in essence, are: 

1. Stick to commercial installa 
tions. Says L. A. Dunn: “In doing 
small residential wiring you've got 
to please three people—the archi 
tect, the owner, and yourself. This 
is all right if small jobs are your 
specialty, but it’s a useless headach« 
to a man who wants to do com 
merical wiring.” 

2. One of the next principles is 
that of bidding only on jobs which 
have the electrical engineering work 
completely included in the plans. 
Again, says Dunn, “If vou have to do 
the engineering work you mav invest 
a lot of money in figuring the job and 
then lose out in the bidding after 
a” 

3. Another principle has to do 
with the electricians. The partners 
run a closed shop, and pav regular 
union scale, and they find it the 
best way to get along with their 
workmen. Dunn agrees that it might 
depend to some extent on local con- 
ditions, but for the Birmingham 
business, the partners find that run- 
ning a closed shop is the best way 
to get along with their workmen. 

Are their principles successful? 
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“Well,” Dunn smiles, “We are 
just completing the largest job that 
has been awarded in Birmingham re- 
cently. And lots of our big jobs are 
ones on which we were not low bid- 
der.” 

The job to which Dunn was refe1 
ring is the new Southeastern head 
quarters of the Social Security <Ad- 
ministration, which involved lighting 
and wiring in a building as stream 
lined in design as the partners are 
in their business methods. Thc 
building has two stories and uses a 
total of 1,093 fluorescent 
lighting fixtures, each containing 
two 40-watt bulbs. ‘The job also in 
cluded the wiring for the installation 
of an air conditioning unit using a 
200-horsepower motor. The lump- 
sum payment of the bid runs 
to about $52,000. The aircondi 
tioning unit has two sets of coils; 
one with refrigerant and one equip 
ped for hot water, heated by gas so 
that the same fan and the same 
ducts may be used for heating in 
winter and cooling in summer with 
no extra installations. 

The partners employ on an aver 
age of 12 to 15 men who are usual 
lv under the supervision of O. C. 


i 


rcc essed 


Nix, superintendent on the Social 
Security job. 

The principles of operation by 
which the partners run their business 
have had their effect in another way. 
It has led them to do most of their 
work on big jobs. Dunn estimates 
the money value of their average job 
to be about $20,000. Seldom do 
they contract for a job that costs 
less than $1,000. 

However much the partners en- 
deavor to select their type of jobs, 
there are some types of work that 
must be done in order to maintain 
good will, according to Mr. Dunn. 
Maintenance and repair work that is 
necessary, the company does cheer- 
fully and well, but it does not solicit 
maintenance contracts or repairs. Of 
course, they are prepared to do reg 
ular commercial rewiring jobs, or 
handle re-modeling work, but the or 
dinary run of repair work is not thei 
specialty. “Yet it must be accepted 
in order to maintain contacts.’ 
Dunn savs. The company usuall; 
keeps one truck busy on this type of 
work. 

The New Building 

The floor dimensions of the new 
building are 25 by 100 fect, wit! 
a parking space at the side of 25 b 
140 feet. All but 18 feet of th 
100-foot length of the building 
used for the shop and storage. Larg 
sliding doors at the rear permit m 
terials of anv size to be_ handle 
easily. 

Starting a new 
war, with no back 
terials. posed a difficult problem 
obtaining supplies, and would proba 


firm during th 
nventory of m 


Chis informal photo of the partners of Crook and Dunn Electric Company. 

Birmingham, shows Louis Dunn at the left, and John Crook, right. Pooling 

their technical “know-how” and developing a streamlined plan of operations, 
these men have established an enviable position in three years. 


ELECTRICAL SOUTH for JANUARY, 1948 








rial 


by 
ness 
way. 
heir 
ates 
job 
do 
osts 


cit 
Of 






























0. C. Nix, Jr.. one of Crook and Dunn’s workmen, looks over part of the 
electrical installation in the engine room of the Social Security Administra- 
tion’s new building in Birmingham. This job, which involved a contract of 
$52,000, was completed recently. The company specializes in larger jobs. 


bly have been nearly impossible to 
nvone who had not been in the 
trade, nor had previous contacts with 
iobbers. 

(he partners do all their own 
stimating, and compose the entire 
ffice force, except for a secretary, 
They 


find that the long experience of the 


who doubles as bookkeeper. 


two of them doubles their capacity 
to make contacts, and also that an 


iddition of the experience of one 


Problems Not Answered 
By the Code Book 


(Continued from page 44 


not give a good ground.” 

One contractor was fined $25 for 
putting current on a chain across 
his shop to keep out boys who had 
been breaking neon tubing in the 
shop. Another contractor was “warn 
ed” because he installed a kitchen 
fixture on a gas drop, without a per 
mit, in such manner that gas es 
caped and a canopy switch ignited 
it, blowing down the entire plaster- 
ed ceiling. 

One young man forged a contrac 
tor’s signature to an application for a 
permit and was discovered when he 
failed to correct defects. Although 
he freely confessed, he was acquit- 
ted because his admission was not 
received by’ the Court. The Court 


their average job size amounting to about $20,000. 


and one sometimes comes to more 
than two! 

It has certainly enabled them to 
start a new business on a solid foun 
dation, with their principles of opera 
tion well-planned ahead. 

With many large commercial jobs 
behind them, the partners feel that 
they have already weathered a period 
in which many businesses have fail 
ed, and that they have endowed thei 
firm with a good business reputation 
in their first three vears. 


entered a plea of “not guilty” for 
him and acted as his lawyer. The 
inspector was forced to admit that 
he had not seen the signature writ 
ten and had not seen anyone do the 
work. The owner of the 
stated that he had a contract with 
the young man and a partner but 
was not present when the work was 
done. 

An inspector had several warrants 
for the arrest of an out-of-town con- 
tractor. One day he saw the con 
tractor’s truck turn into an_ alley. 
Parking his automobile abreast of 
vehicles at the curb, the inspector 
went to find the policeman on the 
beat to serve the warrants. A few 
minutes later he was informed that 
the policeman had taken the inspec- 
tor’s auto, a city-owned vehicle, to 
the police station. The inspector 
was fined $10 for illegal parking and 


premises 
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threatened with additional charges 
“if you say any more about it.” His 
chief could not or would not do any- 
thing about it. 

However, a fellow inspector was 
also a lawyer. He was successful in 
reopening the case and securing the 
refund of the $10. The two inspec- 
tors lost three days from their duties 
and the contractor escaped. 


Another Court 


Another inspector attempted to 
have a defective service switch re 
placed in a large building. Being 
unsuccessful, he attempted to bring 
the owner, a lawyer, into court. The 
case was continued from time to 
time because the lawver did not show 
up. After about three months, 
while making a recheck, the inspec 
tor saw the service equipment burn 
up. He called the fire department 
The switch, of course was replaced 
but the court case was dismissed. 

A youngster making $20 a week 
put in a convenience outlet and in 
idvertently tapped it in on the wrong 
side of the meter. He paid $25 for 
no permit and $25 to the electric 
company for a “pro-rated” bill. The 
electric company gave the inspector 
$5. The job passed inspection when 
a $1 permit was obtained, and the 
tap was removed to the load sid 
of the meter. 


Conclusion 


Despite the disunity and confu 
sion, codes are rapidly being stand 
ardized, and the Inspectors’ Asso 
ciation is doing a great deal to 
change the inspector from a would 
be policeman to a capable, profes 
sional consultant. His salary is 
slowly approaching a comfortable liv 
ing wage and he is being recognized 
as an efficient guardian of persons 
and propertv. The fire insurance 
rates are lowcr, and fewer accidents 
occur, due in large measure to his 
diligence. ‘The tendency to inspect 
on the basis of “the wav I would 
do it” is rapidly being superseded by 
a fair, impartial and reasonable ap- 
plication of standard minimum re 
quirements, leaving the engineer, 
contractor, and owner to decide 
such details as degree of efficency, 
quality, extent of installation, cost, 
wiring methods and the like 

The best inspector is the inspector 
who “governs” the least, for, as it 
has been aptly phrased, “A fool can 
sometimes put on his own trousers 
better than the wise man can do it 
for him.” For this reason some au- 
thorities are opposed to license laws 
but are in favor of sound inspection 
laws, 
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GROSS PROFITS, NET PROFITS AND COSTS OF DEALERS OF DIFFERENT SIZES 


(All figures are percentages of sales) 





TABLE 8: 











Dealers with 1946 Sales of 


$75,000 to $150,000 to 
$150,000 $250,000 






Over 
$250,000 






Less then 
$75,000 


All 
Dealers 


















Gross Profit 1946 33.9 33.8 34.0 35.1 32.1 
1947 33.5 33.7 33.0 36.5 30.6 

Net Profit 1946 8.5 10.2 9.5 5.2 5.6 
1947 9.0 4 11.4 9.9 4.3 

Operating Costs 25.4 23.0 24.5 29.9 26.5 
24.5 2° 6 26.3 






Occupancy Expense 







Sales Costs; Total 1946 


Advertising Costs 







Administrative Expense 1946 







Servicing 

















Operating Cost profits of NERA dealers were, it 1: regions, while dealers in the _Ea 
r true, higher but not abnormally high and Middle West reported lov 
Trends for Dealers “desist Pgs pee : P 

ina probaDuityv risin ( r than avcra gross profits. 


(Continued from page 32 







vertising and “other” costs also in ture will reat re | C iey were jess than the nationai averag 
ci 7 ' ‘er : ay ae Bact ! Middle a q 

creased, although all remaining costs ict profit. We THe dst dild .Ni e West, a 
t f Variations were ' wil though this picture changed som 





decreased on a basis of percentage of ariations W vid nh on ough IS ] 
: , > | i T¢ ar f 
sales. ev is rep ng m what in ] 






Net Profits 












Net profits were up 5.8% in 1947 more than gross profits from 1946 1 in the East. 
compared with 1946. They increased 1947. Dealers whose 1946 sales were b 
from 8.5‘ of sales to 9.0% of vecen 50,000 $250,000 repor 
Regional Variations ak ee , 
se shest gross profits in tl 






sales. In other words, of every $100 the hig 
sold in 1946, the average dealer made No outstanding nal variatior NERA survey. Gross __ profits 


the next vere brought out bv t NERA sur lealers in this sales volume. bracl 






net profits of $8.50, and in 







AL ~ 
six months made $9.00, or an in- The bi f four m 5.1 194¢€ 1d 36.5% 
crease of 50 cents per $100 of sales regions is shown in Table 7. How 1947 
These profits may be compared ver, the follow comments do ) ote ch: ae 
‘ , ‘ : . Variations by Size of Volume 





with the profits given in the OPA de some fi t hit 

study which shows for the vear 1941 Regional In the matt f net profits, th 
the average profit of appliance-radio fi re not la It 1 be noted, irgest dealers were lowest, but it 

dealers was 6.9% of sal [In many however, that Mountain and Paci ilso to be remembered that they h 
respects 1941 mav be regarded as a dealers reported slight higher gross both smaller gros fits and high 


VW [‘h 1946 47 profits than did the a Im otne!l operating costs 








normall\ 











TABLE $9: COMPARISON OF INDIVIDUAL COST ITEMS TO TOTAL OPERATING COSTS OF DIFFERENT SIZED DEALERS 








Dealers with 1946 Sales of 


All Less than $75,000 to $150,000 to Over 
Dealers $75,000 $150,000 $250.000 $250,000 

















Operating Costs 1946 100 100 100 100 190 
9 100 100 100 100 100 


Occupancy Expense 5 4.8 17.3 10.8 12.0 149 
47 4 17.0 10.6 12.4 22.0 

Sales Cosis Tota 1946 30.4 28.3 27.6 25.7 28.3 
1947 29.2 29.1 29.6 29.3 29.8 

Advertising Costs: Total 946 7.6 10.0 6.1 5.6 8.0 
947 9.2 11.6 10.0 yp 8.7 


6 28.4 36.1 26.1 22.6 28. 
7 26.0 33.9 27.3 21.8 26 
6 13.2 a 14.9 16.5 9. 
7 10.0 6.9 10.6 12.8 7 


Administrative Expense 19 





Servicing 19 
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municipalities will not allow high voltage, open-wire lines to 
run through settled areas. To overcome this trouble many 
distribution engineers run their powerlines around a town. 


This practice is expensive — in poles, in line hardware, 
in right-of-way, and in wire. We suggest that you cut down this 
expense by installing Simplex Self-Supporting Aerial Cables. 
Because these cables are insulated, municipal authorities con- 
sider them safe to run through settled areas. Of course the 
saving in running a pole line through a settled community, in- 
stead of around it, is quite evident. 


Simplex Self-Supporting Aerial Cables are made in many 
different constructions to meet the needs of the locality where 
they are to be installed. One of the most popular types is 
made up of one or more individually insulated and jacketed 
conductors bound to a properly selected messenger. Individual 
conductors can have the phase markings molded onto the 
neoprene jackets at three-foot intervals to facilitate identifica- 
tion for tapping. 


For further information on these money- 
saving cables we suggest_you contact 
the nearest Simplex represen- 
tative or write direct to 
Cambridge. 


SHUPLEN WIRES oe 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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TABLE 10: 


Net 
Profit 
Average Dealer 8.5 
High-Profit Dealer 16.3 
Low-Profit Dealer 22 


High - Profit Dealer 
Low - Profit Dealer 





Gross 
Profit 


pancy Selling 


Expense 


COMPARISON OF HIGH AND LOW PROFIT DEALERS WITH THE 
AVERAGE DEALER IN 1946 (Per Cent of Sales) 


Occu- Total Total 
Advertising 
Costs Cost 
33.9 3.7 7.6 1.9 
39.6 32 6.1 23 
30.6 4.1 5.3 3:7 


High Profits = average of 15% or more of sales in 1946 and Ist 6 months of 1947 
Low Profits = average of 5% or less of sales in 1946 and Ist 6 months of 1947 


Adminis- 
trative 
Expense Servicing 
7.1 3.3 
6.5 4.6 
8.7 2.6 


High and Low - Profit Dealers in Per cent of Average Dealer 


119.0 86.5 80.3 121.1 
91.9 110.8 70.0 194.7 


91.5 
122.5 








Table 8 represents a comparison 
of costs of dealers of different sizes, 
the figures given being percentages 
of sales. From these figures, it will 
be noted that the smallest dealers 
and the largest had the highest occu- 
pancy expenses, suggesting that the 
medium sized dealers were the most 
efficient in holding down occupancy 
expenses. Table 9 compares costs 
as percentages of total cost. 

Larger dealers, on the other hand, 
spent more proportionately on total 
sales costs than did the smaller deal- 
ers. 
The smallest dealers, significantly, 
had the highest ratios of advertising 
costs to sales. This means they did 
some advertising, but because sales 
were small, the amount spent was a 
higher percentage of their sales vol- 
ume. 

The smallest dealers also had the 
highest administrative expense, and 
the next highest expense was report- 
ed by the largest dealers. 

Again in the expenses for servicing 
there were further variations. The 
least expenditure for service was re- 
ported by the smallest dealers. Less 
than average servicing costs were re- 
ported by the largest dealers, but the 
variation here may once more be 
due to higher volume. 

The smallest dealers had the low- 
est total operating costs, mainly be- 


cause their sales and servicing costs 
for both 1946 and the first six 
months of 1947 were considerably 
less than the average. 


High and Low Profit Dealers 


This study investigated differences 
among high and low profit dealers, 
but so far as gross profit margins are 
concerned, there is not much differ- 
ence among them. 

For purposes of comparison, high 
profit dealers have been designated 
as those who had net profits of 15% 
or more for the year-and-a-half study 
period. Low profit dealers are desig- 
nated here as those who had net pro- 
fits of 5% or less for the correspond- 
ing period. 

High profit dealers showed occu- 
pancy expenses, 86.5% of the aver- 
age for all dealers in 1946, and 
68.6% in 1947. Low profit dealers’ 
figures were 110.8% and 140.0% of 
the average. What this means is 
that where the average dealer spent 
in 1946 on occupancy $3.70 for every 
$100 of sales, the high profit deal- 
er spent $3.20 and the low profit 
dealer spent $4.10. 

Curiously enough, high and low 
profit dealers spent less than the av- 
erage on total sales costs. 

Again, both high and low profit 
dealers exceeded the average for all 
dealers in total advertising costs. 


High profit dealers had administra- 
tive expense which was 8.5% less 
than the average for all dealers in 
1946, and 23.2% less than average 
during 1947. 

On the other hand, among the 
high profit dealers expenses for serv- 
icing greatly exceeded the general av- 
erage. 

A lesson in how to make higher 
profits is afforded by a study of the 
differences in the total operating 
costs of the high profit and low pro- 
fit dealers. The typical high profit 
dealer not only spent less in both 
1946 and 1947 on occupancy ex- 
pense than either the average or low 
profit dealers, but he also reduced 
his total selling costs in 1947; and 
although he spent more on advertis- 
ing than the average dealer, his ad- 
vertising costs were still less than the 
typical low profit dealer. Adminis- 
trative expense was less for the high 
profit dealer than both the average 
and low profit dealers during the en- 
tire period under study. High pro- 
fit dealers spent a great deal more, 
however, on servicing than did either 
the average or low profit group. 

Thus we see the h'gh profit deal- 
ers’ total costs were considerably low- 
er than the average or low profit 
dealers, although the high profit deal- 
er trimmed most of his costs in or- 

(Continued on page 99) 





TABLE 11: 


COMPARISON OF HIGH AND LOW PROFIT DEALERS WITH THE 


AVERAGE DEALERS IN 1947 (Per Cent of Sales) 


Occu- Total Total 
Net Gross pancy Selling Advertising trative 
Profit Profit Expense Costs Cost Expense 
Average Dealer 9.0 33.5 3.5 7.4 2.3 6.5 
High - Profit Dealer 20.7 40.4 2.4 5.9 3.3 4.8 
Low - Profit Dealer 0.6 30.9 4.9 6.5 4.9 7.9 


High and Low Profit Dealers in Per Cent of Average Dealer 


High - Profit Dealer 120.6 68.6 79.9 146.5 73.8 
Low - Profit Dealer 92.0 140.0 87.8 213.0 121.8 





Adminis- 
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ctrical practice... 


to provide ample capacity for present and future needs 
on distribution systems, service equipment, switches, 
circuit breakers and other plant electrical equipment 








SS 







SS 






to protect general service light and industrial power 
circuits with Trumbull “AT” Enclosed Circuit Breakers. 
A completely enclosed, non-tamperable unit, designed 
to replace fuses, fused switches and other circuit protec- 
tion, this device requires no element to renew after cir- 


cuit interruption. 


“AT” Circuit Breakers have adequate wiring space 
(plenty of room for pulling wires and making connec- 
tions) ... liberal number of knockouts, cleanly cut and 
readily removable . . . semi-dust type construction with 
felt gasket and a screw on front with provision for seal- 
ing ... also available in cast enclosures for explosion 
proof and water and dust tight applications . . . locking 
shelf for 3 padlocks in either the “on” or “off” position. 
Flexible engaging mechanism eliminates possibility of 
handle breakage. 


It’s also good practice to specify Trumbull, the make 
that protects your safe practice, for any of the following 
equipment — safety switches, switchboards, panelboards, 
motor controls, control centers, circuit breakers, L.V.D. 
Busways and FLEX-A-POWER branch feeders. THE 
TRUMBULL ELECTRIC MANUFACTURING CO., 
Plainville, Conn. Other factories at Norwood, Ohio, San 
Francisco, Seattle, N. Hollywood. Sales offices and repre- 
sentatives in all important cities. 









MEN WHO OBSERVE THE 
BEST FRACTICES MAKE 


IT A PRACTICE TO USE TRUMBULL ELECTRIC 
TRUMBULL 


some 








101—Electric Casserole 


Manufactured by General Electric 
Company, Bridgeport 2, Conn. 


PARTICULARLY DESIGNED for the 
preparation of quick “‘one-dish” meals, 
this casserole, of four-quart capacity, 
prepares soups, stews, meat dishes, 
stcamed vegetables and other one-dish 
foods. 

The casserole is available in two 
models—one with an automatic temp- 
erature control which has a :ange of 
100 degrees to 550 degrecs I’, and the 
other with a two-heat contro] for both 
fast and slow cooking. The light 
weight, 434 pounds, permits the cook- 
er to be carried from the kitchen to 
the table, whcre it can be used as a 
serving dish. The cooker is finished 
in white baked enamel and has red 
Textolite handles for cool carrying. 

oa os x 


102—Wired Plugmold 


Manufactured by The Wiremold 
Company, Hartford 10, Conn. 


REAPY-TO-INSTALL in 3-foot and 6- 
foot lengths, with outlets in position 


easy 


tion. 


103—Duplex Outlet 


Manufactured by The Brvant Electric 
Company, Bridgeport 2, Conn. 


SIDE OR BACK WIRING can be ef- 
fected with the No. 9260 duplex con- 








Electrical South 
1016 Grant Building 
Atlanta 3, Ga. 








January, 1948 


Please send me additional information on the following 
New Electrical Products described in this issue: 











venience outlet. The large head ter 
minal screws a-e used in the conven- 
tional manner for side wiring. For 
back wiring, tipped wire is in 
serted from ack and securely 
g-ipped by individual clamps thereby 


4 


thn ef 
tne Sst 
: 3 
the '-D 


elimin any exposcd wire and pro 
viding an additional safety feature 
The outlet aso features a_ built-in 
stripping guide. 

derw-iters’ Laborai 

available in eth 


104—Clothes Dryer 


Manufactured by Trilmont Products 
Co., 24th & Walnut Sts., Philadelphia 
$F a: 


Eouat to 42 feet of 
the Trilmont dryer r 
constructed of stcel, yct is | 


and collapsible for easy storage. De- 
signed to be attached to the Trilmont 
electric heatez, the dryer rack is ideal 
for indoor drying. It can be set up 
separately in the bathtub or any oth- 
crt convenient spot. 

* XC x 


105—Electric Broiler 


Manufactured by International Ap- 
nliance Corporation, 2 East 23rd 
Street, New York 10, N. Y. 


“Aristocrat” Model 400, is a 
compact, oblong, all-purpose broiler 
o: ample capacity for all the broiling 
requirements of the average family. 
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THEM ALL 


You can try it yourself if you're a skeptic. Notice the clean cut and the free 
break-away that means a “happy ending” as you strip a piece of General 


Electric’s thermoplastic building wire. Compare the 
with any other insulation. Then figure it all in ¢/me 

While you're at it, reassure yourself on the abi 
thermoplastic will take, back of the stripped end. 7 
burn it, if you like — General Electric thermopias 
not support combustion. 

Of course, the real cost-saving neonenae? 2 cf this 
wire begin to register when you use it on tie job. 
easily. It has made possible building Wires of sma: 
insulation standards. 

Because General Electric was first in iatroducing 


time — and the resulr — 
O% j.92 Z ° 

ise that General Electric 
wist it! Scrape it! Try to 
tic may char, bur it will 
moderna type of building 
Ir saves time by pulling 


ameter, without lowering 


thermoplastic wire, it has 


always been first in the edie 


necessary to 
Wires that ar 
for yourself 

more facts 


ment, Gen 





GENERAL 
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comaes, Alpin 


rapidly today. 
r 3 P 


our word for it 


Bridvevort - 


ELECTRIC 


make the uniform, well- 
y tested ae T and TW 
e attr tng new users so 
You ¢ don’t hav € to cake 


, ahaa 
— to Section W56- 124 





Appliance and Merchandise Depart- 


oral Electric Company, 
, Connecticut. 














THE g, 





Merchanaise Distributor 


. _— 1 
LooK arounn the next time you call 


on an industrial customer, and you'll 







notice dozens of uses for heavy rubber- 






jacketed cords. Notice the variety of 


aA, Me 












electric equipment 






that requires this 


type of cord. Looks 











like sod business 











... and itis, both in 








volume and profit. General Electric 






makes subber-jacketed cords in many 






sizes a2) constructions. They are built 


for lon7 service and outstanding per- 






forman:e. We'll be glad to tell you 





more about them. 











now ARE YHINe@s down on the farm? 


Are you getting your share of the rural 






electrification jobs ? One good way to be 








ready for them is to check the advan- 
tages of BraidX,* 


General Electric's 






nonmetallic sheathed 






cable for new wiring 





or rewiring. [spe- 





cially suitable for farm wiring, DraidXt 





resists moisture and the effects of wea- 





T 


ther... retards flame. It strips cleanly 






and readily, it is easy to install. Avail- 





able in sizes 14 to 4, with two, three, 





or four conductors, with or without 






ground wire. 







SPECIAL WIRING 1085 call for wires 





and cables made for special service. In 





he bic family of Genera’ Flectric wi 
the big family of Genera’ Electric wires 





and cables, you will find rip cords, shot 





firine cords. bus MW 
. I~ 


£itinsc r >t 


“7 


drop cables, tele- 













phone wire, brewery 






cords, fixture wires, 


and dozens of other 77 dl 
application. Let 






types for virtually any 





wire for <‘:at 





us heip you pick the right 
next unusua! installation. 
*Trade-mark Reg. U. S. Pat. Of 
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Constructed of heavy-gauge _ steel, 
t:iple chromium plated, the broiler 
is 16% inches long, 1242 inghes 


wide, and 8 inches deep. The broil- 
ing area is 125 square inches. 

The broiler is equipped with a 
steel wire grill, adjustable to two 
heights for correct broiling. The unit 
is rated at 1,000 watts high heat and 
450 watts low heat, and is listed by 
Underwriters’ Laboratories, Inc. 

* x * 


106—Murray Ventilating Fan 


Manufactured by The Murray Com- 


pany, 3200 Canton Street, Dallas, 
Texas 
SILENCE AND ECONOMY of opera- 


tion are engineered to the greatest 
efficiency in this fan. The curved 








flange orifice prevents “piling ap”. of 
air, decreases resistance, and results 
in the absence of vibration and “‘beat- 
ing’ sounds often heard in homes 
with, attic ventilation. ‘he fan is 
available in sizes from 36 inches to 48 
inches. 


107—Wire Guard 


Manufactured by Martin M. Stekert, 
45 W. 34th Street, New York 1, N. Y. 


TOUGH, SHATTER-PROOF, and water 
repellent, this transparent plastic wire 
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Use coupon on page 52 to oh- 
tain additional information on 
these new electrical products. 





protector, the Snapon Wire Guard, 
offe:s protection at friction points 
along a wiring line. The manufactur- 
ers claim that this guard completely 
eliminatcs arcing and burning due to 
current leakages. The guard, which 
can be snapped on anywhere in a few 
seconds, prevents the fraying of wire 
insulation, protects and strengthens 
frayed wire, increases the dielectric 
strength of the wire it covers, and re- 
duces rewiring at friction points. 
The wire guard comes in six-foot 
sections which may be readily cut to 
smaller sizes. Any two sections inter- 
lock and overlap, permitting continu- 
ous installations of any desired length. 
At present, Snapon is molded to fit 


snugly over No. 4 and No. 6 wires. 
“ x “ 


108—Wire Connectors 


Manufactured bv H1-Scale Products 
Corp., 217 Centre St., New York 13, 
Ne Ee 


ADHERING Strictly to a wholesalers 
policy, the company announces a line 
of bakelite wire connecto-:s in four 
sizes ranging from HS 9, for use with 
2 No. 18 Awg, to HS 21, for use with 
3 No. 10 Awg. Each size covers a 
wide range of wire combinations. A 
leaflet is available listing the various 
wire combinations that can be 
connected with each size connector. 


* xx 


s17¢ 


109—Fuse Puller Switches 


Manufactured by The Trumbull Elec 
tric Manufacturing Company, Plain 
ville, Conn 


Ratep at 60 amperes. 125/250 


volts, a-c, and m<asuring 9's inches 


wide by 14 inches high and 37% inches 





deep, this redesigned line of fuse pull- 
er switches features a modernistically 
designed enclosu-e. Four different 
units are available, two of which con- 
tain four branch circuits, one main, 
one range circuit and one water hcater 
connection, and two units contain- 
ing six branch circuits, one main, one 
range circuit and one water heater 
connection. 

Solderless lugs are provided fo: 
wires ranging from No. 14 to No. 4 
for the main, range, and water heater 
connections. A dead front metal 
shicld covers all live parts. The 
switches have _ non-interchangeabl¢ 
range and main caps. The entire in- 
terior may be removed by loosening 
one sc‘ew. The new switchcs feature 
self-wiping, snap-action contacts, 
thereby eliminating “riding out” or 
loosening from vibration. 

* * ak 


110—Bendix Ironer 


Manufactured by Bendix Home Ap 
pliances, Inc., South Bend 24, 
Indiana 


ApvantaceEs of effortless iconing at 
a minimum cost are offered in this 
ironer. Simplified operations, com- 
fort for the ope:ator, convenience of 





control, and complete visibility of 
both the controls and the ironing arc 
combined in this under-the-roll iron 
er. In addition to ironing, this mode 
also presses and stcams. 

Features are an adjustable 1a, 
board, height adustment to fit the op 
erator, three open ends, adjustabic 
knee controls, adjustable shoe which 
can be released four inches from th 
and an acce release bar 


4 * * 


. ] Pay Oy | 
roll, sible 


111—Roll-A-Reel 


Manufactured by 
W’. Fourth St., Cincinnati 2, 


Roll-A-Reel, 327 
Ohi 


Hravy REELS of wire, cable, rope 
or anything that 
reel can be quickly, easily and safel 
handled by using this portable Roll 
A-Reel. The strong ball beaving roll 
ers with the hex ends lock in the end 
channels and assure the reel rolling 

(Continued on page 59) 
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TIP-TOP QUALITY | 
WITH OUTSTANDING DISTINCTIVE | 
FEATURES 3 


Ruggedly built, beautifully finished in baked enamel, 
bonded with manufacturer’s guarantee for 5 years 
... and available for immediate delivery. 


See names of manufacturers’ representatives on 
fourth page of this series. 


MADE IN 2 SIZES 


A PRODUCT OF 


CE Hf Ain Conditioning ‘fan Co., Ine, 


1591-1623 DEKALB AVE.. N. E. ATLANTA 6, GEORGIA 
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<p, BASEMENT 

> 

SP 


wiry feu PNTENTED' BLADE 


ACTUALLY ——=" 
E= §-H-O-V-E-1-§ 


<a —_— THE AIR 


y ALL STEEL FRAME 


y RUBBER MOUNTED G. E. 
& WESTINGHOUSE MOTORS 


y NEW PATENTED VARIBLE 
SPEED PULLEY 


J FOUR SIZES—30 IN. — 36 IN. — 
42 IN — 48 IN. 


Y QUIET — EASY — OPERATION 


y 5 YEAR MANUFAC- 
TURERS GUARANTEE 


f UNDERWRITERS 
APPROVAL 


is) 


A PRODUCT OF 


CE HA Ain Conditioning fan Co, Ga 


1591-1623 DEKALB AVE... N. E. ATLANTA 6, GEORGIA 





MANCOOLER 


Sits on floor or shelf. Mounts on wall, ceiling 


or post. 2 or 4 Blades. 1 and 2 Speeds. 


id Ex = Ain C 


1591-1623 DEKALB AVE.. N. E 
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Westinghouse 


and 
General Electric 


Motors 


A PRODUCT OF 


| ] Sf 
onditioning % an Co., Ine. 


ATLANTA 6. GEORGIA 





Ceiling Air Circulator. Two or four 
blade. One or two speeds. 


) Adjustable window fan. Made in 
’ two sizes. 


» Dixie Cooler especially designed for 
contractors and builders. 


No other fan offers all the quality 
distinctive features of Cottongim’s 
Supreme Quality Fans. A complete 
line built for every use with manufac- 
turer's guarantee for 5 years. 


Get the C & H line now for fast, 
repeat sales and good profits. Write 
today for your new 1948 catalog. 


SALES OFFICES & REPRESENTATIVES 


C. R. Hammond, 5535 Ridgedaie Ave., Da‘las, Texas 
Phone T-3-76%3 
Gamble & Mattes, 322 Godchaux Blde., New Orleans 16, La. 
Phone RA-3411 
Frank W. Collins, 7883 Spring St. NW, Atlanta, Ga. 
Phone AT-3932 
W. A. Leiser & Co., 1219 Race St., Philadelphia, Pa. 
Phone RI-6-5477 
Matt R. Vea & Co. Empire Building, Pittsburgh 22, Pa. 
Phone COURT-0566 3 
Corey Co. Inc., 81 Murrav St., New York 7, N. Y. 
Phone BARCLAY 7-2494 
Vincent J. Lonergan Co., 666 Lakeshore Vrive, Chicago 11, Ill. 
Phone SUPERIOR- 1793 
Frank S. Howard, 826 K of P Bldg., Indiananolis, Ind. 
Phone LINCOLN—0272 


| Frazer & Company, 1>0 Church, New York 7, N. Y., 
Exclusive Export Sales 





CS H. Ain Conditioning Sfan Co., Dye. 


1591-1623 DEKALB AvVE., N. E. ATLANTA 6, GEORGIA 
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Product Parade 
(Continued from page 54) 


on the rollers smoothly and without 
friction. Both <ollers are at the same 
height enabling the cable to be tak- 
en from top, bottom, front or back 
of the reel with greatest safety. 
Roll-A-Reel is made in two sizes: 
Style A with 2,000 pounds capacity, 
has a width of 30 inches, depth of 
28 inches and height of 3% inches; 
and Style B with a 4,000 pound ca- 
pacity, has a width of 52 inches, 
depth of 28 inches and height of 4 


inches. 
* ee = 


112—Water System 


Manufactured by Barnes Manufactur- 
ing Co., Mansfie’d, Ohio 


A NEW LINE of deep and shallow 
well self-priming centrifugal jet water 
systems has been announced. The 
pump and motor are horizontal and 
offset giving access to well and piping. 
This assures quiet operation since 


i 


ré 
a 
Se 
e.. 


ses from the well are not carried 
long the pipes to the house. There 
are no moving parts below the g ound. 
[The doub’e-acting positive impelles 
seal eliminates wear rings and holds 
pump at top efficiency at a!] times. 
[he motor has 
and life-time scaled-in 
n-radio interferring and listed by 
Underwriters’ Laboratories, Inc. Wat- 
er pumping is fully automatic, main- 
taining constant wate: level. 


overload protection 


lubrication. It 


113—Line Blocks 


Manufactured by Sherman and Reil- 
ly, Inc., Chattanooga 2, Tenn 


Witt SUITABLE FITTINGS, this block 
will take care of practically any trans- 
mission line stringing situation that 
The formed shell is hot 
pressed of heavy stcel. It has a 
smooth surface with rounded contours 
at every point. Riveted at three 
points and clamped at the shcave 
pin, this block, of unusual structural 
strength, maintains alignment and 


comes along. 





Use coupon on page 52 to ob- 
tain additional information on 
these new electrical products. 





assures smooth operation under the 
most severe conditions and roughest 
treatment. 

On special orders, blocks can be 
furnished with aluminum shells. All 
sheaves have machined grooves, are 
smooth and free running. The blocks 
can be furnished with any style fit- 
ting to suit individual methods of 
operation. 

+ a = 


114—Multi-Breaker 


Manufactured by Square D Company, 
6060 Rivard Street, Detroit 11, Mich. 


Surrep for serving lighting, appli- 
ance and small motor circuits in 
homes, stores, offices, factories, farms 
and as service entrance equipment in 
small dwellings, this new type MO2 
Maulti-breaker features a thermal— 
coilless) magnetic trip which pro- 
vides instant tripping on sho°t circuits 
but which holds on harmless over- 
loads. The magnetic trip functions in 
1/50 to 1/100 of a second, even on 
minor short circuits. 











; 

















en ee 


v 


The breakers are furnished in 1947 
National Electric Code ratings of 15, 
30 amperes, 120/240 volts, 

surface types. They are 
Laborat ries 


= ‘ 
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nderw-iters’ 


Starters 

Manufactuved by Ward Leonard 

Electric Company, 31 South Vernon 
St., Mount Vernon, N. Y. 


115—Ristor 


THESE A-C AUTOMATIC motor start- 
ers are of the non-reversing auto-trans- 
former type designed for use with 
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single speed two or three phase squir- 
rel cage induction motors driving 
pumps, fans, moto:-generator sets, 
compressors, and other equipment. 
They are advantageously used where 
inrush starting currents must be re- 
duced or where motor sta:ting tor- 
que requires adjustment. 

The enclosed starter is drip-proof, 
compact and conveniently arranged 
in three removable sections. All line, 
load and control terminals are com- 
pletely accessible. Adjustable time 
limit acceleration, overload pzotec- 
tion, and adjustable taps on the auto- 
transformer are provided on all start- 
e:s. 

~ * 


116——Desk Lamp 


Manufactured by Fazies Manufactur- 
ing Company, Decatur, III. 


ESPECIALLY DESIGNED for use with 
tlhe new 32-watt, 12-inch diameter 
fluorescent Circline bulb, this lamp, 


Model No. 20103, is equipped with a 
removable cigarette rest and ash re- 
ceptacle. The over-all height is 17 
inches; the shade is 14 inches by 3 
inches; the base is 74 by 2% inches. 
The lamp is equipped with a 90 per 
ccnt-or-better power factor corrected 
ballast, radio condenser, and manual 
starting switch. It is supplied in rip- 
pled gray and chrome or electroplated 
statuary bronze finishes. 

* a ~ 


117—Refrigerator-Freezer 


Manufactured by Hotpoint, Inc., 
5600 W. Taylo: Street, Chicago 44, 
Til. 


Heapinc the Hotpoint 1948 refrig- 
erator line, the Model EG-§ is a 
two zone combination refrigerator- 
freezer which permits dealers to dem- 
onstrate a complete home freezer and 
a high humidity refrigerator by open- 
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; yITH types UBN and ABN Hazard Service En- 
W trance Cables, black and red Okobestoprene 
Tapes are now wrapped over the individual insulated 
conductors in the place of the old style color coded 
braids. And another layer of Okobestoprene Tape is 
wrapped over the bare neutral conductor as a moisture 
seal and for additional outside protection. 

Okobestoprene Tape, a recent development of The 
Okonite Company, combines asbestos fibres with neo- 
prene. It’s unusually resistant to moisture, mildew, 
acids, alkali, weather and is flame-resistant. 

In service entrance cable use, this means there’s no 
moisture absorbing fabric to wick in water. In the 
manufacturing process, the heat of the saturating 
operation of the outside braid covering, actually seals 


Fe rem rene 


these tape layers into solid moisture-resistant sheaths. 
This new construction also provides extra flexibility 
to the cable because the Okobestoprene-sheathed con- 
ductors can twist and slide more easily within this 
flexible armor. 

A third important advantage of this new Hazard 
construction is that there is no inside saturant to 
seep out onto the bare neutral conductor. And as 
the bare conductor itself is wrapped in a layer of 
Okobestoprene Tape, it is protected from the outside 
saturant. Thus you always have a clean concentric 
conductor to work with. 

For further details see your Hazard supplier or 
write Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


insulated wires and cakes ewe every ciatneicés use 
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Use coupon on page 52 to ob- 
tain additional information on 
these new electrical products. 
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ing a separate door to each compart- 
ment. 

The upper compartment, for freez- 
ing and storage of frozen foods, pro- 
vides space for 52 pounds of food, is 
equ pped with an automatic light, 
and requires defrosting approximately 
twice a year. 


in refrigerator storage 
tment has n greatly in- 
through the elimination of 

conventional evaporator unit. 

conventional unit has been re- 
placed by a flat plate type located in 
the refrigerator walls, an arrangement 
which makes possible maintaining a 
humidity of 80 per cent. 

Among the de luxe features of this 
unit are the two fruit and vegetable 
sliding drawers in the bottom of the 
refrigeration compartment, a_ butter 
conditioning compartment with a 
temperature control which keeps but- 
ter at spreading consistency, a hinged 
stainless steel rack with three jars for 
leftovers, and an over-all storage capa- 
city of 8.2 cubic feet. 


= * « 


119—Recessed Troffers 


Manufactured by Mitchell Manufac- 
turing Company, 2525 Clybourn 
Avenue, Chicago 14, III. 


Tuts Live of recessed lighting trof- 
fers has been engineered for max- 
imum illumination, outstanding at- 
tractiveness, and extraordinary flexi- 
bility for a very wide range of appli- 
cations. 

The heart of the new system is the 
basic troffer unit available in 2-40 
watt, 2-40 watt with instant start, and 


ace 
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HEATFLO 





SUPER-SPEED 


TRIANGULAR 


CHROMALOX 


. Electric Range Units for Replacement } 


} 


U 


on any Make or Size Electric Range 


fifin any range opening. More 


Service calls are filled in mini- 
Sales! More Profits! Less Effort! 


mum time with maximum customer 
satisfaction when you feature fast- 
selling CHROMALOX Units for Elec- 
tric Range Replacement. 


Put CHROMALOX to 
work building replace- 
ment sales. For de- 
tailed information on 
CHROMALOX Tri- 
engulars, Super- 
Speeds and Heatflos, 
send for your free copy 
of Catalog RU-47. 


This popular trio and a supply 
of CHROMALOX Adaptor Rings are 
all you need to insure perfect 


CHROMALOX 


means ELECTRIC Cooking at Its Best! 


EDWIN L. WIEGAND COMPANY - 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 
C. B. ROGERS, 100 Peachtree St., N. E., Atlanta, Ga.; L. R. WARD CO., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1239 Frankfort St., Tulsa 5, Okla.; 
W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C.; CHILTON & CHILTON, 4126 N. State St., 

Jackson, Miss. 
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Use coupon on page 52 to ob- 
tain additional information on 
these new electrical products. 






























3-49 watt fluorescent lamps. This 
basic troffer may be used as an 
open type, or by the addit‘on of hing. 
ed frames as a glass-shielded or lou- 
ver-shielded tvpe. A minimum num- 
ber of accessories makes poss‘ble con- 
tinuous row or individual mounting 
of the troffer system in any type of 
ceiling. 

The basic unit consists of reflector 
and wireway channel wired with lat- 
est standard ballasts and starters, fin- 
ished in hard white baked enamel. 
In ceilings of tee-bar snap-in block 
construction, the formed edges of the 
basic unit simply snap into place on 
the tec-bar, and no accessory fittings 
are required. In ceilings of plaster 
and lath, acoustical tile, etc.. a min- 
imum number of simple accessory fit- 
tings are provided for time-saving, 
easy installation. End plates and 
coupling plates feature threaded bush- 
ings which engage screws. No nuts 
are required. 
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Silv-A-King’s new 
“GERMICIDAL UNIT” 
gives that protection 















x oe € | 





ca@® SAFELY 
‘@ INSTANTLY 


120—Firan Heater 


Manufactured by Firan Company, 
Santa Monica, California 









HOSPITALS 





















THIS PORTABLE electric heater, de- 
signated as the Glomaster V-10, fea- 
tures a sintered carbide compound 





a Over 1500 hospitals in the U. S. alone have proved that the 
FACTORIES use of Germicidal Radiation effectively reduces respiratory 
infection. In homes, schools, nurseries, factories, laboratories, 
offices — wherever there is need for protection against air- 
borne bacteria — germicidal radiation is a powerful factor 
for preserving good health. 





Designed to keep pace with giant strides made in the science 
S$ CH OOL S$ of air disinfection, this new Silva-A-King Germicidal unit gives 
positive protection against direct radiation while maintain- 
ing maximum concentration of germ-killing energy. Easy to 
install and completely adaptable to any room with regular 
electrical outlets. 











Free Literature on request. Write 


H 0 HA Er S Dept. G-48 for Germicidal Bulletin. 





BRIGHT LIGHT REFLECTOR CO. 


INCORPORATED ee 
heating element that glows with in- 


Sit i, Ne frared heat but, according to the 
OTM PL IMTV manufacturer, will not burn out and 
is not affected by splashed water. An- 
other feature is a safety switch which 
tu-ns the heater off if it is tipped on 
its face. The heating unit is rated at | 

935 watts. 
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“ein te lt iil a naa a one 


meet the demand 
for relief from 
oppressive heat 

and humidity with 

















. the only 


You can tap the “100% Fan Market". . 
area in the country where year-round relief from heat 
is a necessity . . . and capitalize upon the growing 
demand for this type of fan. Every home in this great 
Southern market actually needs a LAU Fan. Offices, 
stores, restaurants and factories offer tremendous 


sales potentials. 
LAU “‘Niteair’’ Fans offer greater opportunities for 
volume sales and steady profits than any other com- 


parable item. : 


Here’s a chance to do a real selling job and reap H 


the profits! You can increase sales by actually demon- ee 


strating the benefits of ‘‘Niteair’’ cooling to prospects. i 
It’s simple... it’s easy to solicit ‘‘live’’ demonstrations 
and let the fan sell itself. 

You can have every confidence in LAU Fens. Quiet 

+ . economical, by comparison they are the finest- 
built, lowest-priced fans on the market. There is a 
size to meet every need. 


Write us direct to 
Dept. E for speci- 
fications . . . or 
contact your 
jobber, Do 
it now! 


BLOWER~COMPANY 
DAYTON~7,_OHIO 
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-Today’s BIGGEST 


Washer Dollars 
are AUTOMATIC 


Dollar for dollar, to- —aceleiaiel 
day’s best buy in the At 
washer field is the 
Automatic Duo-Disc 


wil 

Washer. i; 
Compareit withany _* Pe, | 
washer costing $5 to a ey 


$15 more. See how ; 
much more the Auto- 9 e | 
matic offers in wanted 
features, in sparkling 


beauty, inrugged con- A = 

struction, in washing H ees — 

efficiency. 
Compare—and i 

you’ll see why the j 

Automatic is a Best 1 


Seller for the more | 
than 12,000 dealers | 
profiting from the Li 
Automatic Washer a] 
Franchise. 
Write for name end address of 
your nearest Automatic Distributor 


Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 











Fleur-O-Lier fixtures are made to exacting spec- 


ifications that cover performance, construction 
and safety. Then they are tested and certified by 
Electrical Testing Laboratories Inc., as meeting 
these specifications. A Fleur-O-Lier label on 
each fixture identifies them. 


What’s the value of this? 


Fleur-O-Lier fixtures are insurance onyour reputa- 
tion. A Fleur-O-Lier installation assures customer 
satisfaction—freedom from complaints. With 


What does 


FLEUR-O-LIER 
mean to you ? 


Fleur-O-Lier equipment you know the customer 
will get fine lighting performance—trouble-free 


operation. 


Fleur-O-Lier is both a Product and a Program. 
Those rigid specifications, the careful checking, 
enable you to give the product unqualified en- 
dorsement. The promotional program develops 
the commercial fluorescent lighting market — 
and raises the standards of lighting to higher 
levels. You benefit—and the customer benefits. 


CERTIFIED 


. in accordance FF 
” with Test 
& 9 p ; 
; Specifications of 


2116 Keith Building ¢ Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any manufacturer who complies with Fleur-O-Lier requirements. 


Fleur-O-Lier Manufacturers F 


ELECTRICAL TESTING 
LABORATORIES, INC 
NEW YORK. N Y 
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\.TrHouGH the postwar boom has 
lasted a year longer than that which 
followed World War I, there is no 
evidence of its petering out. Prices 
will continue to edge higher during 
1948, most economists believe. Some 
leflationary forces are exerting them- 

es. In addition, it seems proba- 

that steps will be taken to neu- 
tralize some of the pressures on 
prices. 

No one wants to see price adjust- 

nts forced by such an unbusiness- 

development as a_ widespread 
ers’ strike. It would be greatly 
n the public interest if prices could 
brought down gradually by in- 
sed production. 

is going to be difficult to in- 

industrial production greatly 
md the present level. Farm 
duction probably will be less 
"he industrial index in 1948 is ex 
ted to average 195, an increase 
f about five per cent. The aver- 
for the year, 1947, is 186, which 
in increase of ten per cent over 
. Production is being hamper- 
by shortages in basic materials 
1 by the limitations of capacity. 
are conditions that cannot be 
red rapidly. 
(he index would go higher if de- 
ind and industrial capacity could 
perfectly matched. The market's 
lity to absorb is slowing down 
duction of such items as tires. air 
ft, aluminum, brass, radios, can 
goods, shoes, tobacco, machinc 


\ié 
i+f 
t( 


Phe se 


] 


This list is growing. The 
ther extreme is iron and steel. That 
ndustry is so basic that it causes 


tages of a long list of items from 


tomobiles to nails. 

Improved machinery does not help 
he situation if materials arc not 
lable to keep it busy. Produc 
ion is being hampered in some in 
stances by lack of freight cars. 
Freight cars are short because of lack 
f steel. 


} 


+ 


Seek Demand Cut 


Another factor in the situation 
that must be recognized is that high 


apitol Comment 


By Paul Wooton 


Business Press News Bureau 


Washington news with a business 
slant from the viewpoint of the 
business and trade press. 


per capita efficiency is very hard to 
obtain when demand for services 
greatly exceeds the supply. 
Reduction of demand seems to 
present more promise in 1948 than 
does increase in production. Steps 
are certain to be taken to curtail the 
excess supply of money. One of the 
ways to neutralize money is to reduc« 


the bank-held public debt. The 
budgetary surplus is being used 
for that purpose at present. Con 


gress is likely to authorize some con 
trol over commercial credit. It will 
not go far in that direction, but 
something will be done. 

One wav of taking monev 
from people and of keeping people 
from bidding up the price of goods 
is to continue tax collections at the 
Congress is not likels 


away 


present rate. 


to do that in an election year. Mam 
are of the opinion that courageous 
leadership would increase taxes rather 


than reduce them. ‘Tax reduction 
then could be used to cushion reces- 


sion and when it comes. 
Vet Bond Cashing 


The classic example of political ex 
pendiency and disregard for the pub 
lic welfare was the approval of the 
immediate payment of terminal leav« 
bonds. This added $1,800,000,000 
to buving power at a very critical 
time. 

There would have been some in 
justices if those bonds had _ been 
paid later rather than now, but they 
cannot compare with the great dis 
service done the public as a whole 
Some day the people mav_ take 
enough interest in matters to 
protest when their interests are sac 
rificed to avoid a situation that might 
lose a few votes. It was not only 
the legislators in that instance 
were to blame. The President’s eco 
nomic council and the joint commit 
tee on the economic report were Ss! 
lent on the subject. 


such 


who 


Food Cost Factor 


Such items as terminal leave bonds 
or the reduction of taxes by $4,000,- 
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000,000 are, paltry items, however, 
compared with the amount of addi- 
tional money put in the pockets of 
people by wage increases. Increases 
in wages put more pressure on food 
prices than anything else. It was ap- 
parent that the supply of food could 
not be increased greatly. All the 
wage increases did was to favor cer- 
tain groups at the expense of others, 
and to insure that even those groups 
paid out the increases in higher 
prices. Two-thirds of the cost of 
living is represented by one item— 
food. 


Voluntary methods of reducing 
demand are not to be dismissed 
lightly. Bread consumption has 


been reduced noticeably by the sim- 
ple expedient of requiring the cus- 
tomer to ask for it. 

Most producers of scarce articles 
would prefer to undertake voluntarv 
rationing. Something along that line 
is being done, but to be importantly 
effective would require exemption 
from the anti-trust statutes—action 
which Congress probably will not 
take, particularly when the President 
has come out so vigorously against it. 


Voluntary Rationing 


voluntary movement, one 
hundred per cent co-operation rarelv 
can be obtained. To make it op- 


In anv 


erative, would necessitate authority 
for the government to require com- 
pliance by dissenters. For instance, 


most steel companies might agree to 
furnish no flat sheets for beer cans. 
One company might refuse to go 
along and thereby nullify the entire 
arrangement if there were no authori- 
tv to compel compliance. 

Some buying power can be blot- 
ted up by intensive efforts to sell 
more E bonds and to get other gov- 
ernment securities in the hands of 
individual purchasers. 

Steel offers a greater problem in 
peace than in war. In war it can be 
channeled to the most important 
Without such powers steel 
shortages are accentuated because 
the output is spread over a vast num- 
ber of uses. 

The situation in textiles has im- 
proved greatly in recent months. 
The price of rayon has been ad- 
vanced. That helps cotton 


uses. 


Inventory Caution 


More caution has been shown in 
1947 in the accumulation of inven- 
torv than in 1946. Nevertheless, 
production for inventorv in 1947 has 
been substantial. This may decline 
in 1948 as retailers, wholesalers and 
jobbers will do their best to avoid 

(Continued on page 94) 


65 





Your Work 
Can Wait ! 


XY. EEO 
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“If there are any important messages while 
I'm out, Miss Suggs, just jot them down on if 
odd scraps of paper and lose them, as usual 


—_ 


“Embezzlement! He's short 2,167 
jelly beans in his accounts!” 
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Partial view ACSR standing operation 


IN BUSINESS 


TO SERVE 
THE SOUTH 


With the Finest in Electrical Conductor 
for Transmission and Distribution 





SOUTHERN ELECTRICAL CORPORATION 
MANUFACTURERS of COPPER & ALUMINUM WIRE & CABLE 
P. O. Box 989 Chattanooga, Tenn. 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 








153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well- illustrated bulle 
tins, now available from the Schwitzer-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J 


156—Electrical Apparatus. ‘This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper ‘Tube & Products, Inc., Cincinnati, Ohio. 


163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa” 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. ‘This re-issue gives 
electrical contractors, jobbers, enginecrs, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
details of the duct, the various fittings, and the he ingers, as well 
as diagrams of complete systems both of the centralized and 
decentralized uthde. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. ‘This booklet will 
be of special interest to all who are interested in the “behind 
the-scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment 


166—Industrial Heat Lamps. ‘The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica 
tion of a new industrial lamp folder. This folder, Y-689, con 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire are now available in a bulletin desig- 
nated as H-407 and available from Hazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, Pa. 
An insert gives comparative data on copper and aluminum con- 
ductors. 


177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of baianced lag 
renewable fuses. Pierce fuses are listed by Underwriters’ Labora 
tories, Inc. 
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178—Mobilite Fixtures. A 15-page booklet, entitled “Eng, 
neered Lighting” has been announced by Mobilite, Inc., Jersey 
City, N. J. The booklet describes and illustrates the various 
fluorescent fixtures manufactured by the company. 


2) 


180—Ceiling Ventilator. Installation and design of the Blo 
Fan is fully described in a 4-page folder recently made availab] 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Po 
mona, Calif. The many diagrams illustrate the principle of th 
Blo-Fan. 


181—Planned Home Laundry. As an aid to architects aud 
ss in fulfilling a growing demand for planned home lau n 
dries, Bendix Home Appliances, Inc., South Bend 24, Ind., 
published an “Architects Handbook.” Profusely illustrated, t th 
40-page, board-covered book presents eleven plans for step.siv 
ing home laundries. The laundry rooms are lithographed ji 
four colors and opposite each is a blue print of the ‘floor plan 


183—Line Maintenance Tips. “Chance Tips on Line Con 
struction and Maintenance” is the title of an instructive bulle 
tin published from time to time by A. B. Chance Co., 210 N 
Allen St., Centralia, Mo., manufacturers of line constructi 
and maintenance equipment. Chance Tips contains items of 
current interest as well as new products of the manufacturer 


184—Electrical Equipment Catalog. ‘The Pyle-National Con 
pany, Chicago, Ill., announces a complete catalog describing a 
of their products, including the Pylets conduit fittings. ‘The 
catalog contains information on a wide range of plugs and re 
ceptacles, dust-tight and explosion-proof fittings, fixture han 


gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wir 
Company, Lowell, Mass., has available an illustrated folder de 
scribing their various types of cords and cord sets. Sizes, color 
and other pertinent information is given. 


186—Hot Water Heater. Informative and well-illustrated d 
are available from M. Hedges Manufacturing Co. 
Chattanooga, Tenn., on their line of Mertland Automatic wat 
heaters. 


187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans 
Booklet available from Emerson Electnc Manufacturing Co., St 
Louis 21, Mo. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. The booklet also gives diagrams showing installati 
in display cases, general store lighting, industrial lighting, an 
special home lighting. 


191—Hole Cutter. A new folder featuring the “Jiffy” adju 
table hole cutter for cutting holes in steel boxes, plates, tanks 
etc., has been issued by Clyde W. Lint, 1144 West Washing 
ton Blvd., Chicago 7, Ill. 


194—Hi-Strength Connectors. Jasper Blackburn ages t 
Corp., St. Louis 6, Mo., announce an attractive folder whic! 
ree the reader on a “behind the scenes” tour of their sien 
to see how the Blackburn Hi-Strength Connectors are made. 


196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
V-Shaped Fluorescent Luminaire, which is so compactly de 
signed that it appears to be semi- recessed. Bulletin No. 1054 
describes the Electro “Louver-Lite.” Both bulletins are ava 
able from the manufacturer, Electro Manufacturing Company 
Chicago, III. 


197—Attic Fans. “The A-B-C of Building Breezes” is the 
title of highly informative and well-illustrated 47-page manual 
issued by Bar-Brook Mfg. Co., Inc., Shreveport, La. The 
“Breeze-builder” attic fan is described in complete detail alon 
with installation and performance data. 


198—Re-Order Guide. A compact catalog depicting its com 
plete line of lighting fixtures is now available from Lightolie1 
Inc., Jersey City 5, N. J. Descriptions and photographs of 105 
lighting fixtures are to be found in this valuable booklet. 


199—Industrial Fixtures. Informative data may be obtained 
from the Workolite Company, 522 Cortlandt Street, Belleville 
9, N. J., on their line of industrial fluorescent fixtures. 


200—Aluminum Building Wire. An attractive, 32-page book 
let on aluminum building wire has been announced by U. S 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
Americas, New York 20, N. Y. Such data as conductivity, cor- 
rosion resistance, soldering, voltage drop, etc. are given. 
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201—Adhesive Labels. Free samples and useful literature tell 
the story of self-adhesive Quick-Labels for marking wires, leads, 
circuits, conduits, etc. The labels are manufactured by W. H. 
Brady Company, 815 N. Third St., Dept. L., Milwaukee 3, Wis. 


202—Lugs and Connectors. A profusely illustrated, 16-page 
booklet is available from Kreuger & Hudepohl, 5 East ‘Third St., 
Cincinnati 2, Ohio, describing their line of solderless terminal 
jugs and connectors. 

203—Lithonia Fluorescent Fixtures. A well-illustrated book 
let describing in detail the manufacturer's line of fluorescent 
fixtures for the home, office, store, and industry is available 
from Lithonia Lighting Products Company, Inc., Lithonia, 
Georgia. 

205—Cable Connectors. Bulletin 16, describing and _ illus- 
trating four distinctive types of service entrance cable connec- 
tors, each having its own advantages for a particular application, 
is available from The M. & W. Electric Manufacturing Com- 
pany, East Palestine, Ohio. Many other electrical fittings are 
also listed in this 19-page bulletin. 


206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tools, moving test lines, cranes, 
and hoists and other industrial applications is offered in the new 
28-page Catalog No. 20 now available from Feedrail Corpora 
tion, 125 Barclay St., New York 7, N. Y. 

207—Water Heater Sales Manual. “Sizing the Job in Elec 
tric Water Heater Sales” is the title of a manual issued by D. 
W. Whitehead Mfg. Co., 609 W. Ingham Ave., Trenton, N. 
J]. The manual also gives specifications of the various DW W 
electric water heater models. 


208—Air Conditioning. The Air Conditioning Products Coin 
pany, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
new catalog, 42-B, containing complete information about its 
“Air-Flo” line of automatic shutters, automatic ceiling shut- 
ters, automatic back draft dampers, manually operated shut 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed “Stock 
List and Shipping Expectations” for Chemclad Thermoplastic 
Insulated Wire, types T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N 


210—Industrial Fans. An informative catalog, illustrating and 
describing the complete line of Berns Air King fans and parts, 
is — from Berns Mfg. Corp., 2278 Elston Ave., Chica- 
go, Ill. 

212—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul- 
letins contain data on installations in homes, apartments, com- 
mercial and industrial applications. 


213—Keystone Lighting Fixtures. The new line of fluores- 
cent and incandescent lighting fixtures for commercial, indus- 
trial, and residential use is clearly described and illustrated in a 
catalog just announced by Keystone Electric Mfg. Co., Dept. 
C, 2228 E. Tioga St., Philadelphia 34, Pa. 


214—Cold Cathode Fixtures. Complete factual data concern 
ing installation and performance of standard cold cathode fluor- 
escent lighting fixtures and lamps are available from Federal 
— Company, Inc., 8700 South State Street, Chicago 19, 
ll. 

215—Electrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, “L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 


216—Lighting Fixtures. Catalog No. 47, just released by 
Moe-Bridges Corporation, Sheboygan, Wisconsin, contains all 
information on _ previously announced items—Light-in-Line, 
Unite-a-Lite, open commercial types, kitchen units, pin-ups, 
commercial strip, Circline and Sterilite germicidal disinfector. 

217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com- 
plete line of bakelite wire connectors, including specifications 
and price. 

218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 


219—Chromalox Heating Units. An attractive loose-leaf bin- 
der containing Chromalox heating unit bulletins, samples of 
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direct mail folders, and other sales aids is now available from 
Edwin L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, 
Pa. The bulletins cover the triangular electric range units, 
the Super-Speed range units, range replacement units, and a 
wide range of heating units for industrial and special applica- 
tions. 


220—Aluminum Switch Boxes. Information on this line of 
aluminum switch boxes is available from Arrow Manufactur 
ing Company, P. O. Box 1516, New Orleans, La. The boxes 
are available for BX, Romex, and conduit. The manufacturer 
offers immediate delivery. Samples will be furnished on re 
quest. 

221—Electric Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from ‘The Hoover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated, two-color pamphlet 
explains special features and advantages of the Hoover motor 
and contains a list of 24 ways to use it. 

222—Germicidal Lamps. A six-page booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park, Cleveland 2, Ohio. 

223—Fuse Booklets. ““:xcessive Heating of Fuses in Enclosed 
Switches, Panelboards and Cabinets” is the title of a booklet 
issued by Frank Adam Electric Company, P. O. Box 357, St. 
Louis, Mo. Included in this booklet is a very comprehensive 
study of the causes of excessive heating of fuses and test tables 
showing temperature rise in fuses at various percentages of load. 

224—Gedney Fittings. Gedney Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 
letin 48, a 62-page, profusely illustrated catalog covering their 
complete line of electrical fittings. 

225—Conductor Fittings and Devices. A complete catalog, 
illustrated, and listing prices, has been issued by Penn-Union 
Electric Corporation, Erie, Pa. 

226—Pemco Electrical Products. The New General Catalog 
No. 90 containing approximately 200 pages is available from 
Philadelphia Electrical & Mfg. Co., 1200-36 N. 31st Street, 
Philadelphia 21, Pa. The catalog is illustrated and contains 
information on the company’s complete line of street and high 
way lighting equipment, flood lighting and fluorescent lighting, 
and service station lighting. 

227—Ventilating Fans. The Murray Company, 3200 Canton 
St., Dallas, Texas, has available informative data sheets describ- 
ing their line of ventilating fans, which range from 36 inches 
to 48 inches in size. 


228—Wiley Fluorescent Fixtures. A catalog containing full 
infermation, engineering data and light output charts for the 
complete line of commercial and industrial fluorescent lighting 
fixtures and spots is available from The R. & W. Wiley Co., 
Buffalo, N. Y. 


229—Signaling Devices. Door bells and buzzers, heavy duty 
bells, bell and chime transformers, push buttons, signaling bells, 
and other signaling devices are described and illustrated in « 
bulletin just released by The Liberty Bell Manufacturing Com 
pany, Minerva, Ohio. Distributor and dealer discount sheets 
are also included. 

230—Electrical Wiring Devices. A 36-page, fully-illustrated 
catalog has been issued by Kulka Electric Mfg. Co., Inc., 30 
South Street, Mount Vernon, N. Y., which describes their line 
of wiring devices. Listed in the catalog are fluorescent lamp 
holders, ballasts, and starters; incandescent receptacles and 
sockets; maritime sockets and switches; swivel units; terminal 
strips, and other specialties. 


231—Heater Cords. Catalog Sheet No. 70 is available from 
Cornish Wire Company, Inc., 15 Park Row, New York 7, N. 
Y., giving specifications and pertinent information on their 
line of heater cords for use with electric irons, toasters, heat 
ers, roasters, and other equipment. 


232—Lakewood Fans. Ventilating fans, spray booth fans, win- 
dow ventilators, shutters, and replacement parts for all units 
are described in a catalog available from Lakewood Engineer- 
ing & Manufacturing Co., 1756 W. Lake St., Chicago 12, Il. 


233—Slater Wiring Devices. A detailed catalog, giving all 
necessary information for specification and purchase of their 
full line of wiring devices, is announced by Slater Electric and 
Manufacturing Co., 56th Street and 37th Ave., Woodside, N. Y. 


234—Residential Fixtures. Catalog 47, issued by Beacon Light- 


ing Products Corp., Chicago, Ill., describes and illustrates the 
smanufacturer’s complete line of lighting fixtures for the home. 
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Expanded Promotion 
Planned by NEMA 


GREATLY EXPANDED promotional 
programs were announced by NEMA’s 
Electric Range and Electric Wate1 
Heater Sections at the association’s 
annual meeting, recently, in Atlantic 
City. 

The electric range campaign, more 
than double the size of the 1947 pro- 
gram, will follow a successful, estab- 
lished pattern, with a three-pronged 
approach, directed to architects, 
builders, and contractors, to schools, 
and to prospective home owners. 

A monthly series of full-page adver- 
tisements in architectural and_build- 
ing trade magazines will stress the 
popular acceptance of the advantages 
of electric cookery, and point out par- 
ticularly the substantial saving in the 
cost of 3-wire services when installed 
as part of the initial wiring job as 
compared with later installation. 

The message to schools will be car- 
ried in full-page advertising in home 
economics magazines, and will be de- 
signed to bring to the attention of 
school management and home eco- 
nomics teachers the importance of 
providing instruction in electric cook- 
ing equipment. 

The electric range story will be pre- 
sented to an audience of 300,000 pros- 
pective home owners through adver- 
tisements in the “Small Homes 
Guide.” 

The electric water heater promo- 
tional program will also be substan- 
tially stepped up as compared to 1947. 

Advertising in builders’ and archi- 
tects’ magazines will stress the advan- 
tages and acceptance of modern auto- 
matic electric water heaters, reinforc- 
ing the promotional efforts of utilities, 
distributors and dealers. 

Stepped-up advertising programs in 
the leading plumbing and trade jour- 
nals will be designed to arouse the in- 
terest of master plumbers in recom- 
mending and selling electric water 
heaters. 

The water heater story, like the 
range story, will be told to the pros- 
pective home owners through the 
“Small Homes Guide.” 
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OF THE INDUSTRY 


‘This publication advertising will be 
backed up by descriptive promotional 
literature for distribution by utilities, 
electrical power supplying agencies, 

nd electrical dealers. 


Price Reductions 
Announced by G. E. 


> 


Price reductions of 3 to 10 per 
cent on a wide range of electrical 
products such as refrigerators, ranges, 
radios, and television receivers were 
announced on the last day of 1947 by 
Charles E. Wilson, president of the 
General Electric Co. 

The new prices became effective 
January 2nd in retail stores. Retail- 
ers will be protected on current in- 
ventories so that they can make the 
new prices effective without losses, 
Mr. Wilson explained. 

While reducing the prices of its 
own appliances, Mr. Wilson disclos- 
ed, General Electric is at the same 
time “reducing prices of component 
parts which the company supplies to 
other appliance manufacturers, in- 
cluding fractional horsepower motors, 
timers, and ballasts for fluorescent 
lighting.” 

The average reduction is somewhat 
more than 5 per cent and provides 
consumer savings of about $50,000,- 
000 out of almost a billion dollars’ 
worth of annual business at retail. 
The reductions apply to about 40 per 
cent of the total output of the com- 
pany, Mr. Wilson added. 

In answer to questions about the 
motives of the company in reducing 
prices at this time, Mr. Wilson said: 

“It’s time industry and labor have 
got to face up to this inflationary 
danger that seems to have been grow- 
ing in this country. This building up 
of prices continually cannot take us 
anywhere except to disaster.” 

The move will cut the profit mar- 
gins of the company for a while, until 
and when other manufacturers sup- 
plying GE also reduce their prices, 
and, aided by technological advances, 
lower production costs can be achi- 
eved, Mr. Wilson said. 

He stressed that the reductions ap- 


plied to products that are in large de 
mand and in which distributor’, 
stocks are low. 

Product lines affected by the GE 
price reduction schedule include 
home radio and television receivers 
oil and gas furnaces, self-contained 
air-conditioners and water cooler 
electric refrigerators and ranges, home 
vacuum cleaners, automatic blankets, 
electric irons, automatic dishwashers, 
disposalls, electric clocks, mixers, cof 
fee makers, waffle irons, grills and 
heating pads, fractional horsepower 
motors, specialty transformers, smal! 
capacitors, time switches, thermostats 
and appliance controls. 

Price reductions on electrical home 
appliances were announced at the 
same time by Hotpoint, Incorporated, 
a General Electric affiliate. 





Large Majority Approves 
Florida Power Franchise 


By more than a 5 to 1 ratio, vot- 
ers of Daytona Beach, Florida, ap- 
proved a 30-year franchise for electric 
and gas service with Florida Power 
and Light Company. 

The es approval of the 
people of Daytona Beach was “in re 
cognition of the splendid service pro 
vided the city by the power company, 
Mayor Ernest L. Padgett said on hear- 
ing the returns in which over 6,000 
local citizens expressed their opinions. 

On the electric franchise, Daytona 
Beach voted as follows: for franchise, 
5,090; against franchise, 929. 

So conclusive was the vote in the 
election that results were broadcast by 
a Daytona Beach radio station within 
one hour after the polls had closed. 
Shortly afterwards, Clyde Byrd, Day 
tona Beach district manager for the 
Florida utility company, broadcast 
thanks to the voters for their assist- 
ance. 

One of the highlights of the period 
before the election was a Rotary Club 
luncheon, with a larger-than-usual at- 
tendance, at which company vice 
president Robert Fite debated issues 
of the franchise with State Legislator 
Thomas Cobb. 
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NERA Headquarters Moves 
To Merchandise Mart 


HeapguarTers of the National 
Electrical Retailers Association will 
move from Washington to Suite 
1437 of the Merchandise Mart, Chi- 
cago in January, according to C. C. 
Simpson, managing director of the 
association, 

Mr. Simpson stated that the move 
is being made in order to better 
serve the nation’s retailers of appli- 
inces and radios, since Chicago is the 
recognized center of the appliance in- 
dustry and 85% of the electrical 
manufacturers are located in Chicago 
or within a few hours of the city. 

“Having our association offices in 
the Merchandise Mart will place 
NERA in the middle of the most in 
tense merchandising activity within 
the industry,” he said. 

Mr. Simpson further indicated 
that making the move to Chicago be- 

the NERA Leadership Confer- 


ence there on January 18 to 2] will 
enable the association personnel to 
better complete plans for the nation- 
wide meeting of dealers and their sup- 
pliers. 


Major Changes Designed 
Into Kelvinator Line 


CoMPLETELY-NEW postwar refrig- 
erators for 1948—with top-to-bottom 
refrigeration, full cabinet - length 
doors, sparkling beauty, 50-pound 
capacity frozen food chests, and an 
exclusive new fruit freshener among 
the outstanding features—have been 
announced by Kelvinator. 

The interiors of the new Kelvinator 
‘Masterpiece’ models have been so 
completely redesigned that the entire 
inside of the cabinet is now refrig 
erated, and doors are full cabinet 
length. 

One of the outstanding results of 
Kelvinator’s full-length refrigeration is 


an entirely new refrigeration inven- 
tion—a refrigerated fruit freshener. 
This is a tilt-out compartment of un- 
usual utility inside the bottom of the 
cabinet, providing abundant new re- 
frigerated storage space for fresh 
fruits or any bulky food or beverages 
requiring refrigeration. 

Top models now have built-in fro- 
zen food chests extending all across 
the top of the interior, providing low 
temperature storage space for 50 
pounds of packaged frozen food and 
ice cubes. 

New styling, the long graceful 
doors with an unbroken sweep, and 
important developments in plastics 
have helped bring these refrigerators 
exciting standards of beauty. 

“The line is distinguished by an 
array of features with the strongest 
consumer appeal and practical use- 
fulness in the home,” reports Charles 
T. Lawson, vice-president in charg: 
of sales. “An additional distinction 
of utmost importance to the retailer 





The “FM” Masterpiece Kelvinator for 1948 is re- 
frigerated from top-to-bottom. Its big, across-the- 
top frozen food chest provides low temperature 


storage space for 50 pounds of packaged frozen 
foods and ice cubes. Twin sliding glass-covered 
crispers hold a total of 20 quarts and are styled to 
match the beauty of the frozen food chest. Its capa- 








city is 8.5 cubic feet within the shelf area. 
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A feature of Kelvinator’s FM model is the fruit 
freshener which has a capacity of five-eights of a 
bushel of fresh fruits. Built of aluminum, with an 
aluminum and enameled front, the Freshener tilts 
out, adding to the capacity and convenience of this 
model. The frozen food chest, with a 
capacity, has a drop-down door which serves as a 
handy shelf for rearranging the frozen food. 


50-pound 














is what we consider to be an unequal- 
ed step-up selling sequence, with 
every price difference readily demon- 
strable in terms of what the product 
gives the buyer.” 

Suggested retail delivered prices for 
standard models range from $214.95 
to $359.95. 


Hotpoint Holds 
Biloxi Meeting 


A SALES GOAL of one-and-a-quarter 
million Hotpoint major appliances in 
1948 — such was the quota given 
Leonard C. Truesdell, Hotpoint vice- 
president in charge of marketing, by 


James J. Nance, president, at the 
Hotpoint, I[nc., southern region dis- 
tributor meeting held at the Edge- 
water Gulf Hotel, Biloxi, Miss. 

“A 20 million dollar expansion pre- 
gram has placed Hotpoint in the big 
leagues of the appliauce industry and 
represents a supreme challenge to the 
company’s marketing organization,” 
Mr. Nance told the group. 

Following Mr. Nance’s expansion 
progress report, Mr. Truesdell opened 
the business phases of the meeting by 
outlining specific responsibilities at 
each marketing level. 

The distributors were addressed 
also by the headquarters staff market- 
ing managers: Edward R. Taylor, 





Southern region Hotpoint distributors met recently in Biloxi, Miss., to hear 
details of the Hotpoint, Inc., expansion program and to accept the challenge 
of a sales goal of one-and-a-quarter million Hotpoint major appliances in 
1948. Above, from left to right; L. C. Truesdell, vice-president in charge 
of marketing, Hotpoint; R. A. Clark, district manager, General Electric 
Supply Co., Atlanta; and C. S. Powell, vice-president, Graybar, Inc., New 
York. Below, from left to right: G. A. Cromwell, and L. M. Stratton, Jr., 
both of Stratton Warren Hardware, Memphis; J. J. Nance, president, Hot- 
point, Inc.; H. E. Cameron, Harry Cameron, Inc., Chattanooga; and W. W. 
Gibbs, Hotpoint, Inc., Atlanta. 
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manager of merchandising; Howard 
J. Scaife, manager of market develop- 
ment; William F. Ogden, manager of 
product planning; Eugene E. Mc- 
Ewen, manager of distribution; and 
Hollis C. Doss, manager of kitchen 
sales. 

The Biloxi meeting, the second in 
a series of four similar meetings held 
in Chicago, New York City, and San 
Francisco, highlighted H ot point’s 
1948 production schedules which call 
for a budget approximately seven 
times as large as that of the com- 
pany’s five year annual average before 
the war. 

Mr. Truesdell said that plans at 
factory and distributor levels would 
be of no value unless there is a dealer 
organization capable of keeping pace 
with the expanded flow of products. 
He emphasized the need for close 
association between dealers and dis 
tributors, and the need for training 
in demonstrating and selling the 
products. 

Mr. Scaife said that a successful 
dealer organization plan must be flex 
ible in order to keep abreast of chan 
ges in distribution, market potentials, 
competitive practices, and economic 
conditions. He termed 1948 “th 
last gasoline stop before the buvers’ 
market desert,” and warned that th 
retail organization must have enough 
“gasoline stored to get us through 
the desert and to the green vallev bi 
vond.” 

In a discussion of product plan 
ning, Mr. Ogden outlined features of 
new products to be introduced, and 
compared them with competitive 
offerings. He pointed out problems 
involved in product planning and dis- 
cussed the manufacturing facilities of 
Hotpoint’s new plants. 

Recognizing the “tremendous ex- 
pansion job it is undertaking,” Hot- 
point has appropriated the greatest 
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“PUT NEW LIFE INTO YOUR 1948 


Ac- 


: SALES PROGRAM 


ld 
an 
t’s 
all 


s Model RW-200 “ 

> 20” — 292” wide, 2344” high, 6” deep 

( Adjustable to windows up to 38” wide 
List (tax inc.) $59.95 


Model RW-160 SS == 
16” — 23” wide, 192” high, 956” deep a 
Adjustable to windows up to 30” wide 

List (tax inc.) $39.95 





c P ml | Thinner ...No. 200 and 
Cumpaet . - » ELOpmNe PMY 240 are one-third thinner 
mounted on motor shaft. ] ‘ ; 
No bel ade ald than ordinary window 
2 Sale, OF Comes oy fans. More attractive. Oc- 
break or wear out 
cupy less space. 


a 


Model W-12 
12” — 232” wide, 14” high, 834” deep 
Adjustable to windows up to 36” wide 

List (tax inc.) $29.95 


Here is a complete line of window fans that you can be proud to sell. Many 
of your customers know that the Meier name on electrical products is a long 


Model 313-F established symbol of quality and dependability. 


NEW IMPROVED FILT-R-FAN 
with directional air-current con- Get detailed inforrnation NOW about the Meier line of window fans and our 
trol. The Window Fan that Filters 


as it Cools. liberal advertising allowance. Put new life into your fan sales program for 1948. 
Modern in design. White, off white, or silver- 

gray enamel finish. Motor and fan fully enclosed. 

Easily installed. Capable of displacing 750 cubic 

feet of air per minute. 23'4” wide, 14” high, 

124" deep. Adjustable to windows up to 36” 

wide. LIST (Tax inc.) $59.95. Now equipped 

with adjustable louvres for directional air-cur- -L48 he & 

rent control to eliminate drafts. \ \ '904/ 

eledl tisha qeeve Gaetan Pb tee des ta FAMED FOR DEPENDABILITY THROUGHOUT THE WORLD 
the fresh outside air, its three glass fiber filters— 

remove dust, dirt and other irritating impurities 


rele! and comfort to suflerers from hayfever, MEIER ELECTRIC & MACHINE CO., INC. 


asthma and other respiratory ailments. 
3525 —. WASHINGTON STREET +> INDIANAPOLIS 7, INDIANA 


DISTRIBUTOR FOR GEORGIA, ALABAMA & FLORIDA: ALEX. CORBETT JR. 
& ASSOCIATES, 2727 49TH STREET, SOUTH, ST. PETERSBURG, FLORIDA 
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advertising and promotion expendi- 
tures in the company’s history Mr. 


Taylor told the distributors. He said 
that extensive advertising campaigns 
on individual products as well as full 
line advertisements will be run 
throughout the year. 

He summarized 1948 merchandis- 
ing plans as including: sales promo- 
tion; a sign and dealer identification 
program; sales training program; the 
most extensive advertising campaign 
in the company’s history; factory-paid 
outdoor poster advertising; and fac- 
tory-paid city newspaper advertising. 


Square D Establishes 
New Sales Department 


AN ANNOUNCEMENT by F. W. Ma- 
gin, president of the Square D Com- 
pany, reveals the formation of a Gen- 
eral Sales Department to co-ordinate 
sales promotion, advertising and over- 
all sales policies of the company’s 
electrical division. 

L. W. Mercer, vice-president, will 
serve as general sales manager under 
the new plan and will also continue 
as general manager of the Switch & 
Panel Division in Detroit. 









| 
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HELWIG CO., 





“BiG THREE 


of Motor Performance with 





U. S. Pot. 





ot 


When you 


The result: superior performance at lower cost. 


| goUTIFLEX BRUSHES 


I. IMPROVED COMMUTATION 
2. MORE UNIFORM WEAR 
3. LOWER OPERATING COSTS 


install 
Brushes on your rotating equipment, you're tak- 
ing advantage of advanced engineering. For MULTIFLEX Brushes give 
you uninterrupted, better contact . . 
circulating current . . . even wear. 


. reduced vibration . 








Helwig-Speer MULTIFLEX 


. . lower 
















oe And you also get all the advantages of double brushes with single- 
i¢> brush simplicity . . . without special adapters or changes in equipment. 
i> MULTIFLEX brushes slide right into conventional single-brush holders. 
Ee Catalog 25 gives you all the facts on ordering brushes. Write for your 
con copy today. —_ 
le eS -7 
iso i ee HEL atin 
A handy way to stock brushes | | MOTOR BRUSH ? KIT 
i P . . d jo. 32- 
{ — There's a Helwig Brush Kit for every : 
ted purpose. For example, Kit No. 10 con- vaneg a 
EE tains brushes, springs and wicks for 175 : 
fs types of vacuum cleaners. You don't have 
1” to order a complete kit if you run low 
| on a popular brush. Simply consult Bul- 
bo letin 65 and request the number you 
oO need from the Helwig office nearest you. 
9 y 
“Ti 
Z SOUTHERN OFFICES 
-C NN oa hw crat areal 316 Walton Bidg.; Ja. 6097 
an & Oklahoma City.. +++323 NW 2nd St.; Tel.: 2-6881 
ER cisitiespencecueaae 1101 Chenevert; Ch. 4-6549 





St, Levlssreccosesvecs 1913 Washington Ave.; Ch. 6510 
Main 7845 


BF PND c <0 crcceneseced 708 N. Piedras St.; 


CARBON PRODUCTS 
Makers of Multiflex and Transert Brushes 















F. H. Roby has been appoint 
assistant general sales manager, 
sponsible for over-all co-ordination 
field activity, advertising and 
promotion. For the present he \ 
continue his current assignment 
sales manager of the Industrial Co: 
troller Division in Milwaukee. Offic 
will be maintained in both Detn 
and Milwaukee. 

C. L. Hull will continue his cy 
rent assignment as merchandise s; 
manager responsible for distributig 
activities pertaining to both industri 
control and power distribution equ 
ment, as well as sales manager of t} 
Switch & Panel Division. 

Headquarters for sales activity ; 
the eleven Western states will co 
tinue at Los Angeles under J. 
Pengilly, vice-president and gener 
manager of the Western Division 


Borg-Warner Produces 
Portable Water Cooler 


THE uNIQgue “water boy,” portabld 
water cooler, developed by the Nowe 
division of Borg-Wamer Corp., 3 
now being produced on a pilot line 
basis in the company’s Chattanoog 
Tenn., plant, it was announced 
Howard E. Blood, president of the 
division. 

Full-scale output will begin 
near future, or as soon as new tooling 
and methods have been tested th 
oughly and subsequent uninterrupted 
production assured, he explained 

The product is the first completely 
portable, automatic water 
device ever to have been offered, M: 
Blood said. It is powered electrical; 
is compact, and may be moved easil\ 
from room to room and 
“plugged in” to the most convenier 
electrical outlet for flexible utiliz: 
tion. 


RS il 
cooling 


) 
SIMp¥ 
sa 


It will cool 50 cups of water an 
hour, and is approximately 22 inches 
wide, 14 inches high, and 12¥2 inches 
deep. The cooler is styled to hold 
one, two, three, or five-gallon bottles. 
but the water reservoir, alone, will 
hold more than one-gallon of water, 
thus eliminating the necessity for use 
of a bottle. 


G-E Distributor 
Opens in Greensboro 


Heapguarters in Greensboro fot 
distribution of General Electric prod- 
ucts in 21 North Carolina counties 
has been established by Nash-Stecle- 
Martin, Inc., of Raleigh. 

The sales office and warehouse, !0 
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cated at 321 South Davie Street, is 
the third established in the brief his- 
tory of the company, which was or- 
ganized in Raleigh in 1944. 

Counties to be served by the new 
Greensboro office are Ashe, Alleg- 
hany, Watauga, Wilkes, Surry, Yad- 
kin, Davie, Forsyth, Davidson, Stokes, 
Rockingham, Guilford, Randolph, 
Montgomery, Richmond, Moore, Ala- 
manance, Chatham, Lee, Hoke, and 
Scotland. 

E. Bruce Peabody, formerly with 
General Electric Credit Corporation, 
has been named operations manager 
of the Greensboro branch. 

R. Walker Martin, president of 
Nash-Stecle-Martin, Inc., said the 
firm regards Greensboro as a natural 
distribution point and added that the 
firm has tentative plans to build its 
wn Office and warehouse building 
later. 


Atlanta 10-Year Club 
Elects New Officers 


Tue Atianta Electrical Agents 10- 
Year Club, an organization of elec- 
trical manufacturers’ agents who have 
been in business for ten years o1 
more, held its annual meeting in At 
lanta, recently, to hear progress re- 
ports on its objectives and to elect 
new officers for 1948. 

Heading the club as president is 
Edgar E. Dawes with William E. 
Hopper as vice-president. Ernest T. 
Lovd was re-elected secretary-treas 
urer. 

The newly-elected officers are 
planning a program of activities for 
the year to further the club’s prin- 
cipal objective—the “selling” of At- 
lanta as the principal distribution 
center for the Southeastern states. 





Georgia Tech Gets 
Network Calculator 


THE LARGEST and most complete 
a-c network calculator installation in 
the United States, costing almost 
$300,000, located on the campus of 
the Georgia School of Technology, 
Atlanta, was put into operation re- 
cently. 

Sometimes called an ‘‘electro-me- 
chanical brain,” the calculator at 
Georgia Tech, in addition to its use 
for research and instructional purpos- 
es, will be made available to power 
companies and their engineers for 
solving the multitude of complex 
problems encountered in the design 
and operation of electrical power sys- 
tems. 

The Georgia Tech calculator in- 
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Your Luck With Fuses 
Improves When You 


Specify _ 











BUILT WITH AN ADEQUATE 


AMOUNT OF 


RENEWABLE 


Fuses 
118 E. FIRST ST. 


prAss 


eee for 


ie Romney Sree . 2 Sli tha 
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BETTER HEAT 
DISSIPATION 


Completely Approved 
° 


Complete Line of 
Knife Blade & Ferrule 
Types 
ca 


Simple to Renew 





JAMESTOWN, N. Y.. 












One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your business. 


What happens when 


the “push-overs”’ 


Start pushing back? 


AS ANY GOOD SALESMAN, and he’ll tell you that 

the lush days are just about gone—-along with 
shortages, slow production and the sellers’ market. 

Today, customers are playing hard to get. The 
* push-overs”’ are beginning to push back. Production 
isn’t lagging any more——it’s already nearly double 
the pre-war level, and fast catching up with demand. 
There’s plenty of healthy competition in sight. And 
you can be glad there is. 

American business has always thrived on competi- 
tion. It still can. But the machinery of selling and 
distribution will have to work at peak efficiency. 

And that means — more mechanization! 

Mechanization is simply the application of assem- 
bly-line methods to the manufacture of a sale. It’s 
the only way to balance mass production. 


With mechanized selling, you won’t turn prospects 
into “‘push-overs,”’ but you’ll certainly get them lean- 
ing your way. By exploring the field, arousing inter- 
est, creating a preference for the things your company 
makes, mechanized selling multiplies the productive 
capacity of your sales force by the hundreds, or 
thousands, or by any number your market requires. 


But this machine is no stranger to you. You know 
it by its first nnme—ADVERTISING. 


We'd just like to point out that now is the time to 
put the machine to work, more consistently, more 
aggressively than ever. And remember that when 
your advertising goes to work in the right business 
papers, with their tremendous concentration of hand- 
picked readers, it becomes the most efficient machine 
you can use for manufacturing sales at a profit. 


Just how efficiently does business paper advertising work? If you'd like to 
see some examples, we'll be glad to send you a recent ABP folder on actual 
results. Also, if you’d like reprints of this advertisement (or the entire series) 
to show to others in your organization, you may have them for the asking. 





ELECTRICAL SOUTH 


is one of the 129 members of The Associated Dusiness Papers, 


whose chief purpose is to maintain the highest standards of editorial 
helpfulness—for the benefit of reader a:zd advertiser alike. 
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stallation, the nineteenth one in the 
country and the first one in the 
Southeast available for the use of 
public utility companies, was obtain- 
1eSS. ed through a grant from the Georgia 
Tech Alumni Foundation. This grant 
was made possible through contribu- 
tions to the Foundation of $100,000 
by the Georgia Power Company and 
$20,000 by other public utility com- 
panies. The construction of the mod- 
ern functionally styled, air-condition- 
ed building to house the calculator 
was financed by an appropriation of 
$168,000 from the Board of Regents 
of the University System of Georgia. 










_ TROUBLE-E/ 


IT EVEN BURNS UNDER WATER! 
Yes, “Sealed 
Tight” Trouble- 
Lites have 
burned contin- 
uously in water, 
in test after 
test... positive 
proof that they are Sealed 
Tight against all outside ele- 
ments — water, oil grease and 
\_z dirt —to insure 


TX longer life and trou- 
ble-free operation. 


a. es 





fener tgs 


C. C. Schoen to Head 
Representatives’ Club 


setae, 
a 





OrGANIZING for 1948 activities, the 
Southeastern Electrical Manufactur- 
rs Representatives Club held its an- 
nual meeting in Atlanta recently. C. 
C. Schoen was elected president, and 
Verlyn H. Branham was named vice- 
president. Mr. Schoen has been 
closely associated with activities of 


SEMRC and served as one of its isl @ RUBBER-LOCKED 


' i 
ws ae e+ ae ee Bom 
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first presidents. Both Mr. Schoen . SOCKET 2 
ind Mr. Branham are manufacturers’ & | 
- agents. Si @ RUBBER-ENCASED ib | 
Frank P. Bell, business manager va SWITCH BUTTON Se 
n- f ErectrrcaL South, was re-elected a 
r- secretary-treasurer. “4 @ HEAVY DUTY GUARD 
Ly «4 and CUSHION ; 
ve Electricity on Farms = MOUNTING Eo 
. Theme of ASAE Meeting ©) @ ROYAL HEAVY DUTY 
- Procress in making electricity do di NON-KINKING WIRE 
W more work on farms is the theme iy 
which brought together engineers en- _ «© ALL-RUBBER 
zaged in rural electrification from all es PLUG; SPRING 
0 varts of the country, to the winter 4 ACTION BLADES 
. meeting of the American Society of bs 
| \gricultural Engineers, at the Stev- SP on seme ee 
n ns Hotel, Chicago, Illinois, in De- = A 
3S ember. A 
a ‘Applications of electricity to agri- ~N 
culture are not onlv increasing rapid- . 
Le : 4 \\ - 


ly, they are becoming more challeng- 
ing,” according to J. B. Stere, chair- 
man of the societv’s Rural Electric ‘i 


Division. “There is growing need for WRITE FOR 
DESCRIPTIVE FOLDER 
_ 
lL * 
WIRE «+ CORD SETS 


the agricultural engineer who can ap- 

ply his specialized talents to the prob- 
CARTRIDGE and PLUG FUSES «+ FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


lems of doing farm jobs better, at 
ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. 1. 


Sate 





lower cost, and with greater ease, con- 
venience and safety.” 

A full half-day discussion was de- 
voted to new developments in farm 
wiring to make electricity more 
readily and safely available about the 
farm and home. 

One session, devoted to progress in 
increasing the productive efficiency 
of farming through intelligent appli- 
cations of electricity, was especially 
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timely in view of continuing demands 
for food production and the higher 
cost and scarcity of dependable farm 
laboz. Agricultural enginecrs are 
pointing the way to doing more and 
more farm chores automatically or 
sem-automatically with low cost elec- 
tricity. 

Another highlight of the program 
was the discussion on the various ap- 
plications of radiant energy to agricul- 
ture. ; 

Because the drying of forage crops, 
grain, and corn involves farm  struc- 
tures and clectric power, the Farm 
Structures Division and Rural Elec- 
trification Division met jointly in a 
full day’s study relating to effective 
methods in conditioning crops for 
safe storage. Reports of progress a- 
long this line by various rescarch men 
throughout the country were included 
in the joint session. 


Water Heater Users 
Get Rate Reduction 


A NEw water heating service rider 
to be used in conjunction with the 
company’s residential rate schedule is 
being announced to its customers by 


Carolina Power and Light Company, 
Raleigh. 

Many water-heater users never be- 
fore recciving the advantage of the 
rider now will be eligible for the dis- 
count. The liberalized rider also 
raises the maximum number of kilo- 
watt-hours subject to the one-half 
cent per kilowatt-hour discount from 
350 to 450 kilowatt-hours for 30-gal- 
lon water heaters and from 600 to 
750 kilowatt-hours for 64-gallon wat- 
er heaters. 

In the past the company has had 
many customers using 30-gallon water 
heaters with single units; these did 
not qualify for the rider. Some cus- 
tomers were also using 15 and 20- 
gallon water heaters which could not 
qualify for the rider under any cir- 
cumstances. These cases represent 
literally hundreds of installations in 
which the customer could not take 
advantage of the water-heater dis- 
count under the provisions of the 
rider. 

These heaters now will qualify for 
the discount of one-half cent per kilo- 
watt-hour provided the unit is not 
in excess of 1,500 watts, and provided 
the tank size is less than 50 gzalions. 

[he company liberalized the max- 





A NAME 
GROWING BIG 
—ELECTRICALLY 


95 PIEDMONT AVENUE, 


ATLANTA, GEORGIA 





imum number of kilowatt-hours sub- 
ject to the discount because it was 
felt that in many cases users vi 3( 
and 64-gallon water heaters required 
many more kilowatt-hours than th 
present rider permits. 


Guaranteed Wiring 
Plans Discussed 


A WELL-ATTENDED meeting of the 
Western Oklahoma Chapter, NECA 
was held recently at the Skirvin 
Hotcl, Oklahoma City. Representa 
tives of all area wholesale houses, local 
union No. B-1141, and the public 
utility were guests of the chapter, re 
ports Bill Damon, chapter manager. 

Charles Scholibo,  secretary-man 
ager of the NECA Southeast Texas 
Chapter, Houston, was the honor 
guest and speaker. He addressed the 
meeting on the subject of NECA’s 
guaranteed wiring plan—reviewing this 
plan from its inception at Houston, 
and presenting a clear picture of its 
profitable operation for chapter groups 
who will get squarely. behind the plan 


Dry Iron to Steam 
With Conversion Unit 


A STEAM-IRONING attachment fo: 
the General Mills’ Tru-Heat iron that 
will enable housewives to convert it 
into a steam iron at will is scheduled 
as the third item in the Betty Crocker 
line of home appliances, according tc 
Roscoe Imhoff, divisional vice-presi- 
dent. 

The stcam-ironing attachment wil 
be unveiled at the Chicago House 
wares Show in January. Deliveries tc 
the trade are booked for Februar 
and March, and a back cover color ad 
vertisement in the April 3, issue of 
the Saturday Evening Post will spear- 
head the national retail sales cam 
paign. 

‘Lhe steam-ironing attachment will! 
be fair-traded at $7.95. A combina- 
tion of the iron, which regularly re 
tails at $12.50, and the steam attach 
ment will be offered for $19.95. 

Mr. Imhoff said the steam-ironing 
attachment will make it possible for 
the home-maker to have a steam iron 
when she wants it, without surrender- 
ing the convenience of an efficient 
dry iron. 

Present combination type irons, he 
said, impose the necessity of handling 
unnecessary weight and bulk when 
they are used as dry irons. The Gen- 
eral Mills’ steam-ironing attachment 
is of sturdy stainless steel and alumi- 
num construction. Like its prede- 
cessors, the Tru-Heat iron and the 
PressureQuick Saucepan, it has under- 
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one rigorous tests in the Betty 
ocker Home Service kitchens, as 
cll as in field surveys. 

The Tru-Heat iron is easily inserted 
ato the steam-attachment and is held 

place by a hand-operated spring 
hich. The stainless steel tank holds 

cup and a half of water, enough 

+ from 30 to 45 minutes of opera- 
on. Ordinary tap water may be used, 
snd any mineral deposits can be easily 
emoved in the home. 

The attachment’s soleplate is made 
pf pr ished forged aluminum with a 
tast-in steam chamber. A die-stamped 
gluminum stand is provided on which 


to rest the combination between 
joning operations. 


When using the steam-ironing at- 
tachment, the Tru-Heat contro] knob 
is turned to “HI” (550°). After a 
short heating time, the steam control 
knob is turned on and water flows 
into the attachment chamber, is con- 
verted to steam, and is emitted 
through steam outlets at the toe of 
the soleplate. 








DATES AHEAD 


National 


Fifth All Industry Refrigeration and Air Con- 
ditioning Exposition. Public Auditorium, Cleve- 
land, Ohio, January 26-29, 1948 


Winter Genrral Meeting. American Institute 
of Electrical Engineers. William Penn Hotel, 
Pittsburgh, Pa.. January 26-30, 1948. 


8th International Heating and Ventilating 
Exposition, Air Conditoning Exposition, Grand 
Centra! Palace, New York, «+ February 
2.6, 1948. 


Fourth Annual Adequate Wiring Conference, 


Stevens Hotel, Chicago, Ill., February 26, 1948. 
(In conjunction with Annual Convention and 


Exposition, National Association of Home 


Builders, Feb. 22-26, 1948) 


Winter Convention, National Electrical Manu- 


factureras Association. Edgewater Beach Hotel, 
Chicago, Ul., March 14-18, 1948. 
Annual Convention, National Electrical 


Wholesa'ers Association, Statler Hotel, Buffalo, 


N. Y., May 3-7, 1948. 


Summer General Meeting, American Institute 
of Electrical Engineers. Mexico, Federal Dis- 
trict, Mexico, June 21-25, 1948, 

Convention, Uluminating Engineer- 


Hote’ Statler, Boston, Mass., Sep- 
1948. 


Annual 
ing Society. 


tember 20-24, 


Southern 


Power and Sales Conference, Missouri Valley 
Electric Association, President Hotel, Kansas 
City, Mo., Feb. 5-6, 1948. I. D. Pettegrew, 
dir-etor, 1004 Baltimore Ave., Kansas City 
6, Mo. 


The Meter and Service Committee of the 
Edison Electric Institute and the Committee 
on Metering and Service Methods of the AEIC 
have both scheduled meetings at the Biltmore 
Hotel, Oklahoma City. Okla., Feh. 9-11, 1948. 
Joint meetings will be held during part of the 
three-day session. 


District No. 5 Convention, National Electrical 


Contractors’ Association, Dallas, Texas, Marc 
29-30, 1948. 
Annual Conference, Southeastern Electrical 


Exchange. Boca Raton Club, Boca Raton, Fla., 
April 8-10 1948. 
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CUSTOM INSTALLATIONS 


at No Extra Cost 


NIAGARA 


with WELEY stock movers 













Suspended or flush with 
ceiling ... individual or 
continuous runs, 


Universal Troffer in 2, 
3 and 4-lamp sizes, com- 
letely assembled, may : 
= used individually or > 
in rows with open, lou- 
vered or glass base pan- 
els. Completely inter- 
changeable. 





i 





— Continuous Runs 





Flush to Ceiling 


Spot Lites . 


FRED ARMY 
4209 Parry Avenue 
Dollas 10, Texas 
L. W. ROBERTS 
Til North 8th Street 
Richmond 19, Va. 


Steed — Continuous én 


.. adjustable or fixed lens types 
...may be used individually or combine 
with Wiley Commercial and Troffer Models. 


SOUTHERN SALES ENGINEERS: 


G. H. ARNOLD 
2378 Beecher Road, S. W. 
Atlanta, Go. 


Companion 
Commercial 
Units in 2, 3, 
4 and 6-lamp 
sizes provide 
various light 
capacities 
with uniform 
appearance. 































=) sp3" 


Start.. 
HPF Ballasts. 


s 
Certified by 
B. T.L. 
Approved by 
Underwriters 
Laboratory. 

. 


A complete 


Industrials 
--. Open, 
louvered 
or glass. 






Only Wiley has the 
E-Z SERVICER 


Pat. #2427084 






One-man service ... No Tools. 
Raise one side, slide sideways 
and drop open. Unhook to com- 


pletely remove. 


A. G. MULLER 
923 Guilford Building 
Greensboro, N.C. 
A. J. WEILBAECHER 
823 Perdido Street 
New Orleans 12, Lo. 


R.&W. WILEY, INC. 


Dearborn at Bridge Street 








Buffalo 7, N. Y. 


Starter or Instant 


-certified | 


a 


line of quality | 
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M & W 


General Purpose 
Solderless 
Ground Clamps 


This brass malleable clamp 
takes solid wires from No. 8 
to No. 4 inclusive. Fastening 
device consists of a 3/8” 
bolt with a 7/32” hole. This 
fastening method makes a 
positive and simple connec- 


tion. 


Send for copy of 
BULLETIN 15 
which illustrates our 


complete line. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 





Work is progressing on Dallas Power and Light Company’s Haskell Avenue 
60,000-volt substation. Another substation is nearing completion and three 
additional, similar. substations are planned for construction by 195], 


Dallas Power & Light 


Plan Expansion Program 


FURTHER EVIDENCE of growth and 
progress in the Southwest is contained 
in the program of expansion projected 
by the Dallas Power and Light Com- 
pany which calls for the expenditure 
of $40,000,000 within the next six 
years for construction and equipment. 

Requirements for electrical service 
are accumulating so rapidly in the 
Dallas area, according to an announce- 
ment by the company, that the 
expenditure called for in the next six 
years will necessarily exceed all prev- 


ious expenditures for expanded facil 
ties in the 30 years of the company’ 
history. 

The phenomenal growth in de. 
mands for electric service is high- 
lighted by the fact that during this 
year the peak load of the compan 
reached 164,800 kilowatts, which was 
29,200 kilowatts greater than the 
peak for 1946, and 37,200 above the 
high mark for 1945, the maximum 
war year. 

Ground has been broken for a new 
60,000 kilowatt turbo-generating unit 
at Mountain Creek plant which 1s 


NEW BUILDING FOR WESTON ORGANIZATION—The Weston Electrica! 
Instrument Corp. is now occupying its new engineering and administration 
building on the plant grounds at Newark, N. J. The T-shaped, three-stor) 
building has a total floor space of 78,000 square feet, is complete with 
its own boiler room for heat, hot water, compressed air, and special services, 
and has fluorescent lighting throughout with 50 foot-candles at desk level. 
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expected to be in operation for the 
peak load in 1949. Another unit, 
with a capacity of 40,000 or 60,000 
kw, will be installed at either the 
Dallas or Mountain Creek plant, for 
operation in 1951. 

Meanwhile, the company is taking 
steps to increase its generating and 
distribution capacity and _ reduce 
losses as much as possible before the 
peak load of 1948. 





Lafayette Site Chosen 
For Wholesale Plant 


AN EIGHT-ACRE SITE on the Scott 
Road, in Lafayette, La., has been pur- 
chased by the Evans Electrical Sup- 
ply, Inc., wholesale distributors, for 
$35.000, where the firm will erect a 
$120,000 wholesale plant. The firm’s 
main plant is located in Baton Rouge, 
La. 

George Womack, is local manager 
of Evans Electrical and will be in 
charge of the new wholesale plant, 
Oscar Evans, president, announced. 





Oliver Steel Opens 
Birmingham Warehouse 


THE PURCHASE and opening of a 
new warehouse in Birmingham, Ala- 
bama, has been announced by Oliver 
Iron and Steel Corporation, Pitts- 
burgh, Pa., as a step in its southern 
expansion program, according to B. 
W. Johnson, general manager of 
sales, Oliver Pole Line Hardware Di- 
vision. 

According to Mr. Johnson, the new 
warehouse, located at 2431 North 
29th Avenue, will handle Oliver pole 
line hardware and construction spe- 
cialties exclusively and will quadruple 
Oliver’s former Birmingham  ware- 
housing facilities for all types of prod- 
ucts. J. H. Beaty, Birmingham dis- 
trict manager of the Pole Line Hard- 
ware Division, will be in charge of 
the new warchouse. 





Florida Town Passes 
Electrical Ordinance 


City Commissioners of Clearwat- 
et, Florida, have adopted a new elec- 
trical ordinance, replacing the old or- 
dinance after it had been held invalid 
by the city attorney. 

Under the new ordinance, the 
electrical examining board will in- 
clude George Burke, contractor; O. 
H. Anderson, city building inspector; 
P. R. Shamehorn, city electrical in- 
spector; and Boyd Bennett, city man- 
ager. The board will act in an ad- 
visory capacity and the city manager 
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Want / more 


KEYLESS CEILING RECEPTACLE — IVORY BAKE- 
LITE—250W—250V. For 314,” and 4” round 
boxes. Extra 1/” oversize design permits 
safety margin for installation. Rigid 
terminals; large binding head screws 
will take No. 12 copper or No. 10 
aluminum wire. Light weight, advan- 
tage in shipping and handling. Not 
subject to mechanical stresses found in 
porcelain. Breakage reduced to mini- 
mum. Washer head screws furnished 
for quick mounting. Listed and Ap- 
proved, Underwriters’ Laboratories, Inc. 





KEYLESS FIXTURE SOCKET— 
660W—250V. One Piece 
Ivory Bakelite. Will 
not /oosen when lamp 
is backed out. No 
breakage—Easy one 
piece installation— 
holds fast. Same Price 
Class as Porcelain. 
Listed and Approved 
by Underwriters’ 
Laboratories, Inc. 





Here are two particularly significant additions to Slater’s grow- 
ing list of LIFETIME wiring devices. 

Like all Slater products, they are engineered and built for 
adaptability to current construction needs, ease of installation, 
enduring service. 

Contractors can be sure of Slater performance as specified. 
Wholesalers can sell Slater’s nationally advertised line with 
the extreme confidence that goes with LIFETIME quality. 


Write for com plete Wiring Device Catalog. 


IC a MFG. CO. % ae 
et oe YORK Lf’ WWund ayicel 











Put your electrical products 
together faster with this varnished tubing 
that’s easy to handle in close quarters ... 
easy to push around corners . . . easy to 
thread because it stays round and has a 
stnooth inside bore. 

Dieflex varnished tubing and sleeving has 
repeatedly shown its ability to cut assembly 
time and lower costs. High dielectric 
strength and clean-cut, non-fraying ends 
are plus values that make it acceptable for 
the most critical applications. 

Dieflex tubings and sleevings are made 
in all VTA and ASTM grades. Shipinent 
from stock. Call your nearest representative 
for detailed information. 


DIEFLEX PRODUCTS LIST 
MADE WITH BRAIDED COTTON SLEEVING 
BASE— VTA Grade A-1 Magneto Grade Varnished 
Tubings—VTA Grade B-1 Standard Grade Var- 
nished Tubings— VTA Grades C-1 and C-2 Heavily 
Coated Saturated Sleevings—VTA Grade C-3 Light- 
ly Coated Saturated Sleevings—Heavy Wall Var- 
nished Tubings and Saturated Sleevings. 

MADE WITH BRAIDED GLASS SLEEVING 
BASE—VTA Grade A-1 Magneto Grade Varnished 
Fiberglas Tubings—VTA Grade C-1 Extra Heavily 
Saturated Fiberglas Sleevings—- VIA Grade C-2 
Heavily Saturated Fiberglas Sleevings—VTA Grade 
C-3 Lightly Saturated Fiberglas Sleevings—Silicone- 
Treated Fiberglas Varnished Tubings and Sleevings. 


INSULATION AND WIRES 
INCORPORATED 


3435 Chouteau Avenue 
St. Louis 3, Missouri 


1111 Live Oak Street 
Houston 3, Texas 


450 Bishop Street N. W. 
Atlanta, Georgia 











will authorize the issuance of new 
electrical contracting permits. 

The commission actcd after City 
Attorney George Smith said the old 
ordinance gave too much power to 
the five-man examining board. 


New Wholesale Firm 
Formed in Roanoke 


A NEW WHOLESALE electrical ap- 
piiance firm, Marshall & Deyerle, 
Inc., has opened for business in Roa- 
noke, Va., at the corner of Park 
Street and Salem Avenue. 

T. S. Deyerle and D. H. Marshall 
are co-owners of the new firm. Mr. 
Deyerle, who is vice-president and 
general sales manager of Thurman & 
Boone Furniture Company, in Roa- 
noke, has resigned to open the new 
wholesale business. Both Mr. Deyerle 
and Mr. Marshall have been associat- 
ed with the Thurman & Boone organ- 
ization for many years. 


Year-Around Fan Sales 
Stressed at Meeting 


AGGRESSIVE appliance dealers can 
profit from ventilating fan sales 12 
months a vear, Southern distributors 
of Silent Breeze ventilating equip- 
ment were told at a regional sales 
conference, held recently, in Atlanta, 
Georgia. 

Elements of the 1948 Silent Breeze 
program for year-around promotion, 


including a variety of advertising and 
merchandising aids dirccted at the 
residential and commercial markets 
were presented to the meeting by H 
E. Blasingham, ventilating divisior 
sales manager of the Holcomb & 
Hoke Manufacturing Company, Inc., 
Indianapolis. 

Past success in year-round selling 
was described by W. B. Farnsworth 
merchandising manager of the Gcor- 
gia Power Company, Atlanta. He ex 
plained that power companies sup- 
port ventilating equipment as a mcans 
of increasing the night-time load. 

“The. business is there, even 
month of the year, for those who g 
out and get it,” said Frank Hoke 
general manager of the Holcomb & 
Hoke Company. “The Silent Breeze 
sales program, plus the Silent Breeze 
deferred payment plan, have prove: 
that you don’t have to wait unt 
spring or summer to make your vent 
lating line pay off.” 

Among the new merchandising 
aids shown at the meeting was a floor 
display unit for the new, low-cost Sil- 
ent Breeze “H. M.” ventilating 
“package.” This compact home ven- 
tilator, including a __ horizontally 
mounted fan, suction chamber and 
automatic ceiling shutter, :s especial- 
ly designed for small homes and 
those in which attic headroom is lim- 
ited. The “H.M.” package is the 


latest addition to the complete line 
of Silent Breeze ventilators 
business and industry. 


] 
for home 





Southern distributors of Silent 


Breeze ventilating 


equipment met with 


representalives of Holcomb & Hoke Mfg., Inc., recently, to hear plans 
for year-around promolion of the line in 1948. 


Left to right, Harry Ropke (face not in picture), Foster Distributing Co., Louisville; E. F. Suther- 
land, Mc Whorter-Weaver, Nashville; Howard Brown, Charles Mariin Distributing Co., Atlanta; L. 
L. Miller and Calvin D. Mitchell, Southern Appliances, Charlotte; Henry C. Walther, Walther 
Bros. Co., New Orleans; Ashley Chambers and William Ewing, Birmingham Electric Battery 
Co., Birmingham; H. C. Caldwell, Caldwell-Baker Co., Inc., Indianapolis; H. R. Blasing- 


ham, H. E. Blasingham (standing), Frank J. Hoke 


(standing), and Bowman Downey, 


Holcomb & Hoke Mfg. Co., Inc.; W. W. Ford, Automatic Home Appliances, Chattanooga; L. R. 


Ward and Robert Shive, L. R. Ward Co., 


Dallas; Robert G. Stang and George Jerman, 


V. E. Sprouse Co., Columbus, Ind., and John Marshall, Gerald Marshall Co., Memphis. 
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General Luminescent 
Holds Annual Meeting 


AppROXIMATELY 40 sales represen- 
fatives attended the annual _ sales 
mecting of Gencral Luminescent 
Corporation. in Chicago, recently. 

R. L. Sullivan, general sales man- 
goer. presided and introduced Charles 
A. Pollak, president, who gave a short 
review of the development of cold 
eathode lighting and the part General 
[uminescent Corporation has played 
in the industrv. 

This was followed by talks from 
yarious departmental heads on prod- 





yct improvements, research labora- 
tov. work. engineering and the many 
afferent sales activities. The new 


“Cencraliner” Colovolt fixture was 
introduced at the mecting. 


Jllinois Company 
Plans Expansion 


AccorpING to information received 
fom H. P. Kettron, president. and 
A.C. Benard, vice-president and gen- 
eal manager, the [Illinois Electric 
Porcelain Company, of Macomb, IIl., 
s cmbarking on a plant cxpansion 
program cntailing the expenditure of 
approximately $145,000 for facilities 
gnd equipment. 

The expansion and modernization 
rogram follows a definite company 
an which resulted in the installa- 
ton of 15 new hydraulic presscs rang- 
mz in size from five to eight tons, 
ind the installation of completely 
machinery throughout _ its 
ay making department, all within 
Construction 
fa new office building is planned. 


akewood Engineering 
aunches Ad Program 


Lakewoop ENGINEERING & Manu- 
ecturing Company, manufacturers of 
ountry Aire ventilating equipment, 
mounce the launching of an cxtcn- 
ve newspaper advertising program 
all of the key cities of the South. 
ull and one-half page advertisements 
ill be run, sting the exclusive 
ountry Aire dealer in the area. 


istributor Meeting 
ancelled by Bendix 


Wir pemanp still exceeding pro- 
uction, current models of the Bendix 
tomatic washer will be continued 
lot some time,” Judson §. Sayre, 
resident of Bendix Home Appli- 
nees, Inc., announced recently, in- 
cating definitely that there will be 
0 new models in January. 
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Transformers 


Liberal Design. 
Steel Encased. 
Solderless Terminals. 





50 Kva. 3-Phase 
Wall Mounting Type. 


Over 30 Years’ 


Experience. 


Leaders — 

with the latest 
Improvements 
and refinements. 


This is our 
principal 
business — 
not a side line. 


A size and type 





ee . 
for every purpose. — | . 
4 to 1000 Kva. —— 
All voitages, r ee, | 
115 volts to 100 Kva. Single Phase cp 
15,000 volts. Floor Mounting Type. y 





SORGEL ELECTRIC CO., 832 W. National Ave., Milwaukee 4, Wis. 


Pioneers in the development and manufacturing of Air-Cooled T.ansformers 














AUTOMATIC 


BEL ELECTRIC 


HOT WATER HEATER 


New Features! 
New Sales Power! 


@ Convenient Table Top — 30 Gallon Capacity 
@ No Visible Plumbing or Electrical Connections 
a @® Heavy Galvanized Tank 
@ One Year Guarantee 


Bell quality is built upon the solid 
foundation of good design and pre- 
cision manufacturing methods. To 
insure customer satisfaction and 
long years of service, only the best 
materials money can buy are used. 
Advanced engineering principles 
and good workmanship make for 
trouble free service. 


For complete specifications 
write to the address below. 


BELL ELECTRIC 
PRODUCTS CO. 


700 MURPHY AVENUE, S. W., ATLANTA, GEORGIA 














GREAT NATIONAL — 


“Weathercrafters for the Nation” 


READY 


with 


1948 MODELS 


“QUIET” Attic Fans 
Write Now 
For Dealership in Your 
Territory 


Check the 14 PLUS FEATURES Found 
Only in G. N. “QUIET” Attic Fans. 


Great National Air Conditioning Corp. 


2125 North Harwood ® Dallas, Texas 











—_L_L_L_>L>>_—_————————E— 
Names in the News 


a 


Charles H. Schwaner has beg 
named _ secretary-treasurer of th 
Tampa Electric Company to succee 
A. R. Hathaway, who recently accep: 
ed appointment as treasurer of th 
Atlanta Gas Light Company, F, | 
Gannon, Tampa Electric presiden: 
has announced. 

Mr. Schwaner comes to Tam; 
from Savannah, Georgia, where | 


was treasurer of the Savannah Ele.§ 


tric and Power Company. He hy 


Charles H. Schwaner 


been in the utility business since 
1923, when he became associated 
with the Eastern Texas Electric Com- 
pany, Beaumont, Texas, in the cus 
tomers accounting department. From 
this position he went to the West 
ern Public Service Company, in Scot- 
tsbluff, Nebraska, as chief clerk. In 
December, 1934, he was elected treas- 
urer of that company and in Septem- 
ber, 1936, he was appointed treas 
urer of the Savannah company, which 
position he held until being elected 
secretary-treasurer of the Tampa E‘lec- 
tric Company. 
*x + x 

C. J. Hunt, Stromberg-Carlson 
radio and television sales manager, 
has announced that Charles F. Gill, 
long associated with the radio and 
electronics sales fields, has been ap- 
pointed a district merchandiser and 
will cover the states of Virginia, 
North and South Carolina, Maryland 
and District of Columbia. 

x x 

J. C. Elmburg, manager of the 
Fairbanks, Morse and Company's 
Boston branch house, has been trans 
ferred to the company’s 


position of manager of that area. He 
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jeplaces G. N. Van Epps who recent- 
jy resigned. 
~ a x 
Thomas W. Berger, Inc., national 
sales organization for Sani-Way Elec- 
tric Garbage Eliminator, Elgin kitch- 
en cabinets and cabinet sinks, have 


ident 


PANN 
“Best in 67 Years 


That summarizes the judgment of 
dealers and wholesalers who’ve seen 
the outstanding new lamp designs in 
the 1948 Faries line. Repeat orders 
indicate that lamp buyers, too, find 
the new models equally attractive. 


‘amp: 
I 


Desk Lamps. . . incandescent 
and fluorescent . . . distinctively 


Sicseun €, Mens designed and beautifully finished. 


Floor Lamps, Torchieres. 
amounced the appointment of Special Purpose Lamps for gen- 


gs > eral and private offices, hotels 
Herman C. Haas as sales manager of heasiials, dale, eikedte, ote. 


the Sani-Way Division. fe ag Stands for sun and heat lamps. 

As sales manager, Haas is institut- ; 
ing a national promotion and adver- 
tisiag campaign for Sani-Way center- 


int about the new home-and-store ey For maximum volume in 
1948 lighting season, 


Industrial Lamps and Brackets. 


demonstrator perfected for dealers display and sell FARIES 
fom the Berger Company’s expe- S heya 


- . ee 
rence in sales-by-demonstration cov- 7 |nine 
ering a 30-year period in the appli- : —— 
ince field. ae Write Today ee 

: 2 2 for new Coreen ate 

The appointment of J. A. Mook, — No. 48 Catalog 
Jt. as advertising and sales promotion , " 
manager of ‘Thurow Distributors, ~~ HANDLED THROUGH LEADING DISTRIBUTOR 
Inc., of Tampa, Jacksonville, Miami, Be es emmermnecernmerge A Were ze 
West Palm Beach, Orlando, ‘ialla- 
hassce and Pensacola, is announced 
by H. M. Carpenter, president. 

Mr. Mook, formerly merchandise 
manager of Raybro Electric Supplies, 
Inc., of Florida, has had over twenty 
years experience in the electrical and 
radio merchandising and sales pro- 
motion field. He will make his head- 
quarters in the company’s home of- 
fice in Tampa. 

a * % 

J. H. Kelly, Southeastern district 
manager during the past three years 
for the Farnsworth Television & Ra- 
dio Corporation, has been appointed 
manager of the Farnsworth Sales Di- 
vision, 

Prior to joining the Farnsworth 
company, Mr. Kelly was associated ' ° 
for 12 years with the General Elec- Ox AuUes Manufacturing Company 
tric Supply Corporation, Atlanta, Ga. 2 Deeatur. Illinois 

George E. Worden, who has been PIONEERS IN LIGHTING EQUIPMENT SINCE 1880 
with the Farnsworth Sales Division, 
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DEPENDABLE 


Floodlighting 


WITH MINIMUM 
MAINTENANCE 


Bie-National heavy duty 
floodlight equipment is built to 
withstand severe operating con- 
ditions; to provide the reliable 
lighting needed for protection, 
and for outdoor night work. 
Pyle-National reflector design 
and light control lenses assure 
high efficiency lighting with 
proper distribution for makxi- 
mum usefulness. The wide 
range of types and sizes, from 
100 watts to 2000 watts, allows 
individual requirements to be 
met easily and economically 
substantial weatherproof con- 
struction with sealed interior 
gives maximum protection to 
reflector and lamp bulbs. In- 
terior cleaning and other main- 
tenance is greatly reduced. 
Write for Catalog 2100 giving 
full information, with beam 
efficiency, candlepower, and 
light distribution data. 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 





in Fort Wayne, since 1945, and who 
was in charge of expediting in the 
company’s Boston office during the 
war, has been named to succeed Mr. 
Kelly as Southeastern district man- 
ager. He will have headquarters in 
Atlanta. 

The Farnsworth Southeastern Dis- 
trict includes Georgia, Alabama, 
Floride, North Carolina, South Caro- 
lina, tie eastern half of Tennessee, 
and sections of Virginia and Ken- 
tucky. 


x * 


William J. Ridout, agricultural en- 
gineer with the North Carolina Ex- 
tension Service, has joined the Edi- 
son Electric Institute as rural service 
manager, according to an announce- 
ment by Charles F. Oakes, president 
of the Institute. In his new position, 


William J. Ridout 


Mr. Ridout will supervise the farm 
electrification activities of the EEI, 
and will assist the various commit- 
tees of the Institute’s farm section. 

Mr. Ridout graduated from Vir- 
ginia Polytechnic Institute in 1939, 
with a B. S. degree in agricultural 
engineering. He joined the Kentucky 
and West Virginia Power Company 
as rural service engineer, and held 
this position until 1940, when he be- 
came power engineer for the East 
Tennessee Light and Power Com- 
any. 

In 1941, Mr. Ridout assumed the 
post of extension agricultural engi- 
neer for the South Carolina Exten- 
sion Service, at Clemson College, S. 
C. He became an ensign in the 
Navy in 1944, and saw service in 
the Pacific. After his release in 
1945, he joined the North Carolina 
Fxtension Service, at Raleigh, N. C., 
as extension agricultural engineer in 
charge of rural electrification. 

He succeeds Roy W. Godley as 
the EEI’s rural service manager. Mr. 
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Godley recently joined the Krg 
Company, Cincinnati, Ohio. / 
x ~ oe 


Paul N. Berner has been nap 
manager of home laundry equipme 
sales for the Norge division of Bo 
Warner Corp., it was announced 
M. G. O’Harra, vice-president and 
rector of sales. 

Mr. Berner will assume the p 
left vacant sometime ago when R. 


Paul N. Berner 


Pizor was transferred from that pot 
and appointed eastern regional ma 
ager. Berner has had wide experienc 
in the washing machine ficld, 
spent 12 years with the Lovell Man 
facturing Co., which he joined as ad 
vertising and sales promotion mai- 
ager, advancing to sales manager 


a g 6 


Frank A. Riley, Jr., Dallas, Texas, 
has been appointed General Electric 
heating device and fan represents 
tive in the southwestern district, it 
has been announced by R. V. Mac 
Donald, district manager of appliance 
sales. 

Mr. Riley was with the Geneml 
Electric Supply Corporation in New 
England from 1933 until he en 
the U. S. Army five years ago. He 
attended Massachusetts State Col 
lege. 

cod a o 

The appointment of John H. Kelly 
as director of sales training for Ben- 
dix Home Appliances, Inc., is an- 
nounced by W. F. Linville, gencral 
sales manager. A. C, Olander, who 
has held the position of retail mer 
chandising manager, has been named 
retail sales training manager. 

Prior to joining Bendix Home Ap 
pliances, Inc., Mr. Kelly was sales 
manager of Otto R. Nemeth, Inc., of 
Ch‘cavo, an engineering and _ sales 
company. 
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Guth— that it is unnoticed. The demon- The demonstrator consists of 
Fixtures stration kit, however, dramatically palm-sized saucepan, about two and 
: calls attention to the feature. a half inches over all. When a lighted 


AN EFFECTIVE demonstrator to 
show the outstanding maintenance 
feature of the Guth Floating-Hinge 
Aristolite has been made available by 


the Edwin F. Guth Company, St. s 
Louis, Mo. | Comfortable Profits - - - 
The demonstrator is a small size, 
& YT * UV « 
with ‘Comfort Cooling’ Units! 


Pent-up demand for Reed Unit Fans, 
created by war time shortages assures 


handsome profits to dealers. Your cus- . : 
tomers will want a Reed — they know Ili ‘1! | 4 | | 
that 14 years experience and leadership ! TT Mm it 


in ventilation-fan manufacture gives them ] 
a more dependable fan good for years 
of trouble-free service. 








working modcl of the Aristolite that 
serves equally well in the sales room 
ot for outside calls. When used as 
a display with the attractive point-of- 
sales card, the demonstrator demands 
considerable attention and _ invites 
numerous inquiries. A sturdy carry- 
ing case is supplied with the unit for 
interesting and profitable on-the-job 
demonstrations. 











General Mills— ae > With the addition of three 
m2 —— simple attachments to the basic 

Saucepan - e , . es Reed Unit Fan — you can display 
Gn EF he ad window fans, attic fans, portable 

. ° ° : a floor fans or commercial exhaust 

A sates demonstration kit that will Re } ae. i ie San ane oe ee 
o pa iS. SS Oe basic models in different sizes to 


make every sales clerk a “‘demonstra- Fh we ; serve this wide variety of uses. 
tor” of the new General Mills Pres- : ; Only Reed offers you these fea'ures 
a / —w oda or catalogue, * 
sureQuick Saucepan has been an- _— _—- 
nounced by company officials as the 
latest of its retail merchandising aids. 
The kit is “pocket size” and em- ' ,; - 
phasizes one of the major safety and _ Picture at right shows addition of 
cat 3 Divert-O-Vent noiseless aluminum louvers, 
operating features of the Pressure- ith ; pong iti 
Quick—the bi-metal cover This wil openings a Justa e to any position 
s ¢ to change air direction as desired. 
cover automatically vents air when 
cooking begins and seals itself. ’ , 
Principle of the self-sealing cover Member PFMA Certified Ratings 
is its bi-metal construction. The top 


metal layer is stainless steel, which 
has high expansion qualities, and the RE F D U N IT FAN S N € 
bottom piece is a nickel alloy of vir- os r . 
tually no expansion. 

The result is that when heat is ap- Manufacturers of Ventilating Equipment 

lied the cover curls or bows down 
tightly into place. In the actual 1001 St. Charles Ave., New Orleans 8, La. 
saucepan, the sealing is so gradual 
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candle or match is applied beneath 
it, the cover automatically snaps down 
into place with a sharp “click.” 

Bill MacDonough, sales manager, 
announced the kits will be made 
available to all dealers. 





Westinghouse— 
Stratovision Antenna 


A CARDBOARD BACK-DROP for deal- 
ers displaying the new Westinghouse 
Stratovision FM antenna is now 
available from the Home Radio Divi- 
sion of the Westinghouse Electric 





Corporation, Sunbury, Pa. 

The angle-shaped display shows 
how the Stratovision antenna may 
be easily installed on the side of a 
building, window sill, or peaked or 
flat roof, and points out its outstand- 
ing features, including durable weath- 
er-proof low-loss insulator, adjustable 
guy wire clamp, standoff transmission 
line insulator, light high-test alum- 
inum mast, seamless tubular alum- 
inum elements, and multi-position 
swivel mounting bracket. 





Stromberg-Carlson— 
Radios 


SHIPMENTS of one of the most ef- 
fective sales aid combinations yet to 
be introduced to the radio trade have 
been completed to its authorized 
dealers by the Stromberg-Carlson 
Company. The one-two sales punch, 
which arrived in time for the holiday 
shopping season, is an ingenious, at- 
tractive wheel background and a com- 
pany prepared 12-minute demonstra- 
tion talk on each of Stromberg-Carl- 
son’s radio-phonograph floor models. 

Realizing the general lack of good 
salesmanship in stores since the war, 
a result of a ‘‘sellers’” market, Strom- 
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FOR LONGER 
RELIABLE SERVICE 
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MALLORY 


Distributed by 


INSULATION AND WIRES INCORPORATED 


ATLANTA 3, GA DETROIT 2, MICH 
BOSTON 20, MASS HOUSTON 3 TEX 
ST. LOUIS 3, MO 


SITTLER COMPANY 
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P. R. MALLORY & CO, Inc. 


ALLO 
CAPACITORS 


TYPE P—AC Motor Starting Capacitors 





SAN FRANCISCO 3, CALIF 


H. A. HOLDEN, Inc. 
MINNEAPOLIS 3, MINN 





RY I 


The plastic case prevents moisture 
absorption and lengthens operating 
life. An excellent replacement for 
aluminum case capacitors with card- 
board sleeves. For original equipment 
use, or if bracket as well as capacitor 
needsreplacement,asplash-proof plas- 
tic end cap and easy-to-install “snap- 
on” mounting bracket are available. 


LOS ANGELES 21, CALIF 
NEW YORK 7, NEW YORK 





berg-Carlson last spring conducted an 
intensive research sales clinic, using 
the talents of its district merchandis- 
ers and regional sales managers to pre- 
pare a concise, convincing sales talk 
especially adapted for dealer floor 
salesmen. 

The demonstrator wheel back- 
ground, so called because the center 
panel section may be revolved to env- 
merate the features of any desired 
model, may be used as an attractive 
display prop for any radio-phono- 
graph in Stromberg-Carlson’s 1121, 
1210, or 1235 series. The features 
listed on the rotatable pana serve the 
double purpose of impressing the cus 
tomer and as a sales presentation out- 
line for the salesman. 





Lightolier— 
Fixture Display 


Just RELEASED by Lightolier, Inc. 
in its comprehensive program to help 
the dealer to sell, is an eye-catching 
display unit unique in lighting fixture 
selling. 

This display unit solves the prob 
lem of presenting a full-sized ceiling 
lighting fixture in a _ small-scaled 
three-dimensional effect. In a realis 
tic dining setting, which shows a man 
and woman facing across a set table, 
the Dinelier, a new fixture, is shown 


a 
4 
Dineker ty \\GCHVOLAER 


| EZclllighF gu DINING TABLE 











as a cut-out that has been treated 
with the same “Starfire” glass tech 
nique as the actual fixture itself. Be 
cause the display is wired for two 
lights, it simulates the actual lighting 
effects of the unusual fixture. 

Effective when shown on a counter 
or in a showroom, this display unit is 
particularly helpful in show windows 
where fixtures are generally hard to 
display. The display is 22 inches 
high, 17 inches wide and 6 inches 
deep. 
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News from the South 
(a RR REE SS SNE 


Montgomery, Ala.—F eaturing a 
complete line of radios, the Jesse 
French Piano Company has formally 
opened in its new home at 47 Com- 
merce Street. This firm, of which 
H. E. French, Jr., is president, was 
founded in 1875. 

* * & 

Harrison, Ark.—Carl’s Electric and 
Plumbing Company, will soon move 
into their new fireproof building on 
North Vine Street. 

ind * oe 

Little Rock, Ark.—The Secretary 
of State has issued a charter to Cross 
& Rogers, Inc., which proposes to 
manufacture and deal in household 
equipment and appliances. Claude 
Rogers was named as resident agent. 

= a * 

Little Rock, Ark.-The Appliance 
Sales Company, a electrical 
appliances of all kinds, has moved 
from 801 West Markham Street to 
1017 West 7th Street. 

* 2 * 

Little Rock Ark.—Formal opening 
of Gillespie Appliance Company was 
held at 707 ee seect, L. J. 
Gillespie is the owner. 

o o a 

Rogers, Ark.—Morrison Electric 
Store, has recently opened for busi- 
ness. Mr. and Mrs. W. L. Mor- 
rison, owners and operators, moved 
the business here from Mena, Ark. 

* a bcd 

Fort Lauderdale, Fla.—Sherman 
Atwood is the new owner of the Ap- 
pliance and Music Center, formerly 
known as the Appliance Center. 
The store will handle radios, elec- 
tric ranges, water heaters, irons, and 
other household electrical appliances 

x * o 

Jacksonville, Fla.—Miller Electric 
Company, 247 Riverside Avenue, an- 
nounces the appointment of B. M. 
Chandler as manager of its appliance 
department. Mr. Chandler has had 
20 years’ experience in the appli- 
ance field. 

* x * 

Miami. Fla.—M. L. Alpert, gen- 
eral manager of National Radio Dis- 
tributors, Ltd., radios and electrical 
appliances, announces that his firm 
has occupied new and larger quar- 
ters at 1360 N. E. First Avenue. 

x af “ 

Miami, Fla—Some 40 sales and 
service employees of Raybro Electric 
Supplies, Inc. from four Florida 
cities held a general sales meeting 
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ELECTRICAL PRODUCTS 
for HAZARDOUS LOCATIONS 


You'll find this catalog invaluable as a time saving, 

quick-reference medium for your present or future 

explosion-proof product requirements. A copy will be 

mailed to you gladly WHEN REQUESTED ON YOUR 
66 BUSINESS LETTERHEAD. Ask for Catalog H47..11. 





RUSSELL & STOLL COMPANY, INC. 


Precision-Built Electrical Equipment 


125 BARCLAY STREET, NEW YORK 7, N. Y. 











EFFICIENCY 
NESTED 
CONDUCTOR 
RACKS 





@ Simplicity is keynoted in the design of 
the EFFICIENCY bushing rack. Note that 
a single bolt supports the bushing and at 
the same time clamps the bushing support 
to the rack. Each fitting is a separate unit 

. permits the installation of each cable 
independently. 

The EFFICIENCY rack is constructed of 
standard rolled steel channel — sizes accord- 
ing to size of bushings and number of mount- 





Nested Conductor Racks ings for each rack. Bushing supports are 
available for Cable diameters malleable iron. For A-C service a brass half 
from 5/16” to 2-3/8". is furnished. Bushings are glazed porcelain, 


extra large and heavy. 
Complete information on all EFFICIENCY Electrical Devices 
is available. Write today for your copy of Catalog No. 38B. 










MANUFACTURERS OF EFFICIENCY 
oe ; ELECTRICAL DEVICES FOR CONDUIT, 
WIRE AND CABLE SUSPENSTOL 
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Air Equipment Co. 
announces it’s line 
of heavy duty 


ANS 


Fifty-four years of experience and 
progressive engineering go into the 
manufacture of the new heavy duty 
industrial and household FRIGID- 


AIR-FANS. 


These large, carefully engineered 
units are built for long, hard serv- 
ice, with a minimum of operating 


and maintenance cost. 





Belt Driven FRIGID - AIR - FANS 
range in size from 30” to 48” and 
are equipped with heavy duty 110 
or 220 Volt 60 cycle single phase 
AC motors. FRIGID - AIR - FANS 
frames are sturdily constructed with 
12 gauge hot rolled steel panels— 
complete electrical welding assures 
greater strength and less vibration. 
Reports from customers and deal- 
ers everywhere are uniformly free 


of trouble. 


Direct Connected Industrial 
FRIGID-AIR-FANS range in size 
from 12” to 30” and are equipped 
with heavy duty 110 or 220 Volt 
60 cycle AC motors. These units 
also boast the FRIGID-AIR-FAN 


completely welded frame. 


Air Equipment Co. now offers new 
and protected franchises — attrac- 
tive discounts and immediate de- 
livery to Manufacturers’ Agents 
and Distributors interested in han- 
dling this complete line of ven- 


tilating fans. 
Mailed the attached 
coupon today 
palate 
AIR EQUIPMENT CO. Oday 
1713 W. Carroll Ave., Chicago, Ill. 


Please send me, without obligation, com- 
pleteinformationonthe FRIGID-AIR-FANS. 


Name 
Address. 








City State. 


AIR EQUIPMENT CO. 





1713 W. Carroll Ave., Chicago, Ill. 
Warehouse—630 S. Miller St. 











recently. The wholesale electrical 
supply firm has branches here, in 
Jacksonville, Tampa and St. Peters- 
burg. Troy A. Brown, president, and 
M. O. Hollis, secretary-treasurer, 
both of Tampa, attended the Mi- 
ami session. 
co o we 

Mount Dora, Fla.—Rehbaum’s 
Hardware Store is adding to its serv- 
ice to the public with the opening 
of Rehbaum’s Appliances. The new 
store is located on Fifth Avenue. J. 
M. Greene will be in charge. 

x s e 

St. Petersburg Beach, Fla.—Frank 
Sapp, former owner of Pass-a-Grille 
Electric Company, has purchased 
Gulf Beach Electric Company from 
S. E. Petty. Mr. Sapp has moved 
his former business into a new loca- 
tion at 332 Corey Avenue and is 
making extensive alterations. 

cas os we 

Tampa, Fla—The Appliance Cen- 
ter has just opened at 115 E. La- 
fayette Street. 

* * od 

Pelham, Ga.—The Home Appli- 
ance Store has been purchased by 
J. W. Rogers. 

a % * 

Savannah, Ga.—Opening of a radio 
sales and service department is an- 
nounced by the Victory Hardware & 
Appliance Company, 2809 Bull 
Street. James F. Meyer, Jr., is man- 
ager. 

Belleville, Kan.—J. D. Screws an- 
nounces the opening of his new busi- 
ness, the Belleville Electric Shop, at 
1915 M Street. 

cd * * 

Great Bend, Kan.—J. Leon Moore 
announced recently that his new 
building at 910 Kansas Avenue has 
been completed and occupied. The 
firm sells and repairs electrical ap- 
pliances, motors, etc. 

* * * 

Independence, K an.—Announce- 
ment has been made of the pur- 
chase of the McCament Electric 
Shop by Tom White and Clair 
White. The shop will be managed 
by Tom White. 

* & x 

Kansas City, Mo.—The Murray 
Electric Company has opened for 
business at 829 Minnesota. The 
sales room and office will occupy the 
east half of the main floor. The 
full basement will be used for shop 
work and storage. John C. Murray 
is the owner. 

* * * 

Wichita, Kan.—Dave Burgard, 
formerly with the Kansas City, Mo. 
branch of General Electric Supply 


Corporation, has been appointed 
counselor of salesmen in the Wichita 
office, which covers the western half 
and the southern portion of Kansas, 
* * bd 
Louisville, Ky.—Joe H. Hayes Elec- 
trical Company, Inc., has obtained 
a charter from the Secretary of State 
to engage in a manufacturing and 
contracting business. Incorporators 
are Joseph H. and Estelle W. Hayes, 
and Edith F. Wachtel. 
* x aad 
Alexandria, La.—Formal opening of 
the Alexandria store of H. H. Me- 
Cann’s Appliances, 701 Third Street, 
was held recently. The new store 
will feature a general line of appli- 
ances, and is owned by H. H. Mo. 
Cann. 
a a ca 
New Orleans, La.—Approximately 
75 electrical appliance dealers from 
the Sovth and Southwest were pres- 
ent at the Jung Hotel for the opening 
of a four-day sales meeting of the 
Lewyt Corporation, Brooklyn, N. Y., 
vacuum cleaner manufacturers. Alex 
M. Lewyt addressed the group and 
announced the appointment of the 
Lighting Fixture & Electrical Supply 
Company, Inc., 307 Tchoupitoulas, 
as area distributors for the product. 
x * a 
New Orleans, La.—Normandie Ra 
dio & Electric Company, 115 Deca- 
tur Street, announces the opening of 
a new store at 532 Canal Street, re- 
cently, featuring services on all 
makes of radios, phonographs and 
recorders, radio and _ phonograph 
combinations, washing machines and 
other appliances. 
* * m 
New Orleans, La.—Emblem, Inc., 
has formally opened its new and en- 
larged appliance store at 2130 Gen- 
tilly Road. Noel Bernal is manager 
of the store, with Harry Glindmeyer 
as assistant manager. A complete 
line of home and electric appliances 
is being carried in stock. 
on * a 
Shreveport, La.—Broadmoore Ap- 
pliance announces the appointment 
of a new repair and service depart- 
ment. — 
x * m 
Kansas City, Mo.—Barr-Thorp 
Electric Company announces that 
Robert J. Campbell has been made 
president of the company and will 
serve on the board of directors with 
John H. Lucas, H. B. Griffiths, and 
Homer J. Henning. Other new of- 
ficers include: Seth P. Aber and 
Charles V. Dunn, vice-presidents; J. 
H. Carswell, secretary; and Robert 
K. Aber, treasurer. 
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Liberty, Mo.—Robert Pence and 
Lester Pence will open an electric 
shop to be known as the City Elec- 
trical and Appliance Company. The 
company will be located at 16 West 
Kansas Street. They will specialize 
in house wiring, electrical repairs, 
and will carry a complete line of 
home appliances. 

x * x 

St. Louis, Mo.—General Electric 
Company has just announced the 
appointment of Hugh S. Sherman as 
manager and Eric W. Smith as sales 
manager of the company’s apparatus 
department office in St. Louis. 

* * * 

Trenton, Mo.—F or mal opening 
yas held recently by Krehbiel’s Ap- 
pliance Store at 1006 Main Street. 
Gilbert Hammons is in charge. 

*x * x 

Asheville, N. C.—Swanger Electric 
Company, in business here for a quar- 
ter of a century, has moved to new 
ind larger quarters at 181-183 Broad- 
vay. Owner J. W. Swanger, says 
his firm has one of the largest and 
most complete stocks of modern 
ighting fixtures in Western North 
Carolina. He added that the com- 
pany will carry at all times a large 
selection of well-known appliances. 

* x % 

Charlotte, N. C.—A. K. Sutton, 

Inc., distributor of radios and home 


f appliances, announces the appoint- 


ment of E. K. Rudolph as general 
manager and G. S. Parker as secretary 
f the firm. 
* od = 

Greensboro, N. C.—Starr Electric 
Company, 231 North Greene Street, 
has sold its retail store and small ap- 
pliance service department, located 
at 255 North Grecne Street, to the 


Guilford Appliance Company, of 
which R. B. Carter is manager. 
Starr Electric Company continues 


business at 231 North Greene, spe- 
cializing in electrical contracting, in- 
dustrial and commercial lighting fix- 
tures 
oO x o 

Lincolnton, N. C.—Following an 
extensive job of remodeling, etc., the 
Polhill Appliance Company has mov- 
ed into the building formerly occu- 
pied by the Lincoln Motor Company 
on East Water Street. 

3 o me 

Raleigh, N. C.—R. S. Fouraker, of 
Raleigh, has been appointed to rep- 
resent N. C. State College School 
of Engineering on the North Caro- 
ina State Board of Examiners of 
Electrical Contractors, succeeding Le- 
Roy M. Keever, who resigned, for 
aterm expiring April 15, 1948. 
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ABolite Reflectors and floodlights are 
recognized throughout the lighting field 


for flawless construction, durability, ease 
of installation and maintenance. With 
designs and shapes to conform te RLM 
standards and every lighting requirement, 
these reflectors have thousands of appli- 
cations in industry for factory, yard, play- 
ground, protective and sign lighting. 





Made of finest quality porcelain on steel, 
ABolite reflectors are easy to clean and 
provide efficient and economical lighting. 
Complete line includes all types of popu- 
lar reflector shapes designed for every 
kind of installation. 


Holite 


REFLECTORS 





SOLD ONLY THROUGH WHOLESALERS 
\ THE JONES METAL PRODUCTS CO., West Lafayette, onio / 





RLM sranonso 
DOME 


Separable socket. 
Also made in 
threaded neck, heel 
neck and Duo-move. 





DEEP BOWL 


Formed neck type. 
Threaded and heel neck, 
quick detachable and 
Duo-move types also 
ovoailable. 








OPEN TYPE 
FLOODLIGHT 


Elliptical angle. Made 
with brackets for either 
open or concealed wiring. 
Easily adjustable. 





SIGN REFLECTOR 


Wide-spread angle type. 
Also made in elliptical, 





af J ! ’ 
rical angle. 




















IF SO—WRITE NOW for the new 
__za HARCO 1948 CATALOG 


_——— 


3] 


of complete up-to-date information 


on all makes of ELECTRIC 
MOTOR PARTS, BEARINGS 
BRUSHES, CAPACITORS 
COUPLINGS and PULLEYS 


LIMITED EDITION Due to Paper Shortage... 
WRITE FOR YOUR COPY AT ONCE!! 


HARCO Equipment co 


2473 SHERMAN AVE., N.W., WASHINGTON 1, D.C. 











Another Job sez 
““WIRE-NUTS”’ 


SOLDERLESS, TAPELESS WIRE CONNECTORS 








EQUITABLE 
BUILDING 


Portland, Oregon 
KENNEY ELECTRIC CO. 
(Contractors) 
PIETRO BELLUSCHI 
(Architect) 


SCREWS ON—like a nut on a bolt! 


R. C. KENNEY, electrical contractor, 
chose Ideal ‘‘Wire-Nuts’’ to make the 
many wire joints in the modern new 
Equitable Building at Portland, Oregon. 


Says Mr. Kenney: ‘Ideal ‘Wire-Nuts’ 
are far superior to other methods. They 
make better joints, and you don’t have 
to mess around with tools or materials. 
Just a pocketful of ‘Wire-Nuts’ and you 
can go right on down the line, making 
joints up near the ceiling or down near 
the floor, in cramped quarters or open 
spaces. It’s a lot easier and safer, and it 
saves considerable money.” 


Yes, Ideal ‘‘Wire-Nuts’’ do give you 
all these advantages and more! That’s 
why so many millions are being used for 
new construction, maintenance and repair 
work. Made in sizes for all usual wire 
combinations from two No. 18 up to and 
including three No. 10, solid or stranded. 
Order from your wholesaler now. Mfd. 
by IDEAL INDUSTRIES, Inc., Sycamore, 


Illinois. 





(THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 
P 


atented — No, 1,933,555 
Distributed Through 
AMERICA’S LEADING WHOLESALERS 


92 








Raleigh, N. C.—Presenting an en- 
tirely new appearance, the remodel- 
ed and enlarged quarters of Johnson- 
Lambe Company, dealers in electrical 
appliances and sporting goods, were 
formally opened to the public recent- 
ly. The entire building has been 
newly painted and decorated and new 
fluorescent lighting fixtures have 
been installed. 

_ o o 

Tryon, N. C.—Landis Radio Serv- 
ice Shop has been opened in the 
Arledge Building by Howard Landis. 
He was formerly connected with the 
General Electric Shop. 

a & o 

Oklahoma City, Okla—The El- 
ledge Lighting Products Company 
announces the changing of the com- 
pany name and the cele of a 
partnership between O. H. Elledge 
and W. A. Meyer. Mr. Meyer brings 
to the new firm, Elledge-Meyer Sup- 
ply Company, over 20 years experi- 
ence as an electrical jobber salesman 
in Oklahoma. 

a e i 

Greenville, §. C.—Bamett Electric 
Company, electrical contracting and 
repairs, has moved into new quarters 
at 317 Augusta Street. Paul J. Bar- 
nett is the owner. 

o a 2 

Rock Hill, S. C.—Featuring small 
home appliances, hot water heaters, 
attic fans, etc., Hallman & Beck Elec- 
tric Company has opened for busi- 
ness at 140 E. Black Street. I. Ray 
Hallman, Calvin S. Hallman and 
Samuel Beck are members of the 
firm, which also specializes in resi- 
dential and commercial wiring jobs, 
sale and installation of lighting fix- 


tures, etc. 
* x x 


Rock Hill, S$. C—D & S Appli- 
ance Company, handling refrigera- 
tors, electric ranges, washing ma- 
chines, etc., has occupied new quar- 
ters at 111 Oakland Avenue. 

* oe 

Union, S. C.—A new enterprise, 
the Collins Appliance Company, is 
being opened on East Main Street, 
with J. J. Collins as proprietor. 

x * x 


York, S$. C.—The Brice Appliance 
Company has been organized to deal 
in electrical appliances, fixtures, etc. 
W. M. Brice is president. 

ad * * 

Knoxville, Tenn.—Dean Armstrong 
announces the new location of the 
Broadway Electric Company at 80C 
East Fifth Avenue, this city. This 
firm specializes in commercial, in- 
dustrial and house wiring, lighting 


fixtures, electrical heat, appliance, 
etc. 
e * * 

Knoxville, Tenn.—S. H. George 4 
Sons have added an electrical appli. 
ance department to their main store 
in addition to the commercial ap 
pliance department at the new State 
Street store. Frank Oates is jp 
charge at the main store and H. 
Everett will manage the new store 

- * © 

Corpus Christi, Tex.—Mannin 
Electric Company has opened bus. 
ness in new and larger quarters a 
2205 Ayers Street, and, in this cop. 
nection, have added a number of 
first-line appliances to their stock 
L. T. Manning is the owner. 

2 oe c 

Dallas, Tex.—Federal Electric 
Company, 2118 Main Street, an elec. 
trical manufacturing and distributing 
concern, announces the appointment 
of John J. Dempsey as sales repre 
sentative in Dallas County. 

* o o 

Dallas, Tex.—R. V. McDonald, dis 
trict manager of appliance sales fo; 
General Electric, announces the ap 
pointment of Frank A. Riley, Jr., a 
G-E heating device and fan represen: 
tative in the southwestern district. 

a s cs 

Marshall, Tex.—Anderson Electric 
Appliance, 312 North Washington 
Avenue, has changed its name to 
Paramount Home Appliances. The 
owner is Angus McKay. 

° o o 

San Antonio, Tex.—The Pau! 
Wright Electrical Company has for. 
mally opened in their store at 20] 
San Pedro Avenue. The company 
handles a complete line of electrical 
appliances. 

od o * 

Richmond, Va.—As part of an e& 
pansion program, A. R. Tiller, Inc., 
has recently occupied new and larger 
quarters at 959 Myers Street, West 
End. The firm distributes major 
and small appliances, radios, etc., in 
Virginia and the Carolinas. 

* a a 

Charleston, W. Va.—G old farb 
Electric Supply Company, Inc., 616 
Lee Street, has been granted a per 


mit for the construction of an ad 
dition to its building there. 
x * x 


Parkersburg, W. Va.—The front 
Electric Company, of this city, has 
been incorporated with capital stock 
of $50,000 to deal in electric sup 
plies and accessories. §S. S. Front and 
Ruth Bosch Front, both of Wheel- 
ing, and Henri S. Front, of Parkers 
burg, were listed as the incorporaters. 
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TWO TYPES 
ADJUSTABLE 
6-113" - 13” to 24” 
= 


10” 


S at Check the features empha- 
CON sized here, and you’ll see why QUIET TYPE 
of Signal Kitchen Vent Fans are popu- FAN 
ock lar with the trade and customers * 
alike...features that = — to PPM etnias: 
more sales...a quality product ? 
priced to actually meet the demand MOUNTED-TOTALLY 
ric for a kitchen necessity ... an item ENCLOSED 
me needed the year round. & 
ring Beside the features shown here, DOUBLE PROTECTION 
*. opening and closing of the door PUINUTS [ati } 
- with the handle starts and stops the INSIDE DOOR 
pre motor—and opens and closes the . 
shutters e 
bout Signal Kitchen 
‘ind out more about Signa itchen 
dis. Vent Fans. Write for catalog infor- IN NEW OR OLD 
for mation now! HOMES! 


























ap MENOMINEE 
as WELL ELECTRIC MFG. CO. MICHIGAN a, 

















The'frech tin Mater 


A fan you can’t equal for 
quality, looks, performance, 
at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 







louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 











INVESTIGATE THE 24” FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 


HY-DUTY BLOWERS 


Double Inlet 
and 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
positions 
and motor 
locations. 





































VENTILATING DIVISION 


SCHWITZER-CUMMINS COMPANY 
1145 —. 22ND STREET © INDIANAPOLIS 7, INDIANA 
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CHEMCLAD Thermoplastic Insulated Wire is 
made of highest quality materials and is produced 
to meet rigid specifications. Underwriters approved. : 
Types T, TW, TF, TFF, POT and thermostat multi- 
ples are now in regular production. Contact Rep- 
resentative for Virginia-Carolina, Paul Sherill, P. 
O. Box 38, Greensboro, N. C., or Southeastern Rep- 
resentative, Henry W. Clower, 375 Whitehall St., 
Atlanta 3, Georgia. Southern distributors are 
offered the twin advantages of dependable per- 
formance and quick service in the purchase of 
CHEMCLAD Thermoplastic Insulated Wire. 

Write for your copies of our regularly mailed 
stock list. 











TO SERVE YOU FIRST AND BEST... 
IN YOUR OWN SOUTHLAND 
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PROFITS 


ATTIC and 
WINDOW 
FAN 
CONTROL 
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There's extra profits in selling con- 
venience and comfort! Home owners 
everywhere are a ready market for 
Paragon AF Timers for the control of 
attic and window ventilation fans in 
their homes. They welcome the extra 
comfort of cooling fans ... the con- 
venience of having fans controlled 
automatically. 


@ Telechron Motored .... Self- 
Starting, Synchronous, Quiet 


@ Two Time. Ranges: 0 to 10 
and 0 to 20 Hours 


@ Accurate .... Dependable 
. ++. Easy-To-Install 


@ Capacity 34 HP at 115 
Volts A.C. 


SELL comrort For 
Extra Profits 


WRITE FOR FREE SALES AIDS 








1618 12th Street 


TWO RIVERS, WISCONSIN 


BUILDERS OF ELECTRICAL 
EQUIPMENT SINCE 1905 








New Electrical Books 


Fluorescent Lighting Manual 


By C. L. Amick. Published by McGraw- 
Hill Book Company, Inc., 330 West 
42nd St., New York, N. Y. 318 pages, 
illustrated. Price $4.00. 

ANSWERING THE NEED for an up-to- 
the-minute treatise on fluorescent 
lighting, Charles L. Amick, of G-E’s 
Lamp Department, has prepared a re- 
vised edition of his book. This sec- 
ond edition not only contains revi- 
sions but numerous additions occa- 
sioned by the rapid advances in the 
development of fluo-escent lamps and 
lighting techniques. 

Included in the new edition are: 
data on slimline and circline lamps, 
which includes the 300-milliampere 
operation of slimline lamps; charat- 
teristics of cold cathode fluorescent 
lamps, more adequately treated by the 
addition of tables giving lumen out- 
puts and brightnesses; new explana- 
tions of the fundamental factors and 
fluorescent lamp design and the phe- 
nomena of starting and operation; and 
new information on lighting design, 
including many new factors. 


Handbook of Engineering 


By L. A. Waterbury. Published by 
John Wiley & Sons, Inc., 440 Fourth 
Avenue, New York 16, N. Y. Pocket 
size, 386 pages, illustrated. Price 
$2.50. 


THE FOURTH EDITION of “Water- 
bury,” revised by H. W. Reddick, 
W. M. Lansfo-d, C. O. Mackey, H. 
H. Higbie, and H. S. Bull, lists mathe- 
matical engineering data under the 
headings of algebra, trigonometry, 
mensuration, analytic geometry, dif- 
ferentials and integral calculus, theore- 
tical mechanics, mechanics of mate- 
rials, mechanics of fluids, heat engi- 
neering, and electrical engineering. 
New sections have been added cover- 
ing illumination engineering and ra- 
dio-electronics formulae. 

Besides the revised tables from the 
previous edition, the book contains 
additional ones on the properties of 
saturated water and stcam, the prop- 
erties of saturated water and steam 
(temperature table), and the proper- 
ties of superhcated steam. 


The Selling Man 


By W. A. Matheson. Published by 
Heating Publishers, Inc., 232 Madison 
Avenue, New York 16, N. Y. 259 pages. 
Price $5.00. 


TECHNIQUES involved in specialty 
selling are brought out in this unusual 


book. Although written from the 
standpoint of an oil burner salesman, 
the book is equally applicable to the 
selling of other items, such as ra 
dios and electrical appliances. 

Men who make selling their pro. 
fession will find in the book the 
added clements of drama and adven. 
ture as they follow the “hero” 
through the various steps involved in 
making a sale. Both veteran salesmen 
and men who are thinking serious) 
of making selling their life’s work wil) 
find “The Selling Man” profitabk 
reading. 


Capito] Comment 
(Continued from page 65) 


being caught with high-priced inven. 
tory when price decline starts. In 
ventory worries are increasing. 

Even with the Marshall plan, ex. 
ports in 1948 are expected to be les; 
than in 1947. This will tend to ease 
certain situations. 

Corporations are worrying because 
they have to pay more interest on 
their bonds, but all in all the pre. 
vailing feeling is one of confidence 
Incomes are high and are likely to 
remain high because so many pro 
grams cannot be brought to a sud- 
den stop. Utilities have reached the 
point where they must expand 
Many public works can be delayed 
no longer. 


Bank Credit Restriction 


One reason for believing the ad- 
ministration would hesitate to make 
important use of restrictions on bank 
credit, even if Congress granted the 
authority, is that under present con- 
ditions any adjustment downward 
would put a large number of small 
enterprises out of business quickly 
With the long period of rising prices, 
more and more high-cost producers 
have begun operations. Even with 
prices at present levels, they are hav- 
ing hard sledding. Literally thov- 
sands of them might be forced out 
of business by even a moderate shake 
out. Because of their number those 
failures would be spectacular and 
would have a more important psy- 
chological effect, despite the fact 
that their importance to the whole 
economy would be negligible. The 
failure of one large concern easily 
could be of greater importance than 
hundreds of small ones. It is that 
situation which makes officials tim- 
id about making deflationary moves. 

With so many scarcities existing 
both here and abroad, it seems un- 
likely that recession could go very 
far, but a deadline at present would 
be spectacular and not what the ad- 
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Malleable Iron means a lot 
in reducing installation time 


ASK YOUR WHOLESALER! Smooth ¥ 
fit—that can be the difference between 1 
just breaking even and good profits n 

a job. No wasted time forcing or clean- 

ing obstinate fittings. GEDNEY Fit- 
tings .. . fit because they’re made of 

high grade malleable iron. They have 
smooth finish inside and out, with clean, 
accurate threading. Next time, start 
your wiring job right—install GED- , 
NEY Fittings. Your wholesaler has / 
them in stock. 3 





WATERTIGH 
CONDUIT NIPPLES BOX CONNECTORS 
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EMT SERVICE CAPS 
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EMT 90° 
ELBOW CONNECTORS 
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COMBINATION CORD GRIPS & 
COUPLINGS PVX CONNECTORS 


1946 CODE 
PVX CONNECTORS 
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SQUEEZE CONNECTORS 


REVERSIBLE ANGLE 
CLAMP CONNECTORS CONDUIT INSULETS 
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GROUND FITTINGS EMT BODIES 
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EMT BODIES = CONDUIT COUPLINGS THREADED BODIES — g E ” 
Sain ee | BAR-BROOK FANS” 
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WRITE FOR THE CATALOG! ™~ 


It’s all there—every GEDNEY item ‘X fe Je ° en 
clearly indexed, with every size and Yo 2 AS a 
type for your job. This manual will 1 “AT t IC *BASEMENT be 
save you plenty of time because it met «: Laide 
has been made up to give you in- | , Be pene 
4 formation .. . fast! Send for your fd } “WALL “WINDOW es 
==" copy today; write on letterhead. Ay : Cerys: 


~ GEDNEY ELECTRIC CO. f 
», RKO BLDG., RADIO CITY, NEW YORK 20, N.Y. @/ * 
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Meer the demand for quality fan 
equipment with FAN-PAC “Pack- 
aged Ventilation” and cash in on 
2-WAY PROFITS! You profit when 
you sell FAN-PAC and you profit 
when you install FAN-PAC. There’s 
a complete FAN - PAC line of sizes 
for all homes, stores, buildings and 
offices. ae 

ATTIC FANS @ pecs 
"Packaged" in 
sound - proofed 
housings ready 
for installation. 
24”, 7. 36”, 
42”, 48” sizes. 
“V" belt motor 
driven. 














PANEL FANS 
Direct or "VY" belt 
motor driven. 16”, 

ie”, 20°, 20", ®, 

, 36”, 42”, 48”. 


Only FAN-PAC Offers ALL 


THESE IMPORTANT FEATURES 


1 Non-Overloading Power Characteristics 

2 Certified Wind Tunnel Capacities 

3 Square Panel Mounted for Easy Instal- 
lation 

4 Scientifically Correct Air Inlet 

5 Noiseless Operation due to Axial Flow 
Design and Cushioned Motor Mountings 

& Enclosed Motors of Recognized Make 

7 Nationally Advertised. Dealer Sales 
Helps 

8 Sold Through Regular Trade Channels 


FOR 20 YEARS DE BOTHEZAT IN- 
DUSTRIAL FANS HAVE BEEN THE 
CHOICE OF VENTILATING EN- 
GINEERS ON JOBS WHERE EFFI- 
CIENCY AND a COUNT 


DE BOTHEZAT FANS 


Division of 
American Machine and Metals, Inc. 
EAST MOLINE, ILLINOIS 
District Sales and Engineering Offices 
in. Principal Cities 












MAIL TODAY FOR PROFITABLE RESULTS 











DeBothezat Fans Division, Dept. E, a 
American Machine and Metals, Inc., 
East Moline, Illinois me 
Without obligation, please rush latest a 
FAN - PAC prices, discounts and catalog. 
Also name of wholesaler in my territory. ® 
ee 
Firm Name . a 
Address bal 
i ccctcacsatciienntomnisn Zone........ SS ne m 
Your Name @ 
? 












ministration wants to see happen 
when it is facing a hard fight for 
re-election. 

Effect of Restrictive 
Electrical Codes 


(Continued from page 40) 


street, with the same contractors do- 
ing the work in both cases. 

The Paterson Code would prdhibit 
the use of these inexpensive wiring 
methods in basements. To illustrate 
the practical effect of this probihi- 
tion, the power wiring for an oil 
burner, automatic gas or automatic 
coal stoker installation must be in 
metal conduit and the thermostat 
wiring must be of metal-clad con- 
struction instead of conventional con- 
trol wiring. These requirements 
place a substantial installation cost 
barrier against the installation of such 


equipment. 
Over a billion feet of nonmetallic 
sheathed cable is being installed 


throughout the United States each 
year in accordance with the _provi- 
sions of the National Electrical Code. 
The installation of this material has 
been demonstrated as economical 
and safe. The public should not be 
deprived of the use of this wiring 
method. In addition, the Paterson 
Code requires that services that are 
run underground shall be placed in 
conduit. This prohibits the use of 
such recognized safe and economical 
material as nonmetal duct systems 
and of underground cable designed 
and approved for direct burial in the 
ground. Overhead service entrance 
conductors are required to be run in 
conduit, thus prohibiting an inex- 
pensive method of installation using 
recognized service entrance cable, 
which is a much less expensive meth- 
od and is probably the method which 
is being used today for seryices to 
the majority of dwellings and other 
small buildings. Here again, an un- 
necessary cost is added to the con- 
struction of dwellings and small com- 
mercial and industrial buildings. 

Service facility requirements for 
large commercial and industrial in- 
stallations and multiple-family dwell- 
ings are required to be unnecessarily 
complex with resulting additional ex- 
pense, with no additional safety and 
with the possibility that individual 
tenants in dwellings and commercial 
buildings will be considerably incon- 
venienced. 

In the sections of the Paterson 
Code devoted to the grounding of 
electrical equipment and _ systems 
there is a direct conflict with the 
corresponding provisions in the Na- 
tional Electrical Code. The chief 


purpose of the National Electrical 
Code section on grounding is to less- 
en the hazard of electric shock, par- 
ticularly in auxiliary buildings in com- 
mercial and industrial occupancies 
and in out-buildings of farms and 
other occupancies. ‘This subject has 
been studied by experts, and the re- 
sulting provisions in the National 
Electrical Code are recognized by 
those individuals who have given 
considerable attention to the subject 
of grounding as an important ad- 
vancement in providing for the safe- 
ty of persons working on or near 
electrical equipment located in auxil- 
iary buildings, or out-buildings, of 
livestock in barns, and of the elec- 
trical equipment itself. It is not ap- 
parent that the provisions of the Pat- 
erson Code would have any advan- 
tage over those required by the Na- 
tional Electrical Code, and _installa- 
tions would cost considerably more. 
In some of the provisions of the Pat- 
erson Code it is believed by some 
experts that the hazards to persons 
and to equipment will be increased. 

The Paterson Code contains a re- 
quirement that the non-current car- 
trying metal parts of all portable elec 
trical appliances and equipment be 
grounded, which is such a drastic de 
parture from today’s practice that it 
would be practically impossible to en- 
force. In order to bring about en- 
forcement it would be necessary to 
require that every portable electrical 
appliance sold and installed in the 
city of Paterson be equipped with 
special conductor cords and _ attach- 
ment plugs with special receptacles 
provided in the homes for their use. 
It is obvious that such a requirement 
would be entirely impracticable and, 
according to some experts in the 
field, would in all probability in- 
crease the hazards rather than lessen 
them. 

Only a few of the restrictive pro- 
visions of the Paterson Code are 
mentioned here; however, rather 
complete analyses have been prepared 
by representatives of industry and are 
available on request. 


Cost Comparisons 


To illustrate the effect of these re- 
strictive Code provisions on the cost 
of wiring installations, a few cost 
comparisons of components of a resi- 
dential installation and of a large 
commerical or industrial installation 
have been prepared by the estimator 
of a large electrical contractor in this 
area. 

I noted in the November 9th issue 
of the New York “Times” that repre- 
sentatives of labor, testifying before 
the Joint ‘Congressional Housing 
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WAYS _=gre- er 
‘sk For lheepfi sf Line 
“jiffy? BOX SUPPORTS 


(Clamp - In) 


Quicly installed in any kind 
of wall — sheetrock — beaver 
board — lath and plaster — 
wood — metal lath, ete. Holds 
switch box rigidly without 
screws or nails, 


Write for Bulletin ES describ- 
ing Jiffy Cutter, Solder Dip- 
per, Polyvoltester and com- 
plete line. 


| <<Jiffy?? SNAP-IN BLANKS 


Safety rules as well as Underwriters’ re 
quire every knockout in a switch or outlet 
box be sealed, if not in use. Many times 
circuits are taken down and the knockout 
is forgotten. Every opening should be 
sealed—and the quickest, easiest and 
least expensive way is with ‘Jffiy’? Snap- 
in Blanks. One piece—they snap in. All 
sizes from %” to 2” Conduit knockouts. 


CLYDE W. LINT CO. 
Room 305, 1144 W. Washington Blvd., Chicago 7, Ill. 


District Representatives 


R. G. Titherington Co. 
705 Camp St., New Orleans, La. 








R. A. Bozeman Co., 
216 Walton Bidg., Atlanta 3, Ga. 














rPART Sx 


FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 
Brown-Brockmeyer General Electric Master 


Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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@ When you buy a propeller 
fan with a Certified Rating you 
are purchasing with it the as- 
surance that this fan will pro- 
duce as specified. Uncertainty 
about fan operation and re- 
placement expense is removed 
—a feature which is particularly 
important in connection with 
special installations. 


Sixteen of the leading man- 
ufacturers of propeller fans 
are members of the Propeller 
Fan Manufacturers’ Association, 
testing and rating their fans 
according to the standard test 

y code established by the Ameri- 
7, ean Society of Heating and 
_/ Ventilating Engineers. This 
gives you ample 
opportunity to 
select a certified 
propeller fan on 
your next pur- 
chase. 


Cc 

scat OOK FOR 
pedaling Test Oe LOOK F 
with eritugel a ie the P. F. M. A. 
Ce me Certified Rating 
Label on the pro- 
peller fans you 
buy! 





Published by 


PROPELLER FAN: MANUFACTURERS’ ASSOCIATION 


5-208 General Motors Building 
Detroit 2. Mich 
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YOUR OPPORTUNITY— 
TO DISTRIBUTE 


WINDOW FANS and 
VENTILATING FANS 


Perfect Cooling Through 
A-I-R_ V-E-N-T-I-L-A-T-I-0-N 


For Home @ Apartments 
Office « Industry 


PROFITABLE TO SELL! 


“SECO” Portable 
DUAL PURPOSE 
WINDOW Fan 


Provides easy, simple installation in any 
desirable Window opening. When placed 
on floor of Home or Office it quietly blows 
cooling Air. Over-All Dimensions 24” x 
24” x 10”. 


“SECO” BELT DRIVEN 
COOLING FAN 


Greater air capacity for maximum A-I-R 
V-E-N-T-1-L-A-T-1-O-N. Ideal for Homes, 
Schools, Churches and for Industrial Installa- 
tions — Its simplicity of design permits easier 
installation in Walls, Attics, or Penthouses. 
Slow Speed — Quiet — Powerful. 


24”, 30”, 36”, 42”, 48”, 





Write For Complete Information, 
Specifications and Prices on SECO FANS 


SECO-LITE MFG. CO. 


4916 EASTON AVE., Dept. ES, ST. LOUIS 13, MO. 














Committee in Chicago pointed out 
that although building construction 
costs have increased some 100 per 
cent or more since 1940, labor pay 
scales have increased only 25 per 
cent. The effect of the introduction 
of such regulations as these in in- 
creasing the number of hours re- 
quired to make the installation is im- 
portant. The increase in cost is a 
tangible incremental increase in the 
total building cost in one specific 
city. 

Not shown in these cost compari- 
sons is the indirect cffect of such re- 
strictive codcs on the manufacture 
and distribution of electrical equip- 
ment. If such restrictive codes were 
to become prevalent in many of the 
major cities in the United States, the 
combined factors of decrease in mar- 
kets for certain materials and the in- 
creased resulting cost of distribution, 
handling and sale of special equip- 
ment would inevitably result in high- 
er material cost to the customer. 

All branches of the electrical in- 
dustry are affected adversely by these 
restrictions: the electrical dealer—the 
wholcsaler—the contractor—the elec- 
trian—the manufacturer of electri- 

equipment—and the electric utili- 
ty. For example, to outline only a 
few specific cases ... 

The dealer will find difficulty in 
selling appliances, lamps and devices 
equipped with a grounding wire and 
a three-pronged attachment plug. 
Present approved appliances with 
conventional two-pronged plugs will 
be available in other communities 
and will not necessitate the rewiring 
of receptacles to accommodate them. 

The wholesaler and the manufac- 
turer will be confronted with an ut- 
tcrly confused situation. Materials 
cannot be distributed economically 
and special appliances and devices 
will be added to present stocks for 
use in the restricted territories. Re- 
cognized wiring materials such as 
nonmetallic sheathed cable and enam- 
eled conduit, boxes and cabinets will 
be legislated off the market. 

While the contractor and the elec- 
trician may realize a larger income 
from an individual job, these restric- 
tions will tend to reduce the number 
of heavy-duty appliances installed and 
eliminate the huge potential market 
of presently inadcquately wired 
homes. It fs indeed unfortunate to 
be priced out of the market for the 
customer’s dollar by such restrictions 
to free enterprise. 

The utility companies are affected 
in two directions: barriers to in- 
creased use of clectrical energy are 
erected, and the cost of service main- 
tenance is increased. 


In addition, automatic house-heat. 
ing, air-conditioning, ventilating and 
other industrics utilizing  electricg 
energy are affected adversely by the 
unnecessary increase in installation 
costs. 

It is obvious that these adverse eé 
fects on the electrical industry as ; 
whole can only result in increased 
costs to the public of electric sen 
ice which is so vital to today’s living 
It is also evident that the safe and 
economic installation of electrical 
wiring and equipment can be assured 
through the uniform recognition of 
the National Electrical Code through. 
out the country. 


Minimum Standard 


One of the reasons cited for the 
inclusion of special restrictive pro. 
visions in local electrical codes and 
ordinances is that the National Elec 
trical Code is a “minimum standard.” 
This generally results from a miscon- 
ception of what is meant by the 
term “minimum standard.” Per. 
haps the following may help to clari- 
fy this meaning: 

A minimum standard is developed 
to accomplish a desired result satis. 
factorily. It adds no frills, gold plate, 
or polish, but docs the job. 

A zealous sense of responsibility 
on the part of some inspection av- 
thorities lead to the belief that it is 
their duty to provide what they con- 
sider maximum safety under all con- 
ditions of use of electrical energy 
Generally supporting the electrical 
inspection authorities in formulating 
and promulgating special restrictive 
provisions for their codes and ordi- 
nances are the electrical contractor 
and labor groups. Occasionally, 
some of the dealers in electrical 
equipment and apparatus and some 
few individual manufacturers with 
selfish interests may join in support. 

Opposed to such forms of restric 
tions are the manufacturers of elec- 
trical products, the state and local 
manufacturers associations, state and 
local employers associations, cham- 
bers of commerce, building owners 
and managers associations, the public 
utilities and other groups and individ- 
uals who are affected adversely, with 
no compensating increase in safety to 
the public. 

All of these groups recognize the 
desirability of adequacy of electrical 
installations under certain circum- 
stances to provide additional com- 
fort, convenience or to provide facili- 
ties for future increases in use of 
electrical equipment, but are con- 
vinced that such additional facilities 
should be sold to the public and not 
legislated. 
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It is generally agreed by informed 
persons that fires and accidents re- 
sult not from the use of recognized 
wiring materials and methods, but 
rather from their misuse. Adequate 
inspection procedures can assure the 
proper use of wiring materials and 
methods as recognized by the Na- 
tional Electrical Code and thereby 
assure the practical safeguarding of 
the public. The responsibility of 
these inspection authorities therefore 
appears to rest upon the adequacy 
of inspection to assure conformity 
with nationally recognized installation 
standards rather than upon the nec- 
essity for promulgating additional 
requirements. 

Where additional facilities, capaci- 
ty or convenience is desired or deem- 
ed advisable, promotion—and not 
legislation—should be the means of 
accomplishing the desired result. 


Operating Cost 
Trends for Dealers 
(Continued from page 50) 


der to put more stress and expense 
on service. 

In summing up, we find that char- 
acteristics of the low profit dealers 


were low gross profits, high occu- 
pancy expense, high advertising ex- 
pense, high administrative expense, 
and in 1947, low servicing expense. 


Conclusions from Study 


1. A larger than normal pre-war 
sales volume must be done by every 
dealer, regardless of size, in ordcr to 
keep his costs down. The coming 
competitive period will likcly mean a 
reduced volume for the entire indus- 
try unless sales cffort can overcome 
it. This would mcan that the deal- 
er’s cost of sales will be forced up 
in his effort to secure needed larger 
volume. 

2. High-Profit vs. Low-Profit 
dealers—By watching your costs and 
following the good example sct by 
high profit dealers, you can increase 
your own net profit. 

3. Are your costs in line?—Some 
occupancy and administrative ex- 
penses are very high. If yours are 
high, take counsel with yourself to 
see if you can get them down. Like- 
wise, you may not be _ spending 
enough on advertising and service. 
Those who spend more show higher 


profits. Even now in a seller’s mar- 


ket, the man who goes out and sells 
still makes more money than the 
man who stands still and waits for 
business to come to him. 

4. Gross profit as it reflects nec- 
essity for higher trade discounts— 
The drop in gross profits was compat- 
ible with higher nct profits in the 
period of this study. When the 
boom is over, costs will rise. If gross 
remains the same or continues to 
fall slightly, then the dealer will be 
squeezed. This raises the question 
of the necessity for higher trade dis- 
counts for the period which will 
come after the boom. 


Notes on Winter 
Fan Promotion 
(Continued from page 37) 


personally. If the customer prefers 
to install his fan, the company then 
checks the job to satisfy itself that it 
qualifies for a guarantee. 

During installation, the salesman 
who has made the sale inspects pro- 
gress of the work twice, whether the 
work is that of the company or the 
customer. These inspections are 
mainly for the sake of contact, When 
installation is complete, the salesman 




















CORNISH WIRE CO, inc. [IRE 


PROOF 


Bakelite 





by UL. 


CAT. Nu. 202A 
Bakelite WEATHER 
SOCKET, 
with Shadeholder 
Ledge. Listed by UL. 


CAT. NO. 300 

DUPLEX 
FLUSH RECEPTACLE 
with Cadmium-plated 
Steel Strap. Listed 


Complete Line of Engineered 


WIRING DEVICES 


for All Types of Fluorescent 
and Incandescent Lamps and Fixtures 


Fo Superior electrical wir- 
ing devices turn to KULKA 
—and be SURE. 


More than a quarter century 
of specialization in creating 
and producing soundly engi- 
neeredl wiring devices is your 
assurance of top quality pro- 
ducts at lower unit cost. 


Write for our Illustrated Catalog 





ELECTRIC MFG. CO., INC. 


30 SOUTH ST., MT. VERNON, N. Y. 





SE.. W. J. Milner & Co. 80 W. Peachtree Pi. Atlanta, Ga. 


. Reliance Sales Co. 3260 Fowler St. Los Angeles, Cal. 
Mid-So. . Gamble & Mettes 322 Godchaux Bldg. New Orleans, La. 


15 Park Row, New York 7, N.Y. 
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Arizona . H. George Shefler, Phoeniz, Arizona. 
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CUSTOMERS? 


Can’t Fill Refrigerator Orders? 


With APC reconditioned electric 
refrigerators you can make this 
your biggest selling season ever. 


STANDARD BRANDS LOW PRICES 
LARGE QUANTITIES 


DEALERS, AGENTS, DISTR. 
Cc Oo N T A Cc T 


appliance 


PRODUCTION CORP. 


59 Crosby Street, N.Y. 12, N.Y. 
BEekman 3-9155 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 


OL REQUIRED 
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KRUEGER & HUDEPOHL 
Solderless Tarminal Lugs and C ectors 


) 
4 VINE AT THIRD-ES * CINCINNATI! 2, OHIO 





returns to explain how to use the fan 
to the best advantage. 

After the fan is in operation, the 
salesman returns once a week for sev- 
eral weeks, and it is in that period, 
says Keys, that he obtains names of 
additional prospects. Customers in- 
variably tell the salesman of someone 
who has expressed an interest, and 
customers often ask the salesman to 
call on a friend. 

But calls by the salesman do not 
cease there. Company policy directs 
that he return at intervals, for it has 
been found that a satisfactory installa- 
tion can produce additional prospects 
long after the fan has ceased to be a 
delightful novelty for the family. 

Keys says The Du Bois Company 
allows three days for a fan installa- 
tion, which is made by one carpenter 
and a helper, although one electrician 
can do the wiring in a few hours. 
Carpenters are not carried -through 
the slack season, and if it becomes 
necessary to replace last season’s car- 
penters, they receive some special in- 
struction in the dealership before go- 
ing on a job. In slack periods, grills 
and other sections of an installation 
are prefabricated in the warehouse, 
thereby keeping carpenters busy and 
saving time on jobs. 

“There is no tangible profit from 
installing the fans that you sell,” said 
Keys. 

“We never try to make a profit on 
the actual installation work itself. If 
we can get our own costs of installa- 
tion, which include workmen’s com- 
pensation insurance and liability in- 
surance, we are satisfied. The profit 
comes from the sale of the fans. Our 
using the user idea holds down pro- 
motion costs. 

“And in our promotion of the sale 
of fans for installation during the 
cool months, we have found that our 
best target is the home-owner who is 
about to remodel, or the family for 
which a new home is to be built. 

“Although some buy their attic 
fans at the end of the ventilation sea- 
son for installation during the follow- 
ing winter, most of our winter jobs 
come from the two classifications 
mentioned — the family about to 
move into a new home or the family 
about to remodel. “Those are the 
two best places to look for attic fan 
business.” 

Training Salesmen 
For That “B’”’ Day 
(Continued from page 35) 


many it takes to run a cleaner, and 
how many she gets for a dollar. 

He may not have serious regard for 
the stream of humanity that pours 


out of the factories, the offices, the 
mills and the mines or be able to 
translate it into terms of toasters, 
waffle irons and electric ranges. 

The most experienced salesman 
may be underestimating the sales po- 
tential of the territory. He may en- 
tertain a secret opinion, born of end- 
less days of ringing doorbells, that 
the saturation point is nigh for te- 
frigerators, sweepers, heaters and elec- 
tric blankets. 

All these things lead to lost sales— 
sales lost that should have been 
made. And all of these things can 
be corrected if all salesmen are pro- 
perly briefed with basic sales infor- 
mation, such as that included in the 
sales training manual of the Elec 
tric Institute, for use in their sales 
training school. 

While this manual is concerned 
only with the territory of Washing- 
ton, D. C., dealers in other places 
using a sales crew, can readily adapt 
a similar code to fit their locality. 
It insures that all members of the 
sales crew have similar basic infor- 
mation. 

The Electric Institute manual 
starts out by telling about selling in 
Washington. It tells of the general 
national market, and then lists the 
potential market by type of appli- 
ance. For instance, it points out 
that Washington residents want 4, 
000 automatic dish washers, 8,000 
water heaters, 18,500 sewing mz 
chines, 53,000 washers and 56,000 
radios. It tells about Washington 
bank deposits, the earning capacity, 
and the low electric rates. It ex- 
plains that the average residential 
billing per family on the Potomac 
Electric Power Company lines was 
$34.60 .per year, less than ten cents 
per day or less than what you pay for 
the morning and evening newspaper. 

The manual analyzes the prospec 
tive purchasers: how many are ¢m- 
ployed by the government and how 
much money they take home; how 
many work for private employers; 
and, most important, that Washing 
ton has few seasonal layoffs. 

In Washington most retail pur 
chases are made by women. Be- 
fore the war 45 per cent of all wom- 
en were employed outside their 
homes. This increases the family 
purchasing power. 

It is extremely important that 
salesmen selling electric appliances 
should have a good working know- 
ledge of the electric rates in his ter- 
ritory. The sales manual gives them 
all the necessary rates: the city of 
Washington has one, urban Mary- 
land has another, rural customers 4 
different scale, and Virginia residents 
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Sue EASY TO INSTALL! 


This complete, low-cost 
package unit includes . . 
@ sturdy, efficient Chelsea 
fan, an automatic ceiling 
shutter, mounting brackets, 
vibration dampening springs, 
canvas boot for anti-vibra- 
tion seal between floor and 
fan, and a pull-chain switch 
for convenient control. 








tence nroeates 
1206 GROVE ST., IRVINGTON 11, N. J. 
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SENSATIONAL 


Two light semi-ceiling dining room fixture 
13%” diameter crimp edge bowl also 
available in three lights. We manufacture 
a complete line of residential incandescent 
fixtures. Also a complete line of fluorescent 
fixtures. Write for quotations and catalog 
on this exciting line. 


Fixture shown above is our catalog number 602-C 


Lithonia Lighting Products Co. INC. 


Mfgrs. of Fluorescent and Incandescent Fixtures 











WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


811 9th St., N. W. Washington 1, D. C. 











For a complete line of inexpensive 
Residential Lighting Fixtures 
write for Catalog No. 47 


LIGHTING FIXTURE CO. 


BROOKLYN 6, N. Y. 


PURITAN 
21 BOERUM STREET * 
or to our Southern Representative 


AL. M.ORLICK e@ P.O. BOX 1033 @ SANFORD, N.C. 
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LITHONIA, GEORGIA 
MODEL 


AIR F | LO A-555 


AUTOMATIC SHUTTER 


WEATHER SEALED 
leads the 
field in 
features! 


























There is every 
reason why you 
should use AIR- 
FLO shutters on 
your jobs. New 
heavy reinforce- 
ment strip adds 
strength and long 
life to the louvers, 
assures quiet operation and perfect counterbalance, 
prevents rattling. Aluminum louvers open fully, per- 
mitting capacity fan operation. Deep shroul protects 
shutter from high winds. Tie-rod, brackets and bear- 
ings inside frame, not exposed to weather. Special 
finish resists corrosion. Many other features. Write 
for illustrated catalog 42-B of the complete AIR-FLO 
line. 


Air Conditioning Products Co. 
2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 

















FRONT VIEW--CLOSED 
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Repeat Sale 
Regulars 


Candylbeme Lamps 
The beauty of crystal and 
polished fixtures is em- 
phasized by Candylbeme 
Lamps. Radiating without 
diffusion they give sharp 
brilliant reflection. Effecti- 
vely increase sales of fix- 
tures and lamps alike. 





Candleflame Lamps 


Especially effective in can- 
delabra and side-wall brack- 
ets. Give a soft, diffused 
glow. In clear, frosted, or a 
variety of tints. Install in 
fixtures for faster turnover. 


— ee ewe ew ew oe ee 





prccccceccoc-o 
i Carbon Pilot Lamps 
{ Extra long life, and designed 
1 to withstand vibration and 
i shock. Available in standard 
or special shapes, 
‘ colors or base. 
1 CARL HENRY 


170 Ellis St., N. E. 
Atlanta, Ga. 


NORTH AMERICAN 
E ic Lamp Co 


St. Louis 6, Mo. 


sizes, 





1044 Tyler St. 












LUGS ANODE 
CONNECTORS 


ADDED STRENGTH 
WITHOUT ADDED COST OR WEIGHT 


SERRATIONS in collar and 
tang provide added strength 
against pull-out. 


MORE THREADS are gained 
through the deep boss. 


COLLAR SECTION cannot pull 


out because prefabricated 
from drawn seamless copper 
tubing. 





TODAY ... write for 48-page illustrated 
catalog and data on connectors, solder- 
ing and solderless lugs, fuse clips, etc. 





Southern Representatives 

VERLYN H. BRANHAM 

180 Interlocken Drive 
N. W. Atlanta, Ga. 


J. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 


COPPER TUBE 
& PRODUCTS, Ine. 


CINCINNATI, OHIO 






























another. Also included are a couple 
of pages of electric terms and their 
definitions, a table of electric appli- 
ances showing the wattage of each, 
kilowatt-hour consumed per year, 
and the hourly cost per month. 

The manual includes a detailed ex- 
planation of how to figure the cost 
of operation, and the salesman is ad- 
vised to use the lowest of three steps 
in the rate plan because it is assumed 
that the customer is using sufficient 
current to be in the third step. 

This places an important weapon 
in the salesman’s hand to combat 
questions as to cost of operation. 

Of special interest is the chapter 
on the sales story in which the sales- 
men are told that their sales stories 
must be news. Their facts need to 
be in dramatic form, to have human 
interest. A light touch and brevity 
are essential to good selling. 

Right selling is advocated as op- 
posed to high pressure selling. A dia- 
gram of the routine of a sale in which 
both the customer and the salesman 
have been benefitted is given as an 
example. 

In the routine of a good sale, the 
salesman meets the customer and dis- 
covers the customer’s problem, need, 
or want. The salesman then pre- 
sents his sales approach and offers a 
product or service as the solution to 
the customer’s problem and _ sets 
forth the advantages or benefits to 
be gained from its use. 

The customer offers objections. 

The salesman demonstrates the 
product and offers proof of the claims 
he has made for the product or serv- 
ice. The customer may still have 
some good doubt so the salesman 
makes a re-statement of advantages 
and perhaps offers more demonstra- 
tions of proof and sometimes uses 
testimonials of others. 

The customer agrecs that the 
salesman’s product or service will be 
the solution to the problem and de- 
cides to act. 

There is a meeting of minds, the 
sale is closed and the order signed. 

Result! Improved living for the 
customer and improved living for the 
salesman. Mutual benefits delivered 
from the sale. 

With such a formula in mind, here 
is how a salesman should sell an iron- 
er to a customer who comes in for 
a hand iron. The need has been es- 
tablished and the customer has come 
to satisfy it. She should be direct- 
ed to an ironer and shown how she 
can sit down and do all the ironing— 
the modern, easy, back-saving way. 
The salesman points out that while 
a hand iron costs much less and 
weighs but a few pounds, she will 


3 














lift a hand iron as much as 150) Bier cent 
times and pushes it an average of ight an 
two feet forward and back as many} he most 
as 5000 times in ironing her week Bnodel ¥ 
ly laundry. This is equivalent tof cent. It 
pushing about three tons for nearly § favored 
two miles. felt tha 
Salesmen are taught that they must § popular. 
be willing to study the products they J cent ch 
are selling and their p!aces in the B cubic f 
electrical field so that they can dis. group 0 
cuss them interestingly and intelli & the fout 
gently. They must fcel that the & on this 
products are worth buying. there is 
thinking 





What Dealers Think 
About Home Freezers 
(Continued from page 33) 





ing favored the 30 cubic foot, with 
30 per cent favoring the 20 cubic 
foot, and 22.4 per cent believing a 40 
cubic foot size would be more popv- 
lar. It was noted that 84.1 per cent 
of 1,754 dealers answering, felt that 
between 60 and 100 per cent of all 
farm homes would use a freezer, while 
only 5.2 per cent said that less than 
10 per cent of these homes would use 
one. The remaining 10 per cent of 
the dealers said that something be 
tween 10 and 60 per cent of fam 
homes could use a freezer. 

Referring to the percentage of farm 
homes which would use a walk-in, 
expressions were almost reversed. In 
the opinion of 663 per cent of the 
dealers, less than 10 per cent of farm 
homes would use this tvpe. Accord- 
ing to 16.8 per cent of the dealers, 
between 10 and 20 per cent of farm 
buyers desired the walk-in, while 1.7 
per cent of the dealers said that as 
many as 60 per cent of farm homes 
wanted the freezer. 































Another question on home freez The 
ers, concerned with town and city 
users, asked what capacities would be 

wanted. Here the largest number. 32 ST 

f 

226 
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ANTI-CORROSIVE PAINT 


Chibarox |i 
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LEAD & ALUMINUM PAINT qua 












Simplify Maintenance os 
Give Maximum Protection _ 









Cibo Inc. = 


NORTH ARLINGTON, N. J. 
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Dealers who wrote in comments 
regarding the farm market for freez- 
ers indicated that larger sizes were 


' r cent, said that capacities between 
eight and 12 cubic foot models would 
be most popular. The six cubic foot 


















model was viewed as best by 20.6 per 
cent. It was noted that 18.1 per cent 
favored the eight, and 10.4 per cent 
felt that the four would be most 
opular. However, another 12 per 
cent checked both the six and eight 
cubic foot sizes, while still another 
group of 10.5 per cent checked both 
the four and six sizes. Commenting 
on this answer, Truesdell said that 
there is a noticeable rise in dealers’ 
thinking as to the sizes desired. 


the dominant characteristic of the 
business at this time. Seventeen 
dealers said that they had a market 
for an upright type freezer. Thirteen 
of the dealers commenting here said 
that farmers prefer lockers to home 
freezers, while 24 dealers reported 
that the freezers they had been selling 
were too small for their farmer cus- 
tomers. 

The Hotpoint marketing official 
interpreted the survey to indicate an 





increasing demand for larger sizes in 
freezers, and an established demand 
for the newer combination type re- 
frigerators. “It is very possibie that 
when production permits an unlim- 
ited supply of units that include 
freezing and refrigerator compart- 
ments, this type of box will supplant 
the conventional refrigerator as a 
family model,” Truesdell said. Be- 
cause present indications are that it 
will be at least another year before 
refrigerators are in plentiful supply, 
almost any type that is produced will 
find a market, he said. 











BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 


No further need for substitutes. 






We offer a complete line of economical and dependable Bakelite 
Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 





Available through your local jobber 


Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 
Southern Representative, A. M. (Amo) Orlick, P. O. Box 1033, Sanford, N. C. 















| Ty 


7 FIXTURES G) 
| G2 Lock nuts 


BUSHINGS 
CONNECTORS 
OUTLET BOXES 


Write for price list. 








‘SPOT-O-BRITE’ —@ 


The New “SPOT-O-BRITE” Efficient—Economical 
A fluorescent fixture with adjustable Spots 


Jobbers Wanted 
Fluorescent Fixtures for all purposes. 


STA-BRITE FLUORESCENT MFG. CO. 
226 N. W. Fifth St. Miami 36, Florida 









GENERAL ENGINEERING & DESIGN CO. 


439 E. FORT STREET 





DETROIT 26, MICHIGAN 























Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL 
Grant Building 





“Better Than Ever’’ 


Cords — Cord Sets 
Southern Representatives: 

W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
Harbert S. Gregory, 1511 Louisiana Ave. New Orleans, La. 
Lowell V. Maxson, 1708 Laws, Dallas, Texas 
Founded 1903 
LOWELL INSULATED WIRE COMPANY 
LOWELL, MASS., U.S.A. 

LOOK TO LOWELL FOR LEADERSHIP 










SOUTH 
Atlanta 3, Ga. 
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BUFFALO 





BREEZO FAN 


PROFITABLE FOR YOU 
—and areal Satisfaction 
to your customers! 


i 
@ Customers like “Buffalo” Fans because they do a % 
thorough air moving job quietly, and economically. | 
Dealers like them because they are easy to sell, i 


and install. 
@ Sell BREEZO FANS for dependable ventilation in ~ 
shops, stores, public places. Six sizes up to 24”, ; 
standard make motors. ie 
@ Sell BREEZ-AIR Attic Fans for cool home com- 
fort on hot nights. Write for our simple installation e 


directions, liberal dealer terms. Ne 
BUFFALO fa 
BREEZ-AIR = ie 
ATTIC FAN Es 


ae 
FOR FACTS 
And DEALER 
TERMS ON 
BUFFALO 
DISK FANS 


| : WRITE: 
BUFFALO FORGE 
COMPANY : 


210 Mortimer St. Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 









E Atk BUFFALO 
ee DISK FANS — Zo: 
F CARRY THIS LABEL ; < 

- YOUR GUARANTEE OF 

| CERTIFIED: RATINGS. 


CUTTING AIR COSTS 
EVERY BRANCH OF INDUSTRY 
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Bus Plug illustrated shows 
; fingers for contacting duct bus 
é % bars. Many types of BullDog 






bus plugs are available for 
your varying needs. 
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Adival installation picture, showing BullDog plug about to be 
inserted in “Plug-In Duct. BullDog manufactures Vacu-Break 
Safety Switches * SafToFuse Panelboards * Superba and Rocker 
Type Lighting Panels * Switchboards * Circuit Master Breakers * 
‘Lo-X"" Feeder BUStribution DUCT * “Plug-in’’ Type BUStribution 
DUCT * Universal Trol-E-Duct for flexible lighting * Industrial Trol- 
E-Duct for portable tools, cranes, hoists. 











Power you can tap 
without tapping the till 




















D ‘Ss your production line go to sleep every time He has full technical data on all BullDog products 
you install a new machine or move an old one? and will be glad to answer any of your questions. 
Do you have to cut the power? Cut production? And If you wish, he can show you a BullDog installation 
take a cut on profits? near your own plant. 
With BullDog “Plug-In” BUStribution DUCT, you 
can,tap live power where you want it, when you want : 
it. ‘l’» move a machine, or any number of machines, BullDog’s Field Engineers welcome the chance to sit 
you simply disconnect the plug from the duct, move, in on planning stages of a building project. Their 
r . - knowledge of electrical distribution layout can 
7% and reconnect at the new location. mean savings in installation and maintenance 
- if A'| other machinery keeps humming a tune of dol- costs, as well as highest efficiency and reliability 
“14 lars saved when “Plug-In” power plugs the profit in actual operation. Why not take advantage of 
leak of complete shut-down. this pre-building service? 














Efficiency means economy 
Bu! Jog “Plug-In” Duct offers low initial expenditure BULLDOG ELECTRIC PRODUCTS COMPANY 


: wractically no maintenance requirements .. . DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
ma. nium safety and flexibility. Material is selected IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
for ong life and properly designed for relocation 


ade ‘ability. “Plug-In” Duct is an investment that 
wil) pay dividends in years of usefulness, efficiency, U i i oO Cc 






eco: omy. : 

Completely salvable 
Lik ‘all! BullDog BUStribution systems, ‘Plug-In’ 
Du is completely salvable. When you move the 


sys' m itself, not a single part need be scrapped ... 
noi . nut or bolt. Call your BullDog Field Engineer. HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Sure, selling a top-quality w ing job is a 
tough deal when customerscan’t tellan ampere 
from an ohm. But here’s a brand-new focal 
point for yoursales story—silence and smootn 


action —features you can demonstrate! 
With its new 10-ampere, 125 volts, T-ratine, 
this new mercury switch opens up new 
fields for silent switch applications, matches 
quiet operation to today’s heavy loads. It’s a 
long-life, specification-grade switch, made 
well to do its job well — another G-E first — 


to help you sell more top-notch wiring jobs. 

And, when you’re talking high-quality wir- 
ing, remember the selling power of the 
General Electric name. It identifies a com- 
plete line of wiring devices which your 
customers know they can trust. Ask your 
General Electric merchandise distributor 
about the new mercury switch and the rest of 
this complete line. Section D1-124, General 
[Electric Company, Bridgeport 2, Connecticut. 


GENERAL @ ELECTRIC 
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